





WEBSTER 


_..a name you can 
depend on for 


REPEAT 
Tse 





There's nothing like a 
business. That's why F. S. Webster 
lars," n iec 
switching brand 


And the reason is the stanc 
of high quality Webster carb 
plies. In 73 years of business 
research, product development ar 
the F. S. Webster Company h 
quality unmatched in the indust 

It's why more and more dealers « 
F.S. Webster products. They recogr 
in the name — F. S. Webster. 


Sell the profit line... sell 


WEBSTER 


CARBONS AND 
INKED RIBBONS 


F. S. WEBSTER Company, 13 Amherst Street, Cambridge 42, Mass 
Webster warehouses in New York * Chicago 
Pittsburgh « Philadelphia * San Francisco « Cambridge 





Be sure to visit us during the 
NSOEA CONVENTION 
Exhibits 329-330-334-335 


THEY*GO TOGETHER! 


*Today’s attractive, efficient offices 
and HASKELL’S 
MODULAR WORK STATIONS 


Haskell’s new WS Modular Steel Furniture is a 
most exciting space conquest! More work output is 
today’s great need. And, that’s what Haskell’s 

WS Modular provides! Compact but adequate space 
with faster work-flow from one job to another. 

Not only more efficient—but handsomely designed 
with a wide choice of decorator colors. Available in 
standard or typing heights—and in the widest 
variety of sizes and pedestal designs to help you 
plan the most personal needs of every work 

station. All at Haskell’s most modest price level! 









































Write for detai/s and literature 
on Haskell’s WS Modular Line 





_— myer A great name in office steel 
ASKEL' u P.O. BOX 5273 + PITTSBURGH 6, PA. 
ABBE 5 | New York Showroom: 440 Park Ave. South, N. Y. 16 








SHOWROOMS: New York + Chicago + Dallas + Denver + Los Angeles + Philadelphia + St. Louis 
WAREHOUSES: New York + Chicago + Dallas + Denver + Los Angeles + St Louls + Tacoma 
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VICTORS 


OO KQVISIBIEE 
IS A PORTABLE 
PROFIT-MAKER 


“a 








This versatile Victor Book Visible is such a useful, portable fact file, that 
many Victor dealers pull one or more out of stock for keeping their own 
records. Bound like a fine book in leather-like brown vinyl, its overlapping 
pockets inside each cover hold as many as 118 infor on-filled cards 


each with an exposed visible margin for instantaneous reference 


Perhaps the most important feature from your selling point of view is 
Victor Book Visible’s portability. Here is a compact visible record that 
holds an amazing amount of information yet can be easily carried in a case 
or stowed in a drawer. Salesmen on the move, business executives, rea 


For Junior-Size 
Visible Filing 


Made of durable press- 
board, and with a small 
capacity, the Victor Recor- 
dex is a thrifty alternative 
for those who require a 
smaller capacity. 


4 


estate men, club and hotel managers—any businessman who needs a com- 
pact, portable source of information—is a sure customer for Victor Book 
Visible. There are Victor Book Visible units to hold all the most popular 
card sizes, 5x3, 6x4, 8x5 and 8x6 —in various capacities, and they're 
all priced to bring you top profit. 


Remember, too—there’s profitable “repeat business” in every Book unit 
you sell. Your customer sets up his record with his choice of over 125 
stock card forms and title inserts along with a variety of colored signals 
that he'll need and buy again for the long life of the book unit. 


See your Victor salesman for full information on Victor Book Visible, 
another profit-making product your customers ask for by name— VICTOR! 


VICTOR SAFE 
& EQUIPMENT 


Remington Bland Systems 


RY RAND CORPORATION 
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Knight-line kines furniture by INVINCIBLE creates a picture pleasing 
to the most discriminating executive . . . profitable to INVINCIBLE 
dealers. Exclusive detachable sidepanels | | provide new decorator 
flexibility for all Knight-line desks, or allow the application of Aerogrill 
perforated panels. ‘“‘Rol-door’’ fronts >=) slide up, out of sight, 
for unobstructed access to all storage shelves. Tops are reinforced with 
W-shaped-<<_ steel stiffeners, and are surfaced with nonglare Texto- 
SS i 
lite or linoleum. Corners smartly squared SS; ... top edges protect- 
ed with stainless-steel “binding. In fact, you’ll find beauty reigns 
throughout, down to the last detail! What rewarding means for 
planning peak efficiency in all work situations you encounter. Write 
for new brochure, and for details on INVINCIBLE x leasing plan. 
a 








| 


Hi 


New, exclusive Invincible 
“Ship-Safe” legs Lofft ag. a 

slip off for easy : 
transportation... 


prevent damage to knight line 
desk legs. Allow 
INVINCIBLE METAL FURNITURE CO. 


safe Maneuvering Dept. 0-101, Manitowoc, Wisconsin 
in tight quarters. IN CANADA: 1162 Caledonia Rd., Toronto 19 
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Pencil sharpeners « staplers, staples & staple removers + punches 


Apsco 


Write for your free Apsco Catalog * APSCO PRODUCTS INC. - P.O. Box 840, Beverly Hills, California 
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Pencil sharpeners « staplers, staples & staple removers + punches 


Write for your free Apsco Catalog * APSCO PRODUCTS INC. - P.O. Box 840, Beverly Hills, California 
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NOW! A LOW-PRICED 
Salional 
BOOKKEEPING MACHINE 
FOR DEALERS! 


THE CLASS 60 
PRICES START AT $700 


You'll find the “60” easy to sell... BECAUSE: 


For more information, just fill out and n 


Now, for the first time you can actually offer a 
low-priced bookkeeping machine. 

The NEW “60” is the right machine 
right time—at the right price. 

There’s a growing need for a simple, low-priced 


at the 


posting machine. 

More-and-more small and medium-size busi- 
nesses are going into charge business. 

Many businesses are using pen-and-ink methods 
which are no longer adequate. 

More complete, up-to-date, accurate records are 
now required. 

The Class 60 is 2 machines in 1. Serves as a 
bookkeeping machine and an adding machine. 
Exclusive National “Live” Keyboard makes Ac- 
counts Receivable posting as easy as operating 
an adding machine. 


YOU 


YOU 


YOU 
YOU 














can install the New “60” in less than 60 
minutes! 

can make an important addition to your 
product line! 

can increase your profits! 

get free advertising, sales material, and 
personal sales assistance! 


YOUR customers will find the ‘‘60”’ easy to 


operate! (No special skill or training 
needed. ) 








NATIONAL DEALERSHIPS 
NOW AVAILABLE! 


Get one today. It entitles you to sell 
the NEW “60”—AND a full line of 
National adding machines, bookkeep- 
ing machines and supplies. 








ail the coupon below. 


THE NATIONAL CASH REGISTER COMPANY, Dayton 9, Ohio 


Adding 
Machine 


1039 OFFICES IN 121 COUNTRIES © 77 YEARS O 


8 


Name 
Sales Address 


Dept. 


City 


State 


[] | would like more information on a National dealership. Dept. 336 


“TRADE MARK REG. U. S. PAT. OFF. 


MWaltonal* 


ADDING MACHINES 
CASH REGISTERS * ACCOUNTING MACHINES 
ELECTRONIC DATA PROCESSING 
wer Paper (No Carson Reauirep) 


NG BUSINESS SAVE MONEY 
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Production Plant 
we have moved our production facilities to a modern and larger 
building. 


Enlarged Facilities... 

we have added more new presses, new dies, new multi-color dip tanks, 
automatic conveyer systems, drying rooms, larger storage areas and 
increased shipping facilities. 


Increased Production . . 

now with all our many new advantages and less overall plant con- 
gestion . . . we are able to increase our rate of production, to move 
goods to our customers at a faster rate. 


Distribution Policy... 
features warehouses in Philadelphia, Brooklyn and Chicago to give 
you faster service and easier movement of goods. 


52 Page Catalog for your use . 


e A Good Catalog is a must for any dealer... 

e BFC’s new GIANT 52 Page catalog is loaded with 
shelving and shop equipment items you can (and 
do) sell every day. 

Selling is Simplified ... with clear’ pictures and de- 
scriptions to help YOU sell. 
Items are priced to sell . . . and profits are more 
than adequate. 
The NEW BFC Catalog is designed with YOU, the 
dealer, in mind. It makes it easy for YOU to sell 
STEEL EQUIPMENT. 
These catalogs may be purchased in quantity for 
/ use with YOUR IMPRINT. 
Some Distributor Franchises Still Available 


Wri BOOTHS: 328W & 329W 
rite . 


BERNARD FRANKLIN CoO., INC. JEfferson 3-4500 
Frankford & Torresdale Aves., Philadelphia 34, Pa. 


OA-—10/61 9 





underwood 
portable 
pewriters 


W@ combine exceptional quality 
of workmanship with the fin- 
est, most durable materials 


@ have exclusive features and 
unique advantages that con- 
vert demonstrations into sales 


@ provide the seller with ample 
opportunity to make a full and 
fair profit on every machine 
he sells 


@ are so well-engineered and 
sturdily constructed that serv- 
ice calls and repairs are min- 
imized, thus increasing the 
seller's net profit and making 
Satisfied customers. 


@ For information, write to 
Portable Division, Underwood 
Corporation, One Park Avenue, 
New York 16, N.Y 


underwood 
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OA Press-Time fd ew’S trom Washington and around the world 


The Old Shell Game 


Were it not so deadly serious, there 
would be a humorous side to this mas- 
sive game of ‘‘pull and tug’”’ going on 
in the world today. With the idealog- 
ical battle lines between East and West 
clearly established, it is now a ques- 
tion of means of achieving objectives. 
If th 
nuclear tests is not to frighten the 


purpose of the currert Soviet 


west into concessions, it 1s certainly to 
rock it back on the heels of uncer- 
tainty and apprehension. The firming 
up ot opposition to Russian demands 
has brought on an adolescent display 
of strength, ostensibly to prove that 
resistance is suicidal folly Weapons 
in the hands of madmen are danger- 
ous. But anyone overly pessimistic 
about the turn of events must rec- 
ognize, as Khrushchev does, that the 
retaliatory might that can be unleashed 
against nuclear aggression is so great 
that ther in be no winnet only 


1Ose;©rs 


Just Simply Say No! 
At a 


pre sident Eisenhower succinct- 


conference at Gettysburg, 


ly gave his views for handling the 
situation at the moment. Agreeing 
with the administration's policy not to 
be rushed into negotiations about Ber 
lin, Ike says it 


no’ and go on about our business. The 


is better to firmly say 
concensus seems to be that any talks 
now could possibly worsen the situa- 


tion, unless one side or the 


other 
nakes substantial concessions. At the 


noment this seems highly unlikely 


Meanwhile, Back at the Ranch 


In some respects the economic and 
business environment at home ts just 
mn scene, and 
Already the 


government spending are 


is confused as the for 


just about as explosive 
forces otf 
making themselves widely felt. The 
best gauge of this ts in the increase 
in consumer credit. Personal incomes 
are at an all time high. So far prices 
have not made any significant ad 
vances More 


More buy iIny 


on. Keeping pace 1s factory produc 


buying power means 


and that’s what is going 
tion now in full swing from the re 
cession low of just five months ago. 


Rather than an orderly recovery, the 
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economy is being rocket-propelled up- 
ward. The problem now is when and 
where to apply the brakes. 


Two Expensive Fiscal Items that 
Are Here to Stay 

It is clear that two items of federal 
spending are with us permanently. 
One is to insure the adequacy of our 
defenses in every phase of strategic 
and tactical equipment. In other 
words, so long as pressures exist, and 
so long as Russia rattles the sabre, we 
are in an unbridled arms race. The 
other area of spending is in space re- 
search and exploration. While of less 
visible military significance, the race 
with Russia into space will be con- 
ducted with equal vigor and deter- 
mination. Both will cost a lot of 
moncy have a profound influence 


on the economy of the future 


The Wait and See Approach 


The talk about Congress adjourning 
is not due to legislator homesickness. 
It appears that the vacation period 
might well be used to mark time to sce 
what happens. With provisions madc 
to take care of immediate defense de- 
mands, and a foreign aid bill of sorts 
enacted, such bills as will affect taxes, 
school aid, postal rates, social security, 
etc. will not be further considered un 
til the 1962 session. There are con 
siderable pressures to whittle all but 
essential expenditures. An accurate de 
termination of the 1961 tax yield is 
still impossible. Too many unsettled 
factors for definite action at this time 


Retreat on the Home Front 


In spite of the claims by Walter 


Reuther, automobile makers, and 


spokesmen for the administration, 
labor forced a wedge in the wall to 
hold back inflation. Auto manufactur- 
ers, anticipating a big year in 1962, 
were in no mood to quibble. GM gave 
up without a struggle. Ford and 
Chrysler will follow suit. The claim 
that car prices will not go up in 1962 
i Models that will be 


pushed next year are so-called inter- 
mediates, a cross between standards 


iS a COVE r-up 


and compacts There is no precise 
price comparison between them and 


previous models. More important, the 


stage is set for another spiral of wage 
price increases, whether anyone 
chooses to admit it or not 


Uncle Sam Sends Greetings 


All branches of the services have 
come-up with schedules aimed at meet- 
ing their manpower requirements in 
the months ahead. In addition to hold- 
ing present personnel for extended 
periods and alerting a number of Re 
serve and National Guard Units, men 
in the draft age will be called up at 
a rate two to three times greater than 
in previous months. For the present, 
deferment rules will remain un- 
changed. No fathers living with their 
families will be drafted. Neither will 
college students maintaining satisfac 
tory grades. Physical and mental re 
quirements are not being changed. The 
cut-off age will remain at 26 


How’s Business? 


To the office equipment and supply 
dealer, as with other dealers in prod 
ucts and services, it has been a long, 
hot summer. While statistics show a 
sharp increase in all business activity, 
the change hasn't been drastic enough 
to be noticeable. Predictions are for a 
decided improvement during the last 
quarter. Dealers who sell the Christ 
mas market should have an excep 
tionally good season this year Com 
mercial and industrial customers will 
show a corresponding spurt of buy 
ing activity, with a build-up in momen 
tum that will carry into the new year 


Wage and Hour Capsule 


Here’s a thumbnail review of th« 
recently enacted minimum wage legis 
lation, as it applies to retail dealers 
Effective Sept. 3, 1961 all employees 
of any firm with gross sales of $1 mil 
lion or more; or procures $250,000 in 
goods for resale that have moved 
across state lines, fall under the new 
minimum and overtime wage provi 
sions. An adjustment period until 
Sept. 3, 1965 is allowed to gradually 
increase newly covered employees to 
the $1.25 minimum, and to gradually 
reduce hours to 40 per weck. Exempt 
are executives, administrative and pro 
fessional employees, and outside sales- 
men, 








Feature ‘‘TRANSFILE”’ in the popular GRAY finish in your window and store display for 
spontaneous customer interest and ACTION, — Serves as a visual reminder that now is a good time to con- 
solidate office records. — Creates ‘eye appeal’. “TRANSFILE” fibre board files match the new look of to- 
day’s modern office. — Demonstrates a savings in SPACE, TIME and COST that can be seen for itself. 
A display of compactly stacked “TRANSFILES” featuring its low, low price will stop traffic and start sales. 
Note: “TRANSFILE” files can be stacked as high and wide as desired. The patented interlock feature welds 


them into staunch batteries. With all the weight of the drawer and contents supported on steel, the drawer 


movement is surprisingly easy. 3 Styles and 13 Sizes. Available in traditional green, of course. For 
a host of other sales-tested ideas for window and store filing supply displays, send for the “GUSSCO” new 
1961 catalog. It’s free. You'll be glad you did. 


Also manufacturers of ‘Gussco' filing supplies — ‘Guide-O-folder’ — “Guide-O-file" — “Guide-O-tray" 


Guide System & Supply Co. 


WEST COAST REPRESENTATIVE — GUSSCO SALES INC., 337 WINSTON ST., LOS ANGELES 13, CALIF. 
See the complete Guide System Line at Booth 62 NSOEA Convention 
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SUPPLIES 


From “GUSSCO” For Bigger Systems Sales 


TABULATING FILE GUIDES 
For Use With Machine Accounting 


Alphabetical, Daily and Monthly, as well as 
blank, with 2, 3 and 5 tabs. 


Available in Bristol and Pressboard, with 
plain or celluloid tabs. 


Buff — Blue — Salmon in the Bristol grade. 























UPRIGHT TABULATING GUIDES 











Three styles — both insertable cellu- 
loid styles hold a one inch insert per- 
mitting space for six typewritten lines. 
The angular celluloid style holds a 
quarter inch insert. 


Green pressboard. Gray to order at 
stock prices. 




















SHELF FILING FOLDERS 6 IN 1 


Tabbed on the short side for open PARTITION 
shelf filing, these folders are avail- FOLDER 


able in Manila and Pressboard. 
There is a choice of weights and A compact filing 
system contained 


/ sees. 4 ; in a single folder. 
A complete assortment of related Up to 6 different 


supplies is also available, including sub-divisions of 

two-way metal tab guides with one subject can 

hook, outguides with celluloid be housed in this neat, easily accessible folder. 
pockets and salmon outguides. An ideal system for lawyers, accountants, doctors, stu- 
dents, etc. 








colors 








Available in various colors and tab styles. 








Write for your free New “GUSSCO” catalog. 


Guide System & Supply Co. 


335 CANAL STREET NEW YORK 13, N. Y. 
WEST COAST REPRESENTATIVE — GUSSCO SALES INC., 337 WINSTON ST., LOS ANGELES 13, CALIF. 
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the ENNIS MAN. 


BRINGS 7OU 


the most complete line of modern 
business forms, carbons and ribbons in 
the nation .. ready to help you 

profit more from this growing market 
geared to help you sell. Ennis. . the 
line that’s sold through dealers; you 


supplier, never your competitor. 


Write for catalog 
and complete information 


“ym BUSINESS 
FORMS, INC. 


Factories: ENNIS, TEX. «© CHATHAM, VA. * PASO ROBLES, CALIF. 


Warehouses: BIRMINGHAM * HOUSTON « ST. LOUIS 


Snap-A-Part Unit Sets 

Registers and Register Forms 

Continuous Tabulating Forms 

Tab-Flex Continuous Forms—Tab Cards 
Salesbooks—Manifold Books 

Guest Checks—Tags—Carbons and Ribbons 
Index Cards—File Folders—Legal Pads 


Letters 


Readers are invited to express themselves brief- 
ly on any subject related to the office equip 
ment and supply industry. Address: Letters 
Editor, OFFICE APPLIANCES, 288 Park Ave., 
W. Elmburst, ill 


Dear Editor: 


I have read your editorial on NOMDA plans with 
great interest. You point out many important issues 
with which I must agree. However, I wish to point 
out that the problem confronting NOMDA is not 
seashore or mountains, city or country; the problem 
is a much greater one. 

We have approximately 2400 members, and do 
not get one third of them to our conventions. The 
NSOEA with a membership of about 3500 gets 
about 15,000 to their conventions. Why? Because 
any convention, meeting, gathering, or any function 
for that matter is only as good as the planning that 
precedes it and its leadership. You can’t have a suc- 
cessful convention when plans are made to the con- 
trary 

As far back as four years ago when NOMDA 
decided to go to Grossinger’s wheels were imme- 
diately set into motion to offset the tremendous draw 
that Grossinger has 

1. Out of nowhere, NOMDA came up with 
Coronado the opposite end of the United States 
(This the manufacturers resented and rebelled at 
They were not going from one end of the country 
to the other year after year. ) 

2. The Ladies’ Chairman fiasco which involved 
all the Ladies in a fracas with headquarters. 


3. The attempt to dissolve the Ladies of NOMDA 


{. COMDA joint convention refusal certainly 
made the Canadians feel not wanted 

5. Publicity on the shortage of rooms with no 
word said about availability of motels as at Coronado. 

6. $10.00 reservation deposit (which was never 
lone before) to create more dissention against Gross- 
inger’s. This our executive secretary insisted they do 

No publicity on $200 free three day convention 
irawing for the Eastern Regional Convention at the 
Concord Hotel near Monticello, New York 

8. No publicity on what New York State and New 
York City had to offer to the visitor (such as maps, 
circulars and flyers). 

9. Systematically creating discord, dissention 
amongst the directors, dealers, members and friends, 
and many more behind the scenes schemes to kill the 
Grossinger Convention. 

With this kind of planning I am surprised that 
there were as many as your editorial states. If so, 
this can be attributed to the last minute efforts of a 
few (whose interests are the little dealers, not the 
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upper echelon) who saw the handwriting on the 
wall. They sent telegrams to the different locals, 
made telephone calls, wrote letters to talk up Grossin- 
ger’s in order to save it from being a complete flop. 


This should have been the greatest convention 
ever. Those who came untainted will agree with Mr 
Von Soosten’s remarks in his August ADD NEWS 

Grossinger’s was a wonderful place to have a 
NOMDA Convention. We enjoyed every minute of 
our stay at this great resort.” The location was ideal, 
food superb, exhibits the best ever (all on one floor), 
panels the best we have had in a long time, entertain- 
ment tops, swimming and golf at its best, facilities 
out of this world 


A directive was sent out August, 1960 to all direc- 
tors stating in no uncertain terms that all the plan- 
ning and all the responsibility for a successful con- 
vention rested in the hands of our executive secre 
tary. Why, then, when a point is brought up where 
the executive secretary is at fault, it it the president 
ind his executive committee who take the blame? 

Can the executive committee afford to go on CoV 
ering up for the tearing asunder of our association 
y our executive secretary forever and expect us to 
go forward? This association was built on the efforts 
of many men and women. Appeasement never solves 
iny problem. It only prolongs the agony and at the 
same time creates a new and greater problem for th« 

1 who follow in their footsteps. 


A mandate has been handed to our new president 
in no uncertain terms at Grossinger’s as most of you 
who read this know and have read in Von's August 
ADD NEWS. How long could you as a businessman 
afford to keep your top executive in a position of 
ontrol when he knows that you are planning to get 
rid of him? 


vate conversations with manufac 
turers, distributors and dealers, the mystery of who 
§ protecting our executive secretary's job instead of 
protecting the welfare of the members who help to 


urry the burdens of the association still remains 


There is only one conclusion at which I can arrive. 
[he sooner our efforts are put to uniting us all, the 
sooner this association will have successful conven- 
tions regardless of where they are held. 


feller are wol published tH 


(De writer who wishe 
ngs out bis views On a Subject 
egment of this mdustry. We 
ndemn these statement On 


ished in the August issue ed 
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the ENNIS MAN 


LEAVES YOU 


with new merchandising ideas and sales 
tips, a new kind of service. He keeps 

you supplied with every needed form, 
from the everyday to the most 

complex and modern . . for the smallest 
or largest job. Ennis . . the line that’s 
sold through dealers; your supplier, 


never your competitor. 


Write for catalog 
and complete information 


Snap-A-Part Unit Sets 

Registers and Register Forms 

Continuous Tabulating Forms 

Tab-Flex Continuous Forms—Tab Cards 
Salesbooks—Manifold Books 

Guest Checks—Tags—Carbons and Ribbons 
index Cards--File Folders—Legal Pads 


Factories: 
ENNIS, TEX. © CHATHAM, VA. © PASO ROBLES, CALIF, 


Warehouses: 
BIRMINGHAM « HOUSTON «¢ ST. LOUIS 


BUSINESS 
FORMS, INC. 





Dealer Sales Still Spotty 


According to reports from dealers 
all over the country submitted to 
NSOEA for compilation, overall sales 
volume to August Ist were 1% behind 
that of the same period 1960. A de- 
partmental breakdown shows office 
supply and stationery sales were 1% 
ahead, office machine sales and rentals 
were up 7%, and printing sales have 
gained 11% over the last year. Offset- 
ting these increases are sales and rent- 
als of office furniture and equipment. 
Volume in this category is down 9% 
for the year to date. There are strong 
indications that the remaining months 
of 1961 will run substantially ahead 
of 1960, resulting in a total volume 
slightly ahead of last year. 


Par for the Course 


Economic projections for all busi- 
ness this year are that profits after 
taxes will total around $22.5 billion. 
This compares with $22.7 billion last 
year, and $23.7 billion in 1959. From 
these figures it is evident that the of- 
fice equipment and supply industry 
holds a position close to average in 
the economy. 


All Aboard for 1962 


A further look at the business ba- 
rometer shows a fair and warmer cli- 
mate ahead. Economists further pre- 
dict that profits after taxes in 1962 
will reach $25 billion, $1.5 billion 
ahead of 1956, the biggest previous 
year. In order to reach this figure, 
gross volume must be $50 billion 
greater than this year. If true, and all 
signs point that they are, the economy 
is not moving to normal recovery. It 
is racing into a boom. 


SBA and Banks Get Together 


Beginning Sept. 1, commercial 
banks in the U. S. have been given 
authority to act for the Small Business 
Administration in making loans. SBA 
will assume 75% of the loans, the 
banks 25%. Risks will be assumed in 
the same ratio. The banks will charge 
their current interest rate for their 
share, while SBA will charge 514%. 
In addition, SBA will pay the banks 
1/,% for handling. Collections will be 


made by the banks. A single printed 
form filled out by the applicant is all 
that is necessary for clearance of a 
loan. This replaces the complicated 
paperwork system in effect previously. 


Commerce Dep’t. Has New Look 


The Commerce Dep't. is making an 
all out effort to provide more and bet- 
ter service to the business community 
of the country. Several innovations 
have already met with approval. A 
one-stop service center in the lobby 
of Washington headquarters is set up 
to provide guidance, information, and 
advice on any matter that involves a 
businessman and a government agen- 
cy. A stepped up program for dis- 
tributing more, better, and broader 
data is now moving. Soon to come is 
a new Commerce Business Daily, an 
improved version of the existing Daily 
Synopsis of Gov't. Contract Bids. Also 
to be improved are the Marketing In- 
formation Guide, and the Foreign 
Commerce Weekly. 


Great Potential for Portables 


In an article by William N. Brown, 
vice president and general manager of 
the Remington Portable Typewriter 
Division, the portable is cited for spec- 
tacular sales gains in the years ahead. 
Estimated sales of $1.3 million units 
this year will represent a 15% in- 
crease over 1960. By 1970 sales are 
expected to reach 3 million units. One 
factor contributing to the increase is 
the ever-growing recognition of the 
portable typewriter as indispensable 
for students. Another fertile field is 
the American home. According to 
Brown, there is no reason why a port- 
able should not be in every one of the 
62 million homes expected to be in 
existence by 1970 


EDP in High Schools 


High school students in Westport, 
Conn. have just completed an experi- 
mental four week summer course in 
electronic computing. Sixteen boys and 
girls, ranging in age from 15 to 17 
volunteered for the study of computer 
theory and practice. The class met 314 
hours daily. At the conclusion the in- 
structor remarked, “They are capable 


industry news shorts for busy dealers 


of programming right now.” Up to 
the present, courses in electronic data 
processing have been confined to col- 
leges and universities. Now it is evi- 
dent that students at the secondary 
level are capable of learning the fun- 
damentals of the system. It is expected 
that by the Fall of 1962, similar 
courses will be offered in many high 
schools around the country. 


NOMDA Publishes 1961 
Source Book 


Publication of the 1961 edition of 
the 1961 Bibliography for administra- 
tive management is announced by the 
National Office Management Assn. 
Designed in 1945 as a reference guide 
to current material published on of- 
fice management subjects, it has be- 
come accepted as the most comprehen- 
sive source for this type of informa- 
tion. The book lists over 800 maga- 
zine articles and books published dur- 
ing the past year, as well as many new 
films. Further information about the 
book is available from NOMA, 1931 
Old York Road, Willow Grove, Pa. 


Built-in Dictating Machines 


The Chase Manhattan Bank’s new 
headquarters building in New York 
has installed a novel system to facili- 
tate the flow of paperwork. It is be 
lieved to be the first structure to have 
built-in dictating equipment, utilizing 
Dictaphone recorders and 83 tele- 
phone trunk lines. The user dials a 
code number and begins to dictate. An 
automatic relay starts the recorder. A 
transcriptionist types the letters from 
the recording medium, returns them 
via conveyor belt to the originator for 
signature. 


Decrease in Distress Areas 


The number of major employment 
centers classified by the Labor Dep't. 
as areas of substantial unemployment, 
with over 6% of the work force un- 
employed, declined in August to 85 
The total in July was 88. For the en- 
tire country at the end of August, the 
percentage of unemployment stands at 
6.9%. While there are still some areas 
on the critical list, the trend is defi 
nitely downward. 
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DEALER ORIENTATION MAKES THE DIFFERENCE 


WHICH DEALER WILL FIND BOB GALBREATH 
INCLUDED IN HIS SHIPMENT? 


Some day we'll slip and ship CJ Marketing Services Manager Bob Galbreath to a dealer. It’s bound 


to happen the way Bob stays constantly on top of every order going through CJ headquarters. 

His job is to do everything that has to be done to see that a dealer gets the right furniture in the 
right place at the right time. Bob takes that job seriously—24 hours a day. To get it done, he’s con- 
stantly on the move through every department in the office and the plant. And between times he’s on 
the phone to tell the dealers where things stand. Like everyone in the CJ organization, Bob’s total 
concentration is on the dealers’ needs and how to serve them better. 

This is dealer orientation. This is why the Corry Jamestown dealer can count on the finest product 
in the industry supported by the most complete service possible. Why not place yourself on the receiving 
end of these important values? Write us today for information on available franchises. 


CORRY JAMESTOWN 


corry, pennsylvania 
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State of the Industry ntinued from page 16 


First 2 Years are the Hardest 


Lack of management know-how, personality defects 
and under capitalization were the chief cause of failures 
of 40 of 81 newly-established firms studied in the East, 
uccording to a publication announced by the SBA. The 
book, ‘‘The First Two Years: Problems of Small Firm 
Growth and Survival,’’ is the second in the agency's 
Small Business research series conducted by Brown Uni 
versity under contract with SBA 

The report reveals that motivation for starting a new 
business is often a spur-of-the-moment decision, rather 
than logic. Also, the study indicates the significant role 
of one personality trait persistence. Several of the 
firms studied closed unnecessarily due to lack of this 
factor. The book is available from the Supt. of Docu- 
ments, Gov't. Printing Office, Washington 25, D.C. for 
$1.00 


How Competitive are Discount Houses? 


A study of consumer buying habits from discount 
houses conducted recently by a firm of management con 
sultants, revealed some interesting facts. Soft goods arc 
the big items with the discount outlets. The number of 
consumers who say they have purchased, or would 
purchase high ticket items, such as appliances is sur- 
prisingly few. No specific data was obtained in the study 
about items competitive to the oftice equipment and 
supply dealer, but it might be assumed that discount 


competition is not as great as it appears to be. 


the all-new typewriter carbon ribbon made 
of polyethylene 


Office Appliances October 1961 


resident John A. Gilbert 
PANA-FILM ublish Charles W. Gilbert 


P ‘ Herbert L. Sime 
e makes more beautiful letters to match the quality Stanley Roy, 


of your typewriter duction Manage) Mary Haley 
is break-resistant because it’s polyethylene tant duction Map Genevieve Calomino 
produces a much more precise print of the type Richard M. Daugherty 
characters than any other acetate or mylar carbon 
ribbon 
has a clean leader that makes ribbon changes a 
cinch ESTABLISHED 1904: Succeeding at mbodying Ameri 
d don’t f - extra | s—sharper in Stationer, New York, established 1873, the original 
an dont orget your ex ~ onus snarpel ra journal serving the stationery field; Typewriter 
carbon copies, sharper spirit Unimasters*, sharper rade Journal & Office Systems. New York. 1904: The 


offset masters than ever before! ice, Franklinville, N.Y 1904; The Office Appliance 
ou Chicago, 1905; Business Equipment Journal 


Ask for demonstration—call your local CI - ag 1908; Office ag ag Chic ago, 1908; the orig- 
itional Stationers ev ork, 1909 
PANAMA-BEAVER man, always a live wire! ee 


ADVERTISING REPRESENTATIVES: New York City 
Wallace W. Fisher, District Manager: George W. Lar 

GUAGIMG - eawuel rous 100 E. 42nd St., New York 17, N. Y. Phone 
MUrray Hill 2-2373 


RIBBONS ana CARBONS Chicago: Herbert L. Sime, Vice-President, and Jack Mi 


Yonald, 28 Yark Av x simhurst, Ill. Phone TErrace 
Coast to Coast Distribution crn S Park A . CR 


MANIFOLD SUPPLIES CO. 


Brooklyn, New York *Reg. TM 


OFFICE APPLIANCES was founded by George H. Pat 


rson and developed through 34 years by Evan Johnson 


na 


Los Angeles: A. O. “Beau’’ Dillenbeck, Jr., Tom Galavan 
Dick Hatfield and Ray Kittle, Dillenbeck-Galavan, Inc 

S. Alexandria Ave Los Angeles 4, Calif. Phone 
Always send a “TIME SAVER” courtesy carbon copy. DUnkirk 5-3991 
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Pretty trite statement! But no getting around it — the inde- 
pendent dealer needs a good manufacturer . . . and vice versa. 
Consider the advantages of being an R. C. Allen dealer. For 
almost three decades we've manufactured the most complete 
line of quality business machines distributed through the inde- 
pendent office machine dealer. We are continually researching 
and testing how we can improve our line—to develop new 
products. This year, for example, we’ve started a nationwide 
field service training program. New products are now being 
tested that will add extra profits to your till. In short—R. C. 
Allen is on the move. If building with us interests you, contact 
us for the full story. 
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R.C. Allen 


BUSINESS MACHINES, INC. 
Grand Rapids, Michigan 
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DENERS CHOICE 


ROYAL 
) ____ PRINTING 
QUALITY- 
70 
THE 


VEEN’ 
FASTEST a ang F 


DELIVERY 
BUSINESS SERVICE 
NEED IN THE 

INDUSTRY 





’ 
t 


"56000 





PLUS 40% SAVINGS VIA ROYAL'S SPECIAL EXPRESS RATES 


























ROYAL'S SPECIAL VOLUME DISCOUNT PRICES MAKE EXTRA PROFITS FOR YOU! 
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CONTINUOUS REGIS TER FORMS! 











MOTEL (Form 46MO) “4 

Choice of blue or black ink on 

all Register Forms (except a Phone Number 
Jumbo Numbers). 

FIRM NAME 


DESCRIPTION OF YOUR PRODUCTS 
a Address City & State 





KING-SIZED Five. 
PROWWTS = == ? ihe oa 
YOU- e PLEASE PAY IN ADVANCE 

100% 
DEALER 
SALES 























NOTICE TO GUESTS 
THIS PROPERTY IS PR 
TO ANYONE, AND w on y or eonoune MANAGEMENT RESERVES RIGHT TO REFUSE SER 
LOSS OF MONEY. JEWELRY SPONSIBLE FOR ACCIDENTS OR INJURY TO GUESTS on fan 


AND VALUABLES OF ANY KIND OR 


N THANK YOU 
O by 


REASONS WHY YOU ALWAYS WIN WITH 


Write today on your letterhead for Special 


Dealer Information, New Illustrated Catalog. t E 
Prices and Discounts. Address Dept. MO-3, * & 


Roval Business Forms, Inc., Nashua, N.H., for 


ane — ROOM 429 154@> 6-9 F FORMS, INC. 


a Sasa NASHUA, NEW HAMPSHIRE 
500 8th Avenue 


New York, New York FORMERLY ROYAL REGISTER COMPANY 
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Proto Misterials C.. 


and 


Martin Yate, lnc. 


extend a 


INVITATION ... — ” 


Visit our Booth by WALTER LENNARTSON 


Space No. 174 at the NSOEA 
show at The Hilton, to see all 


Taking time out from business while on vaca 
of our products, including tion (or for vacation while on a business trip) 
some brand new ideas presents some problems. Business and pleasure 
ire not of necessity mutually exclusive, but their 

moods are so different that maintaining an effec- 

tive balance is not always easy. The fact that July 

i and August are exceptionally popular as recreation 
Visit our new months in Europe strengthened other lures of 
vacation activities during the seven weeks we (nat- 
urally, I wouldn't take a long projected European 
journey without Mrs. Lennartson) enjoyed the 


Factory and 
Office 
Only 20 Minutes 


from the Hilton scenic beauties, the historical flavors, and the pleas- 


int contacts with people in the seven countries we 
visited 
Despite the fact that many of the men on my 
list of business calls were “on holiday” in Eng 
land, ‘‘on semester’ in the Scandinavian countries, 
ind “‘on vacation or holiday” in Germany, Switzer 
land and France, contacts were fruitful. It was 
quite evident that the second or third in command, 
holding the fort during the summer season, are 
informed and competent people. Under their 
guidance the wheels of business were kept turn 
ing efficiently 
In a brand new spacious building, espe- Limitations of space make it possible to report 
cially designed and built for us, we will only a fraction of the notes jotted down during 
continue to expand production to meet our weeks in Europe. The selection is truly “Ran 
me se popularity of Photo Materials dom None of the references indicate greater or 
and Martin Yale products. 
lesser importance in relation to each other or to 


the comments necessarily omitted 


London, our first port of call, lived up to its 
reputation It was interesting, confusing, fascinat- 
ing. How to see in four or five days even a frac- 


tion of what London has to offer is impossible. 


Having given up on that problem, we enjoyed the 


great metropolis, from the Tower to the Abbey, 
from Hyde Park to the “City 


Because movement from place to place involved 


us immediately in London's transit systems, there 


. 
Photo Martin Yale, 
M F , was no delay in the development of my interest 
aterials Co. nc. i taxicabs buses and the unae rground Thou 


Producers of th | " 

PREMIER > cto sands of double-deck red buses, innumerable littl 
finest Trimming mR black cabs and hundreds ot subway trains pertorn 
Boards, the The PREMIER Ream laily miracles in mass transportation. Admitted] 

ul ‘ cs asSS LallIspu AallU d Cc 
PREMIER Line Cutters. . 1 i { | on rt daly 
much of my interest stems from the fact that I was 


2450 Estes Avenue, Elk Grove, Illinois 1 
A suburb of Chicago, near O'Hare Field able, after only a few days, to take a bus or the 


Producers of the 
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Europe 


underground without ectting hopelessly lost 

The factor of confusion, I found, extended 
even to those deep wells of information, the cab 
drivers. On the that the surest way to 
reach a place of appointment was to go by cab, I 
frequently encountered this situation: After set- 
tling back into the seat I would voice an address 
such as, “37 Chancery Lane.’ Almost invariably 
the driver would look back at me and ask, “Which 
end of the Lane is that number?’’ Nevertheless, 
| was always delivered to the right place on time 

Out of the welter of the many and varied attrac 
tions of London emerges one clear impression - 
it is people who make things and places fascinat- 
ing. People of today, or of history, invest the 
churches, the palaces, and the places of business 


with significance and importance 


In the London segment of the office equipment 
ind supply industry alert and progressive business 
men are in abundan Manufacturers and dis- 
tributors alike recognize the urgent necessity of 
increasing their own operating efficiency so that 
they can be effective in placing modern tools and 
systems in the hands of their customers. 

To a considerable degree progress is hampered 
by the slow pace at which new business buildings 
ure being erected. To some extent remodeling of 
existing structures is releasing the pressure, but a 
very real need is evident for more buildings. Sub 
terranean conditions make tall buildings rarities 
A skyscraper in process of construction ts 
pointed out, with pride, to all tourists Apparently, 
the engineering challenge is being met so that 
London can grow upWw urd as well as outward 

The Fourth of July not being celebrated in 
London, I spent a good share of the morning in 
the office of Robert R. Day, general manager, 
The Standard Office Supplies Company. Mr. Day 
was fretting a bit about his business having to 
function in cramped quarters while waiting to 
move into a new, considerably larger location 

Concerning the market, Mr. Day said it was 
: #eadily. In fact, he pointed out, con 


improvins 
sumer spending in general was advancing so 
rapidly and in such volume that steps had been 


ntinued on page 104 
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STAMP OUT STONE 
AGE PAYROLLS! sei 


Multi-Rite® Payroll Packages! So your cus- 
tomers can make complete payroll records— 
Check, Summary Journal and Earnings Rec- 
ord— in one writing. No transcription errors, 
no wasted time. Lower costs. You don’t have 
to know anything about accounting to sell the 
Multi-Rite Payroll Package — except how to 
figure your generous discount. For more in- 
formation, write us today. 


YAWMAN & ERBE C. E. Sheppard Co. Div. 


44-05 21ST ST., LONG ISLAND CITY 1, N. Y. 


4 
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EXCHIQQUER 


A NEW CONCEPT IN EXECUTIVE/SECRETARIAL DESKS & CABINETS 


f new 


the walnut and ebony look! Exchequer Series 2 by famous 

Kipp Stewart is clearly contemporary in style, yet has the traditionally fine 
1s ated with Grand Rapids make. Functionally engineered in a variety 

»ts and L-units, it meets the requirements of executive as well as 
priced to serve the widest market 


Write Dept. OA for complete literature on Exchequer Series 1 and 2. 


DIRECTIONAL CONTRACT FURNITURE CORP. 


160 East 56th Street, New York 


Space 1700 Merchandise Mart, Chicago 





DeJUR DEALERS GET 
THE LION’S SHARE 
OF THE DICTATING 
MACHINE BUSINESS 
WITH STENORETTE! 


PO 


From ‘Born Free’ by Joy Adamson. Published by Pantheon Books. © 1960 by Joy Adamson 
Qualified dealers are now given an unusual opportunity to join the distinguished group of merchants enjoying sales and profits 
beyond any in the business machine field. @ Through DeJUR’s new-look marketing plan and expanded facilities, you may now 
acquire a Stenorette” franchise with built in guaranteed profits. M@ Reasons: Our new plan has created...new terri- 
tories—new avenues of exploitation—new opportunities. @ If you'd like to know if you qualify for a lion’s share of the dictating 
machine business in your territory, see us at the NSOEA SHOW—we'll be in the Williford Room, Booths 321W-323W, or mail coupon below. 
DeJUR-AMSCO CORPORATION, DEPT. 1013 

BUSINESS EQUIPMENT DIVISION 
45-01 NORTHERN BLVD.,L.1.C. 1,NEW YORK 


Yes, | am interested in becoming a franchised DeJUR- 
Stenorette dealer. Please send me full information. 


x ; NAME 
COMPANY 
Pe re 
ADDRESS 


bwi8l Stenoretté Dictating Systems = 
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JACK 


UP 
YOUR Steteco 


PROFITS ~« 


You'll be amazed how high STEBCO QUALITY CASES can jack up your sales and profits! 


It's not only the outstanding designs and features of the cases themselves —it's the extra lift 
that Stebco gives you with: 


M NATIONAL ADVERTISING @™ LIBERAL CO-OP. 


in leading consumer and trade journals. MI RADIO - TELEVISION SCRIPTS 
@ POINT OF PURCHASE DISPLAYS. @ NATIONWIDE CONSUMER AND 


@ HARD HITTING NEWSPAPER MAT ADS. TRADE PUBLICITY. 
M@ EYE-CATCHING WINDOW STREAMERS. @ FREIGHT SIZE ORDERS PRE-PAID 





Yes ... Stebco's QUALITY BUSINESS, SCHOOL AND TRAVEL CASES. ... and Stebco's 
Sales Building, Traffic-Increasing SALES AIDS can lift your Business Case Department to 
new high profit levels—and make it an important asset to your business. 


Skeptica/? See us at The Show (Room 556) 


Stetlco PRODUCTS 


as advertised in 


— met are 
POST | cacuree | “Office | Moen 


1401 W. Jackson Bivd. ® Chicago 7, Illinois 
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NEW! 


Desk Mate 


the stapler recommended by office decorators 











SATIN BRONZE! 


Markwell’s New Look! The stylish, sleek 
Desk Mate, in the exciting new decorator 
color— SATIN BRONZE. Here is the quality office 
stapler developed by one of America's 
leading office designers in cooperation 
with experienced Markwell engineers. 





Complete with ’ fn | 
FREE 1000 MARKWELL 
STANDARD STAPLES 


Precision-Made Simplicity Constructed for trouble- has a. 


Anvil adjusts easily for stapling (permanent) 
and pinning (temporary) Gees 
Base swings away smoothly 

converting your Desk Mate into 

a tacker. For tacking signs, 

notices to bulletin boards, 

drawing boards, displays, etc. 


Sturdy construction keeps machine anchored 
securely even during vigorous operation 


Beautiful, individual package 


Markwell/ Premium Quality... Since 1919 





Wa tuwell 


Manufacturing Company, Inc., New York 1, N.Y. 





Introducing - 


Another Great STANDARD STAPLER 


BON Q STANDARD STABL 


BLUE RIBB&N | 


STANDARD STAPLER 
S SO « 
ony 


A- A real, heavy duty all-around stapler! Solid, durable all-metal 
construction. Only 4 moving parts! 


B- Tight precision channel feeds one staple at a time—securely 
with support. No more clogged staples. Channel design gives 
100% performance. 








C- Simplified Loading. Full strip of standard staples simply drops 
onto loading bar. 





PINS! D- Machine stays put—Non-skid Full Length Rubber Base Pad. 


STAPLES! 
E- Enhances any office! Available in Blu-Grey and Red. Individual, 
attractive box 


Ss 
RH Tackmaster SX Sta-Plyer SO Stapie-Mate SX Pacemakers RX Handi-Clip RF Staple-Master 


on nner wr. 60. Ine a “Western Prices Slightly Higher 





OA Editorial 
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A Responsibility — 
and a Challenge 


Office managers for thousands of business organizations around the 
country are on the spot. They are looking to the office equipment and sup- 
ply dealer to get them off. Opinion of 500 managers surveyed recently by 
one of the country’s leading manufacturers of reproducing equipment was 
practically unanimous that the paperwork jungle most businesses are 
struggling with is a critical problem. They say that as efficiency in other 
directions increases the size or operation of a firm, so the paperwork re- 
and more 





quirements to handle the business becomes more complex 
costly. Two out of three managers are taking immediate steps to develop 
more workable paperwork procedures—and the majority of these expect 
help in doing so from their equipment and supply dealer. 


Cameron Hawley, author of best sellers ‘Executive Suite,” “Cash Mc- 
Call,” and the “Lincoln Lords,” and former marketing executive of Arm- 
strong Cork Co. emphasized the paperwork problem before more than 
1000 office managers at the recent NOMDA meeting. As he puts it, “much 
of our current industrial ills are due to a creeping accumulation of corpo- 
rate fat.” According to Hawley, ‘we have built-up in the United States the 
most fantastically complicated, grossly inefficient, and ridiculously ex- 


pensive system of corporate controls to be found anywhere on earth.” 


He continues, ‘The direct labor cost of a product manufactured in 
this country is about 10% of the retail price—three to five times lower 
than in West Germany and Japan. Our inability to compete is not entirely 
in the difference in labor costs—but rather at the other end.” 


Automation, insofar as electronic equipment is concerned, is obvious- 
ly not the answer—except for the 10% of the nation’s corporations large 
enough to use it. To most of the 2,700,000 firms employing 20 people or 
less, the problem is no less pressing, but the answer lies in a less complex 





modernization of paperwork systems. 


To the equipment and supply dealer, these facts present a responsi- 
bility and a challenge. The systems that will help so many firms find more 
efficient and economical operating controls are now being sold by dealers, 
or are available to them for resale. The dealer who is alert to his custom- 
ers’ problems, and can recommend and provide the equipment and sup- 
plies to solve them, is meeting the responsibility and the challenge. At the 
same time he is reaping his reward in substantial increases in his own sales 
and profits. 
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Every dealer has tab room customers. Ed Napp 


and Bob Stelzer say a big share of supply 


business is available to any dealer who wants it. 


Automation supplies are here to stay. Any equip- 

Automation f<. ment and supply dealer who takes the stand that if 
he ignores them they might go away is not only 

whistling in the dark, he’s making his entire busi 


| a b ci ¥ ness vulnerable to competition for his established 
verybody’s «= 


As OA has maintained for some years, selling EDP 
| iness supplies is no venture into outer space. It is a simple, 
us logical addition to present products and services. And 
it is a profitable market for small and large dealers 
alike 

Selling automation supplies is just as easy for a 
dealer in an average size town as it is for one in the 
big city. Maybe. easier. Every community now has a 
number of customer firms that have installed elec- 
tronic systems. These are the prospects. They need 
supplies. The dealer who wants a good share of the 
business can get it if he goes after it 

To present a simple formula, one that any dealer 
can use to establish himself in the automation sup- 
ply business, the editors of OA have selected a typi- 
cal dealer experience for a step-by-step review. It 
may well be a road map for you to use, to capitalize 
on the added volume of EPD supplies available to 
you in your trading area. 

The location Manitowoc, Wis., a town of 30,- 
000 with an additional 20,000 under its trading in- 
fluence. Manitowoc is on the western shore of Lake 
Michigan, some 80 miles north of Milwaukee. 


Eight years ago E. A. Napp, president, and Bob 
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Stelzer, vice-president and sales manager of Napp 
Office and School Supply Co., in Manitowoc, de- 
cided there was a potential in automation supplies 
for their firm. They set out to get some of it. 

They had one advantage. Through their civic, so- 
cial, and church activities in town they were per- 
sonally acquainted with the tab room superintendents 
of the firms with EDP systems. In conversation with 
these men, Ed and Bob were able to learn the types 
of supplies used in the departments, and the quality 
and performance standards of products used. 

Bob stresses the importance of dealing with the 
department people rather than the purchasing agent. 
After selling his products to the EDP supervisors, 
the issuing of orders through the purchasing depart- 
ment was easy. The department requested the specific 
products Bob handled. There was no objection from 


the purchasing office 


They Made Up a List 


This is nothing new. Most dealers have found 


with all items of equipment and supplies it is better 
to sell the people who use them, rather than con- 
centrating on the purchasing agent. 

From information supplied by the EDP depart- 
ment heads, Ed and Bob made up a list of products 
and their manufacturers. They used the OA Buyers 
Index as a source book for this data. 

The original list included ribbons, file folders, 


files, and paper tape 
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Next, a letter was written to the manufacturers of 
products selected. A catalog was compiled of product 
literature, and Napp Office and School Supply was 
launched in the automation supply business. 

Of the products the company took on, two were 
immediately successful and continue to be so today, 
after 8 years in the business. Ribbons are one, the 
other files. Both are items consistently used up in 
the tab room. Dollar volume is substantial. Repeat 
orders are steady. Napp maintains a 30-day inventory 
to take care of customer requirements, representing 
a modest investment in stock, but with a 12-time per 
year turn over. 

A number of other items have followed along 
with the files and ribbons as steady volume pro- 
ducers. These are binders, filing guides, indexing, 
forms, mark sensing pencils, and correction seals. 

Definitely a plus to Napp’s automation supply 
operation is the volume of added business in regular 
office equipment and supply items that has been sold 
to the EDP departments. These cover a wide range 
of items, including desks, chairs, file cabinets, par- 
titions, and a wide range of standard office supplies 

On the other side of the coin, Napp has found 
some automation supplies that are not so easy to sell. 
Among his EDP customers the suppliers of the equip- 
ment have made a determined effort to control the 
card and tape supply business. This makes tough 
competition. Napp feels that even though volume is 
high on these items, it’s a most competitive aspect of 





Automation ... continued 


the business, with comparatively low profit for the 
amount of effort and investment required 

For the time being, he is satisfied to let the card 
and tape situation remain status quo. If at any time 
it appears advantageous to step in and try for it, he 
has more than half the battle already won. 

To further simplify the experience of Ed Napp 
and Bob Stelzer, consider the chart at the right of 
this page. In Manitowoc, (so similar to hundreds 
of other communities all over the U.S.), there are 10 
customers with EDP systems. Their total expendi- 
tures for supplies represents a total potential to Napp 
Office and School Supply of $350,000 

The products they decided to handle first, which 
developed quickly and easily, represented a potential 
of $90,000, or 23% of the total. 

Other items, such as binders, indexing, forms, etc., 
which Napp also is able to sell, represents an addi 
tional $35,000, or 10% of the total potential. 

Steady and Uphill 

It is estimated that the 10 customers spend $225, 
000, or 65% of the total for cards and tapes. This 
is potential that Napp hasn't exploited as yet, but 
some of which, at least, may be developed whenever 
it seems advantageous to do so 

The dollar potential in regular equipment and 
supplies used by the EDP departments is difficult to 
estimate. However, with Napp the sale of these sup 
plies has been consistent and substantial, and repre 
sents business he may or may not have otherwise ob 
tained. 

In the 8 years Napp has been in the automation 
supply business, remarkable progress has been made 
Originally supplies were sold to only three of the 
potential customers. Today items are sold to all ten 
Volume of sales has increased 1000% 

Additional sales to present customers, plus new 
ones that will be created as more firms in the area 
install automated systems make the outlook for the 
future very bright indeed. 

For any dealer considering automation supplies 
the significant fact is this. With a cautious beginning 
into the field, at modest cost in money and effort, an 
important volume of new business is available. Lines 
can be expanded, and sales effort stepped-up when- 
ever it is desirable to do so. 

In fact, a point many dealers apparently overlook, 
automation supplies is not a new business, It is 
merely an expansion of his present one. It can be as 
small or as large as he cares to make it 


10 Average 


$90,000 or 23% of this potential 
represents products which the deal- 
er can sell easily with a moderate 
investment. 


New York Stationers Told, 
‘‘Find One Firm, Build From There’’ 
During the prep n of this article, the report of 


vers Assn. of Neu York 
at the A editorial ices. The following ac- 


the August meeting o} 


count of the meetin llustrates the marked similarity 


erywhere on this subject of 


es . 
t thinking amon g dealers 
” ies 


sell or not to sell” automation supplies 


On August 14 the Stationers Association of 
New York held their monthly meeting. It was 
a training session of “Office Automation.’’ Ap- 
proximately 90 members attended. 

At the opening of the meeting, Mr. Linden- 
berger, Division Mgr. National Blank Book Co. 
asked the dealers present how many were now 
selling automation supplies. About 15% of the 
members said they did. Mr. Lindenberger then 
asked Mort Libien, Libien Press, Inc., to list a 
few items he sold which were automation sup- 
plies. After this, Mr. Lindenberger defined auto- 
mation supplies as common ordinary supplies used 
by companies that have mechanized their offices, 
bookkeeping, etc. With this explanation, almost 


OA-10/61 





Customers for Automation Supplies 


spend an estimated $350,000 for tab 


room operations . .. This represents 
a 100% potential to the dealer. 


$35,000 or 10% of the total potential represents ac- 
cessory automation equipment for which the dealer 
has a competitive advantage and can sell along with 


the above. 


100% of the dealers present realized they sold 
automation supplies 

Stationers were made to realize that what they 
thought was a problem, is not so. When a machine 
in an office replaces a clerk, the supplies ordinarily 
consumed by the clerk are more than made up by 
the machine. Dealers should make up what is 
now a loss by selling the supplies for the ma- 
chines. All a dealer has to know about automation 
is to know the supplies used by it. 

How to sell these supplies ? 

1. Find one firm using them. This firm will 

lead others, as they have common problems 

which the dealer can help to solve. 

2. Go through normal procedure. See purchas- 

ing agent but through him get to see tab room 

supervisor. Learn their problems of supply. 

Show them your products. 

3. Stationers should set up automation supply 

departments in their stores. Many manufac- 

turers are making supplies for this expanding 

market 

Stationers have made changes before when type- 
writers came out, as well as other new processes, 
so why not now. They should remember four 
things: 
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$225,000 or 67% represents a po- 
tential in cards, tape, etc., to mar- 
ket which is tougher to sell in com- 
petition with direct sellers, but not 
by any means impossible. 


1. Record keeping has undergone a revolu- 
tionary change. 

2. New procedures demand new supplies. 

. Find out who makes them and where they 
are. 

4. Make up a complete sales story and set up 
in store displays. Let people know you have 
the supplies they want. 

Mr. Lindenberger went on to show that even 
thumb tacks and paper clips have their place in 
the automated office. He also pointed out that 
many manufacturers have programs to help the 
dealer sell merchandise. 

The main complaint of the dealers present 
seemed to be, “Why don’t manufacturers acquaint 
them with the products they have for this mar- 
ket?” 

Harold Hein, president of Stationers Assn. of 
N. Y. commented on the need for dealers to get 
into selling automation supplies. William Linden- 
berger cited OrricE APPLIANCES and its sister 
publication, BusINEss AUTOMATION, as prime 
means of education which the dealers can use. 
Wallace Fisher of Orrice APPLIANCES also ad- 
dressed the meeting. 





Store Location 


Suburbia Is 


Coming Up Roses 


Business is rosy in the suburbs.” At least it has 
been for the Color-Art Printing & Stationery Co., 
Kirkwood, Mo. This suburban St. Louis store makes 
a good case in point for a downtown office equip- 
ment dealer thinking of moving to the suburbs or 
opening a branch “farther out 

Color-Art has had a vigorous growth, sub- 
stantiating strongly the convictions of the firm’s 
president and vice-president, Robert G. Reim and 
Marvin D. Obermann, about potential in the 
suburbs. The business had its beginnings in suburbia 
15 years ago and has blossomed into one now gross- 
ing a million dollars a year 

While location in itself won't spell success, these 
men believe it is a major factor, and are only too 
happy to spell out their reasons 

‘A suburban dealer can secure fine lines normally 
not available to the same size dealer in an urban lo- 
cation. Top companies want good distribution in 
outlying areas and are looking for aggressive 
suburban companies to represent them. Consequent- 
ly, the suburban dealer finds he has his choice of 
top lines. This contrasts sharply with the typical ‘in- 
fighting’ between competitors who court and woo 
manufacturers to secure the best lines of merchan- 
dise to sell.” 

While growth at Color-Art no longer lets it 
qualify as a “very small’’ business, Reim says that 
the best lines the company now offers were secured 
when the business was younger and smaller than it 
is now. “I can confidently and honestly say that 
we offer our customers all the top lines in office 
merchandise,’’ he says 

Obermann also points out that if an urban sta- 
tioner broadens his merchandise lines to include such 
equipment as typewriters, dictating and copying 
equipment, he often finds that a manufacturer has 
a direct outlet and its own sales force. The dealer- 
ship, consequently, may not be available at all. In 
suburbia, on the other hand, a distributorship prob- 
ably is available and the manufacturer can profit 


from a suburban dealer's sales coverage. 


CASUAL SHOPPING is the bywood in Suburbia ‘There is plenty of business to be had in suburbia,” 
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SUBURBAN NIGHT SHOT of Color-Art's interior. The store's open layout in- 


vites the casual, suburban customer. All items are visible and easily accessible 


Reim affirms. He cites the many new businesses 
which are originating in suburban locations as well 
as the continuing trend of older firms moving from 
their old urban locations to new headquarters in 
suburbia. All of these are potential customers for the 
aggressive suburban stationery company. “A down- 
town business is usually an old-time, well-established 
firm whose buying habits are fixed. It is difficult for 
a new stationer in an urban situation to make cus- 
tomers of such firms,’ he says. “When a company 
moves out, however, it is in a state of change. The 
fact of the move shows it is ready for new ideas 
and that buying habits are necessarily changed. This 
makes him a prime prospect for the suburban sta- 


tioner.’ 


No Slave Labor in Suburbia 


A suburban location once meant savings to the 
employer in money paid in wages. Local help 
worked for less money because it was more economi- 
cal and convenient to work close to home. This is 
no longer true, Obermann states. Most suburban 
businesses pay the same wages as downtown com- 
panies. There is a plus side to the suburban employ- 
ment picture, however. According to Obermann: 
“Employment recruitment is not the problem in 
suburbia that it is elsewhere. That's because of the 
type of people attracted to the suburbs. Employees 
are intelligent and loyal to their employer, they are 
part of the community in which they work and are 


interested in business and civic affairs. 
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“There is a less competitive business philosophy 
in suburbia than exists’: downtown,” is Obermann’s 
belief. ‘‘This is important in that it makes working 
a truly happy experience.” 

However, operating an office appliance business 
in a suburban location isn’t always coming up roses, 
Reim points out. Overcoming the problems of sub- 
urbia has required Color-Art to invent its own busi- 


ness procedures. 


Spread Yourself Out 


“There is plenty of business in suburbia,” Reim 
points out, ‘but it is much more widely scattered 
than in concentrated urban business districts. Conse- 
quently, it is somewhat more difficult to sell and 
especially to service accounts. Therefore, a suburban 
dealer may find it to his advantage to consider broad- 
ening a limited office supply business to include 
complete office supplies, machines, furniture and 
printing so that a salesman can offer a multitude of 
services when he calls on an account. This also saves 
the dealer money in such things as combining de- 
liveries. It works to the customer's advantage in 
that the purchasing agent need not contact a va- 
riety of experts but is able to secure complete office 
equipment service from one supplier. 

After electing to be ‘many things’ in the office 
supply field, Color-Art had to decide on the best 
type of salesmen for this suburban shop. ‘There 
have been conflicting philosophies as to the bes¢ 
kind of salesmen—general lines or specialty,’ Reim 





“We don’t claim to have a universal an- 
swer to the argument but we have discovered some 


explains 


guiding lights in the case of our own salesmen. We 
have seven full-time salesmen plus the four princi- 
pals of the company. Of these, only two are spe- 
cialty salesmen—one for printing and one for copy- 
ing and duplicating machines. We have found that 
the two specialty men are constantly running into 
accounts that are not interested in his specialty but 
are interested in another phase of Color-Art's serv- 
ices. Our conclusion is that it doesn’t seem practical 
in suburbia to duplicate efforts with specialty sales- 
men.” 

Activity of the outside salesmen is one of the 
chief means of getting new business, Reim points 
out. The company subscribes to reporting services 
which list changes in ownership, location moves, 

CONSULTING a swatch board, Marvin D. Oberman. Color-Art expansions and other facts on area businesses. Leads 
vice-president (left), and Robert G. Reim, president, make design 


from these reports are followed with calls by Color- 
suggestions for a customer's office layout 


“We believe there is 


plenty of business 
to be had in Suburbia. And, 


there is a less competitive 


business philosophy.” 


Marvin Oberman 


Art salesmen. 


The Company and the Community 

The company attributes part of its growth to its 
participation in the political, civic and church ac- 
tivity of the suburban area in which it is located. 
The company sponsors a Little League baseball 
team, three bowling teams, contributes to charities 
and supports a host of civic enterprises. 

Individuals of the company are active in civic and 
church affairs. Reim is a former president of the 
Kirkwood Chamber of Commerce and is now serv- 
ing as member of the Kirkwood City Council. The 
other principals of the business (Gilbert L. Lorenz, 
vice-president; Marvin Obermann, vice-president; 
Harold Stoeppelman, plant manager) as well as the 
salesmen are active in the community. Lorenz is 
district governor of Optimists International. Two 
others are active in Optimists, one in Kiwanis and 
two are board members of the Kirkwood Chamber 
of Commerce. 

“Everything for the office except the secretary,” 
is the slogan of Color-Art. The printing business in 
conjunction with office supplies, machines and furni- 
ture enables Color-Art to do just that. Printing ac- 
counts for a little less than half the business volume 
and office supplies, equipment, machines and furni- 
ture the greater half. The two divisions are extremely 
compatible, Reim points out, with each attracting 
business to the other. 

The business was started by Reim 15 years ago 
with a printing press set up in a garage in suburban 
Kirkwood. A year and a half later, he moved into a 
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store building at 201 S. Kirkwood Rd. Office equip- 
ment was sold in the front of the store with the 
printing business in back. As the business grew, 
store area was increased with a series of remodelings 
and enlargements and taking over of neighboring 
property. 

The most recent improvement has been to move 









the printing business and company offices to a new oS 
r " poner : “a 
location at 10324 Hwy. 66 in Sunset Hills, a com- PEGBOARD WALLS hold typewriters in an in 
d teresting display pattern while saving valuable 


munity near Kirkwood. This made it possible to in- floor space 
crease the sales area of the Kirkwood store to 5000 
Sq. ft. The store has parking space for 80 cars. Color- 
Art now has a staff of 50 employees. 

The company’s new offices have been carefully 
designed and equipped so that they serve the dual 
purpose of being used to transact company business 
and also as live displays which salesmen use to show 
customers. Complete office equipment is also dis- 
played at the Kirkwood store. 

Reim is quick to admit that his choice of a subur 
ban location was happenstance. He started on ‘‘shoe 
string” capital in a garage and Kirkwood was his 
home and logical location under such circumstances. 
The tremendous growth of his business and his con- 
victions about the advantages of suburbia should be 
seriously considered by any downtown dealer hesitant 
about moving to the suburbs or opening a branch 
store SUPERMARKET SELF-SERVICE is provided by wall fixtures and 


free-standing islands. The floors are kept uncluttered so customer 
traffic moves freely. 
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REPRODUCTION of actual offices is fol- 
lowed as closely as possible in Color-Art’s 
furniture arrangements. At right is a por- 
tion of the display area which makes it 
easier for a customer to visualize his needs F : " 
as well as the available solutions 
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BUILD 


A STRONG 


IMAGE 


Building an image of your business as the “headquarters” for 
solutions to office problems should be a day-in, day-out job. But it 
also requires special promotions which will dramatize your ability 
to serve your customers’ special needs. 

Here are eight special promotion ideas which can play a major 


By DICK HODGSON 


role in building a favorable image of your business: 
sales promotion consultant é re 7 


Office Ideas Library . . . If you were the average businessman trying 
to analyze the possible need for changing business forms, where 
would you go to find helpful reference material ? 

Or if you were planning to furnish a new office, where would 
you look for a wide variety of ideas? 

If businessmen with such problems came to you, could you do 
more than show them samples from stock and a few pieces of manu- 
facturers’ literature? That, of course, is the usual approach. 

But think of the impression you would make if you offered 
some handsome portfolios filled with hundreds of ideas . . . port- 
folios they could borrow for concentrated study or just brouse 
through. 

The preparation of such portfolios is relatively simple — if 
handled on an organized, continuing basis. They can cover a wide 
variety of subjects. Here are just a few possibilities: 

Business Forms Office Decorating 
Filing Systems Business Gifts 

Office Duplicating Salesmen’s Presentations 
Reference Books Envelopes 

Business Cards Letterheads 

Your own experience with’ the type of questions your custom- 
ers ask will be the best guide to just what subjects you should cover. 

Once you've picked the proper subjects, start collecting all 
related reference material. You'll want to cut articles and aids from 
the business magazines you receive. Include illustrative literature 
provided by manufacturers. Keep an eye open for helpful booklets 
and pamphlets related to the chosen subjects. 

You'll also want to include actual samples when appropriate. 


OA—10/61 





OA-10/61 


For example, a sample of each custom busines form you've sold can 
be included in your reference file on business forms. And be sure to 
group such material in categories which can be indexed for your 


customers’ benefit. 

Be sure to mount all material in attractive portfolios. In some 
cases, loose-leaf binders will work best; in others, you'll probably 
find a scrapbook-type the best bet. Each volume should be well 


labeled 

Once you've started compiling such reference portfolios, you'll 
be surprised how quickly material accumulates. Thus it’s important 
to make sure someone has the specific responsibility for keeping the 
portfolios up-to-date. 

Of course, such an Office Ideas Library will be of little value 
unless you promote its availability in all of your ads — in fact, such 
a library makes a wonderful subject for special advertising which 
brands your business as “‘different’’ from your competitors. Window 
and store posters can list subjects which are covered in the library 
and urge its use. 

You may just want to limit the use of portfolios to instore 
study. If you do decide to loan them for more lengthy study, be sure 
to establish a firm policy on the length of time they can be kept and 
keep accurate records of their whereabouts. 

It’s not necessary to wait until you have a huge collection of 

portfolios before you start promoting a library. Every portfolio you 
prepare can be promoted as soon as it’s available. 
Information Center . . . A natural extension of the Office Ideas Li- 
brary promotion is to develop a more complete Information Center. 
This can be related primarily to the products and services you offer 
or can be extended to offer a variety of information for your cus- 
tomers 

In its most simple form, your Information Center might be sim- 
ply a counter in your store which is always manned by an informed 
clerk. At this location would be available any portfolios you've de- 
veloped, literature on 





Build a Strong Image . . . continued 
products and services, catalogs and reference man- 
uals and other available aids. Customers should be 
directed to this Information Center for any assist- 
ance they require. 

Such an Information Center can be particularly 
helpful in a store which depends a great deal on 
self-service sales. To be most effective, however, 


the person manning the Information Center should 


not be required to complete sales during rush 
periods. 

In a smaller store, an Information Center may 
be merely a spot to which customers can be di- 
rected to find literature and catalog available for 
their study. 

An expanded version of such a service would 
not necessarily involve a specific physical location. 
It might be primarily a telephone service to which 
customers could turn for solutions to a variety of 
business problems. 

Quite frequently, businessmen find themselves 
in need of products or services for which they 
know no source. In such cases, they usually turn 
to some friend for advice. If you can become that 
“friend,” you're certain to benefit in increased 
business in the future. 

To really make such an expanded Information 
Center operation a success, you'll have to make a 
concerted effort to develop a wide variety of source 
lists. This is not something which can be accom- 
plished overnight, but if you start collecting direc- 
tories and building an appropriate reference file, 
you'll soon be ready to provide a highly worth- 
while service. 

Like the Office Ideas Library, this idea must be 
promoted if it is to reap dividends. Chances are 
it will get off the ground slowly, but one it gets 
rolling its value will increase over the years. It 
should prove particularly valuable to salesmen who 
make sales calls. If they know they can bring their 
customers’ problems “home’’ and find the necessary 
answers, they'll be able to establish a stronger 
business relationship which will mean greater sales 
in the long run. 
Advisory Service . . . Another related idea which 
can play a major role in building a stronger image 
for your business is to offer a special business ad- 
visory service to your customers — offering answers 
to questions other than those directly involving the 
products and services you offer. 

For example, most businesses are interested in 
the vacation and holiday procedures followed by 
other business firms in your area. They frequently 
receive a lot of misinformation from their em- 
ployees (i.e. “All the other offices around here 
are giving their employees a day off to shop for 


Christmas” “How come we're open on Co 


lumbus Day when most of the other offices are 
closed ?’’) 

Most businessmen would like to know the real 
facts to answer such reports and be able to estab- 
lish policies which are comparable to those fol- 
lowed by other local businesses. Seldom do these 
businessmen take the time and effort to make a 
thorough fact-finding study on their own. 

There are three basic ways to develop the an- 
swers: 

(1) You can simply ask questions as you come 

in contact with businessmen. 

(2) You can telephone a list of office manager. 

(3) Or if you want a large sample, you can mail 

out questionnaires. 

If you're planning to obtain the information in 
conjunction with other contacts, it’s best to have 
a prepared questionnaire on which you can enter 
the answers you receive. 

Very large samples are seldom necessary. Unless 
you find a wide divergence in answers, 25 to 30 
businesses will probably provide a reliable sample. 
If the answers do vary a lot, you'll want to extend 
your sample until some pattern shapes up, al- 
though 100 replies should be the most required at 
any time. 

The information can be distributed in a variety 
of different ways. Probably the best is to issue a 
regular ‘Business Bulletin,’ which is mailed to 
your customers from six to 12 times a year. Or 
if you already have a regular newsletter or some 
other publication, you can include the reports 
along with other information. 

By all means be sure to take advantage of the 
publicity potential inherent in such surveys. Most 
of your local and regional newspapers, magazines 
and radio stations will welcome such information 
and will be glad to include credit to you. 

There's no end to the number of subjects you 
can cover. Here are just a few: 

e Salaries for secretaries, clerks, switchboard 

operators, etc. 

Business gift policies 

Vacation practices 

Time off for dental and minor medical care 
Observance of special holidays 

First aid supplies maintained in offices (the 
recommendations of local doctors could be 
included) 

How overdue accounts are handled 

Coffee break and lunch hour procedures 
Dinner and transportation allowances for em- 
ployees working overtime. 

To these you could add many other subjects 
which don’t necessarily involve surveys but can 
be compiled from information available to you. 
For example, you could provide a bibliography of 
reference books on office procedures available in 


continued on page 98 
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“25% of all our office furniture 
sales come through 
the Yellow Pages!” 


says W. Gordonstein, owner, Broadway Office Supply Co. Inc., Springfield, Mass. 


“I’ve found the Yellow Pages the best low-cost 
way to tell people about the services we offer.” 
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“The Yellow Pages directory gets most of my adver- 
tising dollars—because I know its pulling power.” 


Display this embiem. It builds your business! 
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Display ad (shown reduced) runs under: OFFICE 
FURNITURE. Call the Yellow Pages man at your 
Beli Telephone Business Office to pian your program. 
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“Our Yellow Pages advertising does a top job for 
us—that’s why we’re listed under 12 headings.” 


“Many new businesses are among our new ac- 
counts. They found us through the Yellow Pages!” 





New Products 


A “Vular”’ sheet protector 
has been added to the line 
of protective plastic en 
velope offered by AMERI 
CAN KLEER-VU PLASTICS, 
Inc., Drv., KLEER-Vu IN 
DUSTRIES, INC., 76 Madi 
son Ave., New York 1¢ 
N. Y. The plastic sheet, 
made of Eastman Kodak's 
new Tenite polyester, is a 
thin light-weight film said 
to be remarkably clear and 
free of any color tint and 
to be durable cut and 
shatter-resistant and will 

STENOCORD OF AMERICA, INC., 29 Broadway, New York ¢ not dry or embrittle with 

N. Y., has introduced a new portable dictating machine ive 

called the “Explorer.” Fully transistorized, it is completely Inquiry Card No 

self-contained and weighs only 51/, pounds. It is powered 

by a lifetime nickel-cadmium battery which is ea 

charged 

Inquiry Card No. 1 


Foto-Fietp, INc¢ 9232 
Waukegan Rd., Morton 
Grove, Ill., has announced 
production of a new, low 
cost metal cabinet ror 
storing stencils called 
Stenhl Iwo models are 
currently available the 
model S stores up to 100 
stencils suspended from di 
viders that fit all standard 
size stencils and the model 
P stores ip to 50 oftset 
plates with separate pock 
ets for storing negatives 


and has an index for ready 
location of stored plates [HE FoRMFOTO Mre. Co., 146 Home Ave., Villa Park, III 


Both models take only 3’ has announced its new improved photocopier, the ‘Photo 
Master X-200."" Its pre-mixed developer cartridge is “auto 
mated” by a convenient feed-lever at the right side of the 
unit. It will reproduce anything printed, drawn, typed or 
duplicated and is portable 

Inquiry Card No. 4 


of shelf-space 


Inquiry Card No. 3 


[THE STACOR VISIONAIRI 
> 


23 Vine St., Scran- 
ton, Pa., has developed this 
wood combination card-cata- 


CORP 


log and file cabinet. The unit 
combines a cornice, a 15-tray 
card cabinet with card-releas- 
ing snap-rods and a legal-size 
drawer unit on a leg base 


Inquiry Card No. 6 


Two newly-published expense-account and tax records are 
announced by the IpgAL SystEM Co., 2437 W. Pico Blvd 
Los Angeles 6, Calif. The pocket-sized booklets come 
weekly and monthly forms to record business, travel, entet 
tainment, auto and incidental expenses 

Inquiry Card No. 5 


For More information Use Inquiry Card on Page 
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The Lady hos a nefoulotion: 


BINDAFILES 

BRIEF COVERS 

CARD GUIDES 

CHECK GUIDES 

DRI-LABELS® 

EXPANDING FILES 

FILES 

FILE FOLDERS 

FILE GUIDES 

FILING SUPPLIES MADE TO ORDER 
FLEXINDEX® 

FORM CARDS 

INDEX CARDS 

PENDAFLEX® 

RED FIBER EXPANDING PRODUCTS 
ROL-LABELS® 

SHELF FILING SUPPLIES 
STORAGE FILES 

TABULATING GUIDES 


Oxford Filing Supply Co., Inc. 
Main Office and Plant in GARDEN CITY, N. Y. 
Factories in ST. LOUIS, LOS ANGELES and AUGUSTA, Ga. 


In Toronto, Luckett Distributors, Ltd. 
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She’s Oxford’s “Little Girl Blue.” And to filing supply dealers and 
filing supply customers all over the nation she represents “‘the first 


name in filing.” 


That’s quite a reputation to live up to. But she—and Oxford—have 
a system: Offer the best products at the lowest possible cost, the best 
dealer service at no cost whatsoever! 


And so it is with the full line of Oxford filing supplies. Starting with 
Oxford Pendaflex, the revolutionary hanging, sliding file folders that 
operate like a filing machine, and going right on down the line to the 
new Oxford Bindafile in 34 sizes . . . Oxford products are made to 
satisfy, priced to sell. Dealers call the full Oxford line ‘‘the backbone 
of the business.” Customers look for the bright blue packaging and 
order Oxford by name. 


When it comes to dealer service, Oxford’s Little Girl Blue is in a class 
by herself, offering: National Advertising + Nationwide Distribution 
« Warehouses and Plants Across the Country + Fast, Inexpensive 
Stock Delivery + Research and Product Development + Training 
Schools + Regional Dealer Workshops « ‘‘Filing Ideas Centers” 


Oxford 


Warehouses in CHICAGO and DALLAS FIRST NAME 
IN FILING 








Only the enormous 


Shaw-Walker franchise 


gives you all NINE 


€ Everything from One Factory. A single source increases 
your net profits because it means—concentrated pur- 
chasing .. . quantity discounts. . . simplified inventories 
. . . less capital invested . . . better customer service 
and, most important, easier selling—only one line, one 
catalog for your salespeople to learn. 





Most Complete Franchise. From the enormous Shaw- 
Walker franchise of 5000 items you can fill nearly every 
office requirement. Broader line means extra profits. 


Simplified Selling. The Office Guide means plus sales 
every day. It is the only complete sellers’ and buyers’ 
catalog in the industry. This “‘Junior Salesman”’ pro- 
duces extra profits for you. 


Exclusive, Fast-Sellers. Extra profits because in this 
franchise are many fast-selling repeat items that can 
be purchased only from the Shaw-Walker dealer. 


Flow of Sales Helps. Shaw-Walker supplies sales train- 
ing and sales aids that make salesmen more productive, 
—extra profits for you. 


Best Known Trade-Mark. To the buyer, ‘Built Like a 
Skyscraper’”’ is the symbol of quality and time-saving. 
It is today’s best known office equipment trade-mark. 
Consumer acceptance means extra profits. 


National Advertising. Full pages in 9 national maga- 
zines sell time-saving, space-saving and the Office 
Guide. These ads produce qualified leads and build 
prestige, —extra profits for you. 

“Built Like a 
Displays and Warehouses. For your use, Shaw-Walker 
maintains panoramic displays in 17 major cities. For 
faster service, warehouse stocks are strategically located, 
—extra profits for you. 











RIGHT NOW... SGHAW-WALKER 


there are a few cities in which we are 
willing to make a change. Yours may 
be one of them. Write Muskegon today. Factories and Home Office — Muskegon 3, Michigan 
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Don’t throw out money with a dried-out marker 
—Flo-master is refillable—tips are replaceable! 


Unlike ordinary markers, you only have to buy a Flo-master felt-tip 
marking pen once. When it runs dry, it refills easily. It comes with five 
different felt tips that are interchangeable and replaceable. Flo-master 
inks dry as you write...are smudgeproof and waterproof. They mark 
on glass, metal, paper, plastics—anything! Inks come in 8 transparent, 
vibrant colors. Perfect for mail room, charts, graphs, storage binders, 
etc. Flo-master comes in 3 sizes. (Shown above.) Esterbrook Advanced 
Flo-master, $3.00. Refill ink, large 2-oz. can, only 60¢. 


ss Se | = a OR Ome A 


CAMDEN 1, NEW JERSEY 
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continued 


New Products 


AMERICAN GELOSO ELECTRONICS, INC., 251 Park 
Ave., S., New York 10, N. Y., has added the “Uni 
corder 61” to its line of tape recorders. This portable 
unit has a fully transistorized battery and electri 
operation. It is built into a white plastic cabinet witl 
a clear plastic cover. 

Inquiry Card No. 


= 


THE | 
Co 


Cananda 


has 
new 
Paper 


on Ther 


chines 
said 


| 
celien 


range 
for res 
per It 


weight 


to hand 
Inquiry 
No. 


THE MitNe Mc. Co., 1235 Wazee St., Denver 
Colo., has developed a new fingertip moistener calle 
“Flip-Fast.” It is applied to thumb and forefinger 


and is rubbed in until dry. It is greaseless, odorless 
and long-lasting. ‘“Flip-Fast’’ comes one dozen 
point-of-sale carton 


Inquiry Card No, 12 


SPERCO PRODUCTS 
INc., 79 Wordin Ave., 
Bridgeport 5, Conn 
has announced ‘Twin 
Spool"’ typewriter rib- 
bons for every make of 
typewriter. These rib 
pons afé set on two 
ribbon 
changes easier and 
quicker The  typist’s 
fingers never touch the 


naking 


spools 


inked ribbon ends 
Inquiry Card No. 8 


ELON TAPI 
Chapin St., 


N. Y 


production 


will 
achine 


require 


I CONSOLIDATED 
STAMP Mec. Co., 56 
Church St 
ley N Y 1s 


11 
ng new 1% 


Spring Val 
ntroduc 
printing 
face numberers as part 

Pullman” line 
bands 


n these stan ps fea 


numbering 
ture an extra deep 
olded printing face 
Inquiry Card No. 13 


An inexpensive charge account system called ‘Kwik 
File” is being marketed by the AUTOMATIC BUSINESS 
Propucts Co., Willimantic, Conn. Each time a 
charge is written up, all the user does is file the sales 
slip in its own folder and posts this information 


whenever convenient, on the face of the ledger ruled 
folder 


Inquiry Card No. 9 


THE CLARIN MFG 
Co., 4640 W. Har 
rison St., Chicago 
44, Ill., has rede 
signed its “Cadil 
lac” folding chair 
It now incorporates 
structural improve 
ments said to make 
it practically inde 
structible and the 
arm snaps firmly 
into “open posi 
tion” or then down 
and out of the way 
It is available in a 
variety of seatings 
materials and colors 
Inquiry Card 
No. 11 


Correction strips for the removal of typewritten errors 
on spirit master units are being marketed by the O: 
FICE DEVELOPMENT Corp., 225 W. 57th St., New 
York, N. Y. The are packaged 143 square 


inches to 


strips 
a plastic envelope, 12 envelopes to a re 
usable security portfolio 


Inquiry Card No. 14 


For More Information Use Inquiry Card on Page 105 
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Adds 
Subtracts 
Repeats 
Subtotals 
Multiplies 


Capacity 
8 listing 
9 total 


List Price 


$179 


New Odhner Compact Electric... faster, lighter than you'd ever guess! 


Run this 10-key adding. machine that you ildn't guess how A ; dal ew 


eliralehiellel-leMmr-lale mm 2010 ie mE. ar yu nd easy it wa 

had your hands on ill-sized 'fome|-\-) ame) mer laa’ aleL j the Ww ve. Writef 
heavy-weight machine! e So quie office in its : , icase gly w dealer 
Taslele}dstmr- lee mm alele-hilelamaia-t— ie e SO precise and responsive to tt FACIT. INE 
find it hard to tell that its 180 rev fol vlouameal-)@ ,ele meni: ire , er th, New York 
lutions per minute were giving you ibiler-lihvae))-lalalstem ack'nelel-1aepel= Jed M 

ealela—me-) 0) 1-10 Gal- lam AU mela ielas ( fol maar-lelalial= 


iidaat-laleh-\e-)0)l-elam-faaleli-mel-b-icm el) the price 
t f 
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She is holding WJ “Favorite” File 


No. LV-9117A with “NO-TYE” 
Elastic Cord 


WILSON JONES FAVORITE EXPANDING 


...expand to greater capacity than any other stock files. 
Deliver more customer satisfaction...more repeat sales to 
economy-wise buyers who know that extra stretch means less 
wear and tear in constant daily use. 


FREE Floor Merchandiser tells this story...expands your | 
in-store sales and profits. Send for full information about 
Wilson Jones L-2100 Assortment. 


COOKE & COBB DIVISION 


WILSON JONES 


209 S. JEFFERSON ST, CHICAGO 6 - NEW YORK BOSTON - ATLANTA - SAN FRANCISCO 


SEE US AT THE NSOEA SHOW 
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Your own 


BUSINESS FORMS CENTER 
with WILSON JONES |GrayLine, 
FREE" “MERCHANDISING MATES” 


Put these “Snap-A-Way” Set and Manifold Book self-service merchandisers to 
work in your store. Readily adaptable to any store location, these fixtures create 
a Business Forms Headquarters that displays scores of forms for different busi- 
ness uses within the easy reach of your customers. 

Specially designed to be used singly or in twos or threes; back-to-back, side-by- 
side, or around pillars or corners. They take up minimum space...do a maxi- 
mum selling job. 

*These handsome, blond-finish, sturdy wood fixtures are delivered without addi- 
tional cost to you with the purchase of either Wilson Jones “Snap-A-Way” Sets 
or Manifold Books at the regular net price for the merchandise only. Your 
WJ salesman is ready with all the details. Ask him today. 


GrayLine Snap-A-Way sets in W ! L S O N J oO N E Ss 


bags of 50 for self-service display 209 S JEFFERSON ST. CHICAGO 6 - NEW YORK - BOSTON - ATLANTA SAN FRANCISCO 


SEE US AT THE NSOEA SHOW 
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New Products 


THe Currier Merc. Co., 2448 W. Larpen- 
teur, St. Paul, Minn., has announced an ex- 
tra heavy gauge steel security box, available 
in two sizes. The boxes are electrically 
welded and reinforced and the cover is pre 
cision fitted. 

Inquiry Card No. 15 


THE Perrecopy Co., La Grange, IIl., is 
marketing its new “Perfe-Pick,”’ a paper 
picker that can be used for picking and 
sorting all kinds of paper without leaving 
a mark, The point-of-purchase display is 
free with a dozen packs 

Inquiry Card No. 20 


For More information Use Inquiry Card on Page 


continued 


THE SHOWCARD MACHINE Co., 320 W 
Ohio St Ill., has developed a 
portable ticket and card printer called the 
Ticketer.’’ It prints 


Chicago 10 


on almost any material 


1 18 @€asv to use 


Inquiry Card No. 16 


DOLIN METAI 
Propucts, INc., has 


5 
developed a _ new, 


build-up type shelf 
filing system. Do 
ble-face sections roll 
tracks 
in front of 

vy of fixed 
(non-r obile ) files 
Inquiry Card 

No. 18 


along floor 
placed 


rear 





Solid walnut rubber stamps are now avail 
able from the GARDNER RUBBER STAMP 

Washington St., Wilkes-Barre, 
finish is light to let the wood’s 


Co 166 3S 
Pa. Thi 
natural grain show through 


Inquiry Card No. 21 


THE Fostoria Corp., 1200 N. Main St., 
Fostoria, Ohio has designed the ‘“Diplo- 
mat’’ desk lamp for glare-free lighting. The 
louvered shade provides diffused upward 
lighting and the curving arm positions the 
light over critical seeing areas. 

Inquiry Card No. 17 


THE INTERCHEMI 
CAL Corp., 417 E 
17th St., Cincinnati 
1, Ohio, has an- 
nounced its new 
“IC” instant copy 
paper, a smooth, 
white sheet, de 
signed for sharp 
copies from carbon 
copies or other thin 
originals. Its extra 
heavy weight makes 
it easier to handle 
and it will not be 
come brittle or fade 
Inquiry Card 
No. 19 

















eeeeeees 





A new, improved ‘Investment Register’’ has 
been announced by the RECORDPLATE Co., 
130 N. Fair Oaks Ave., Pasadena, Calif 
Designated “Sheet No. 697,” it measures 
11” by 814” and comes in 4” and 1” 
hinders as book sets. 

Inquiry Card No. 22 
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} PHOPLE! by Litening 


(manufacturers of steel office accessories that sell themselves) 





Me SHOULD Ltt 
HAVE 
TAKEN 


A PLANE \—~—— 


THIS WAY 
WE CAN 
MEET MORE 
PEOPLE 
AND TELL THEM 


— 








BUT WE 
HAVE A 


SALES 


WE MUST 
SET AN 
o oy 


——— 








FORCE 
FOR 
THAT! 


TO THE 


COE foe 
TION 


0. aes 


WERE MANUFACTURERS 
OF STEEL OFFICE 
ee aD 
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| | GUESS 
YOU HAVE 


GOING TO THE 


CONVENTION 
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~ « \CONTACT 
IN € OUT BOARDS, SALES REP. IF 





aren yb 


SHIPMENT OF 


=Litxning 
PRopucTs 


fear eS 


attractive to 





























Please send me your free catalog and discount schedule 
National Sales Office + Lit-ning Products Company 
Dept.A3 170 North Robertson Blvd., Beverly Hills, California 

Firm Name 


Daase 








products 
com pany 


Lit«ning 


FREMONT, OHIO + FRESNO, CALIFORNIA - | 











Title 
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Buy Equpls -- Industry's choice for Quality Products | New Products . . continued 


A new group of glides has been added to 
its line of casters and glides by the MASTER 
Mrc. Co., 9200 Inman Ave., Cleveland 5, 
Ohio. Constructed with mirror nickel plated 
bases, they have rubber cushions to absorb 
shock and reduce noise. They are available 
in three different models. 
Inquiry Card No. 23 


something - -: 


# Exclusive steel stud — a slope 
in the keyhole joins with the 
taper on the stud to form the 
tightest and strongest of grips. < 
The more you load it the 
tighter it grips, yet shelf can 
be moved easily. 
A new clip-on phone pad has been an- 
% No clips, nuts, bolts or tools for % Shelves adjust on 12” centers. nounced by KETCHAM & McDouca_t, 
INc., 465 Eagle Rock Ave., Roseland, N. J. 
0% sd inonnty strane contend etm | 7 Sy 


% Shelves 100% adjustable from front crease capacity of shelf to 2,000 Ibs. with top finished in traditional brass. A 
of unit. S$ Four 1” x 2%" uprights allow unit mechanical dialer-pencil is chained in place 
: . . and the entire unit clips to the phone 
i thout dist . . 
% Shelf can be inverted to form pe ie without disturbing Inquiry Card No. 24 
adjacent units. 











speedy shelf adjustment. % Strongest shelf in the industry. 


bin front. 


%& immediately available from stock in all sizes, either open 
or closed, with or without dividers, bin fronts, drawers 
or label holders. Fill out coupon for full details. 

Sold only thru you the Dealer — never direct. 


1 ey a EQUIPTO 
SHELVING BENCHES DRAWER UNITS LOCKERS EQUIPTO ROBE STOCK CARTS ANGLE 


([] Please send me your Reference Manual No. 487. Also free book- THE GENERAL INDUSTRIAL Co., 1788] 
let “HOW TO SOLVE YOUR STORAGE PROBLEMS”. Montrose Ave., Chicago 13, Ill., is manu- 
facturing a new Circular slide rule for en- 


gineers and other plant and office execu- 
tives. The company claims that to multiply, 
divide and find proportions is easy and ex- 
FIRM__ “ ceptionally fast with this circular rule. 
Inquiry Card No. 25 


(J Please have layout engineer call 
eines 


STREET__ 


RRS EE For More Information 


Use Inquiry Card on page 105 
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100% PLUS PROFIT 


WITH PERRY-SHERWOOD’S SPECTACULAR “SRO” DEALS 
FOR STANDING Room ONLY! 


“SRO” DEAL +1 


12 FREE 


YOUR TOTAL PROFIT 


“SRO” DEAL #2 


4 PLUS 
PERFECTYPE fy | AN EXTRA PROFIT 10 YOU OF 8% 


+} 


paper 

rs withou asing 
BRITETYPE AND PERFECTYPE ARE NATIONALLY ADVERTISED AND PROMOTED 

Attention Wholesalers: Write for details of how you can fit into this profitable picture. 
ORDER NOW AND CASH IN ON THIS LIMITED TIME EXTRA ““SRO’’ PROMOTION 


21 


CORPORATION 
257 PARK AVENUE SOUTH / NEW YORK 10, N.Y. 


Ship me “SRO” Deal #1 NAME 
@ $21.17 each 


Ship me “SRO” Deal #2 
@ $26.82 each ZONE STATE 





ADDRESS 











SEE THE FULL LINE OF PERRY-SHERWOOD PRODUCTS AT THE NSOEA SHOW—ROOM 704 
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, with six shelves easily 


ria 











adjustable to any book size. Counter-High Bookshelf Units, 
42” high, 36” wide, supplied with two adjustable shelves 
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libraries. Two height sizes, 84” or 90 





DON’T MAKE “CALLS” 
... MAKE SALES! 


Republic Stee/ Office Equipment 


Any prospect concerned with carving out more storage space is a 
customer for Republic Steel Office Equipment . . . and today that’s 
nearly everyone! 

Show them how Republic Steel Transfer Cases and Vertical Files save 
time lost in hunting through unfiled records, and you’ve made a sale! 
Show them how Republic Bookshelf Units help get books back where 
they belong, and you’ve made another sale! 

Republic Storage and Wardrobe Cabinets will help your customers 
“fight the paper battle,” too. Combination styles sell easily as protected 
storage for both stenographic supplies and apparel. 

Offer matchability, in a choice of six popular colors, to increase your 
sales and profit. Start now! Mail the coupon today for latest literature. 


REPUBLIC STEEL TRANSFER CASES 
AND VERTICAL FILES — expandable 
facilities for repeat sales from 
“open stock.” Lifetime all-welded 
steel construction. Sizes for all 
standard letter, form and card 


~ ones 
py) 


Strong, Modern, Dependable 


REPUBLIC STEEL CORPORATION 
BERGER DIVISION + DEPT. A-2530 
1058 BELDEN AVENUE + CANTON 5, OHIO 
Yes, I’d like more power for profit! 
REPUBLIC STORAGE CABINETS — double duty facilities, Please send literature describing: 
double your profit opportunity with every customer. 0 Republic Transfer Cases O) Republic Storage Cabinets 


Storage, wardrobe, or combination models, single or j © Republic Vertical Files © Republic Bookshelf Units 
double door, to meet any need. 


REPUBLIC STEEL 


REPUBLIC HAS THE FEEL FOR MODERN STEEL 
BERGER DIVISION Address 


a=) CANTON 5, OHIO City 


Name Title 





Company 
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New Products 


SMITH-CORONA MARCHANT, INC., 
New York 22, N. 


ures 15” by 15” by 24” 


Inquiry Card No. 28 





110 


Y., has announced a new 
static photocopier said to produce dry, print-perf« 
copies faster at a lower cost per copy. The unit n 





ia3 


by the Editors of LIFE and RAND MONALLY 





ORIAL ATLAS 


OF THE WORLD 

















continued 


The 
desk 
factured by 
TIVE DESK 
LTD l 


New Y 


¥ ntains 


infor! 


ence S 
as root 


listing 


Executive 


manu 
EXEct 
DIARY 


Sth Ave 


> N 
factual 


in 


appointments a 


expenses. It 


enables tl 
plan an ent 
Inquiry 

No 


Park Ave 


electro 


s format 


iser to 


ire Week 


Card 
26 


which 


cement Of 


} 
] 


in position 


} CO} 
Inquiry Card No. 29 


Inquiry Card 
No. 31 


bleeding 


keeps 


YOvUR NAME HERE 


REPLOGLE GLOBES, 
INc., 1901 N. Nar- 
ragansett Ave., Chi- 
cago 39, IIL. is of- 
fering this ‘True- 
To-Life” globe. The 
12-inch globe shows 
ten different types 
of regions on earth 
in natural coloring 
and includes thou- 
sands of place 
names, clearly de- 
fined boundaries and 
other reference ma- 
terial. Six models 
are available: non 
illuminated are in 
raised relief 
Inquiry Card 
No. 27 


DRAFTETTE Co., 
has announced a 


[HE 
Calif 


P. O. Box 749, Beverly Hills, 
“Sketch Kit” with a portable 


drafting machine mounted in a vinyl self-locking 


binder. The kit consists of the drafting machine, with 
3” by 5” or 4” by 6” scale, 180 degree protractor, 
pad of drawing paper and pencil. 

Inquiry Card No. 30 


A new transparent 
report cover, called 
the “Economy Visi 
Belle,” has been in 
troduced by the 
JosHUA MEIER Co., 
INc., 601 W. 26th 
St.. New York 1 
N. Y. It permits the 
use of unpunched 
pages in any report 
or presentation. The 
cover is made of 
transparent _ plastic 
either clear or in 
colors, and has a 
sturdy plastic “Grip- 
Strip’ device that 
securely holds con- 
tents within the cov 
er. 
Inquiry Card 
No. 32 


More information Use Inquiry Card on Page 105 
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NEW! Incomparably DURABLE! Unrivalled for office furniture 
MASLAND DURAN* vinyl upholstery with PELLON® 


There’s absolutely nothing like this combination on office 
furniture anywhere. It offers the famed beauty, wear and THE MASLAND DURALEATHER COMPANY 
easy upkeep of Masland Duran vinyl... now with a unique DEPT. P59-J), PHILADELPHIA 34, PA. 
extra. It’s Pellon, the fabulous modern backing . . . the 
non-woven wonder material that outmodes, outperforms 
and outlasts all others . . . the backing that imparts extra 
strength to Masland Duran and keeps it beautifully wrinkle- Name 
free. A true exclusive. Don’t miss seeing it in handsomely 
grained Yuma and Outlaw patterns. 
Pellon® is the registered trade-mark of the Pellon Corp. N. Y. Street 
THE MASLAND DURALEATHER COMPANY city send State 
Dept. P59-J, Philadelphia 34, Pa. 


Please send sample swatches of Yuma and Outlaw 
patterns in Masland Duran with Pelion. 





Company 
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PLASTIC PUNCH 


Professiona! binding in any office at any 
time .. . and for mere pennies! Accommo- 
dates sheets any length on binding side. 
Accurate punching on %” centers fits all 
Speed-O-Print Plastic Combs. Lightweight, 
sturdy construction. Compact unit can be 
used anywhere. 


SPEED-O-PRINT 
Plastic Binder 


Produces plastic bound books professionally. 
Simply insert Speed-O-Print Plastic Comb, 
punched pages and covers ....and release lever. 
Add glamor to sales literature, convenience to 
frequently used printed matter, protection to 
permanent records — one copy or hundreds 
ready when needed. 


COMBS-—Five bright, permanent colors in 4 popular 
sizes to meet any needs. Extra strong, everlastingly durable. 


COVERS-—For 8% x 11 sheets. Six distinctive colors. 
With or without identification window. 


PLASTIC BINDING 


Cpeed-©-Print BUSINESS MACHINES CORPORATION 


1801 W. LARCHMONT AVE., CHICAGO 13 





SPEED-O-PRINT 

BUSINESS MACHINES CORPORATION 

1801 WEST LARCHMONT AVENUE, CHICAGO 13 
Please send me literature and complete information 
about Speed-O-Print Plastic Binding Equipment and its 
hundreds of uses. 


Or 


Name 





Name of Company 
Address 
City 
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GIVES YOU THE 


Qo 


in Precision 
Postal 


Scales 


The new up-to-date styling of this model no. 150 will 

be most appreciated in any home or office. Attractive 

colors of gray, beige, mist green, and antique white. 

Offers the finest in precision weighing and long pre... display stand 
trouble-free life. Capacity: 1 LB. X % OZ. Ne. D-169 with order of 


#150 postal scales. 


Sales building stuffer available on request. itatet postal quite with 


each scale. 


Meet four more of HANSON'S family of Postal Problem Solvers 


No. 1546— No. 1515 No. 1530 
Our 2 LB. X % OZ. rn X } tf tyf r 


light office work 








HANSON SCALE COMPANY -— Est. 1888—Northbrook, Illinois 
IN CANADA, WITH CANADIAN RATES—SAXON OFFICE 
EQUIPMENT LIMITED, 156 EVANS AVE., TORONTO 18, CANADA 
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New Literature 


NO MATTER WHERE 
(0) 0m hele) « O aeiise Banke ne 


Wausau's No. 1 gen- 

uine watermarked Mim- 

eo Bond sulphite print- 

ing paper has been pub 

lished by the WAUSAU 

PAPER MILLs Co., Bro 

kaw, Wis. The booklet contains samples of the various 
weights in whites and the six colors contained in this 
line which is suitable for offset and letterpress reproduc- 
tion 

Inquiry Card No. 115 


[THE REMINGTON RAND OFFICE MACHINES Doiv., 
SPERRY RAND CorpP., 315 Park Ave., S., New York 10. 
N Y., has released a self-mailetr ror dealer use which 
announces “Your Days of Old-Fashioned Figure Work 
Are Numbered.’ The booklet is devoted to the new 
FK711 full-keyboard electri: adding machine and its 
convenience reatures 


Inquiry Card No. 116 


The Colitho Division of the CoLUMBIA RIBBON & 
CARBON Mec. Co., 136 Herb Hill Rd.. Glen Cove.. 
L. I., N. Y., has released a new catalog listing its line of 
offset duplicating plates and supplies. The booklet is 
rree on request 


Inquiry Card No. 117 


THE SHREDMASTER CORP 
384 Woodcleft Ave., Free 
port, N. Y., has issued a cama RSs 


new brochure providing d ratisc pave: 


y destroys confidential papers, 


In the Boss’ office the steno pool or at the PA’s desk, you'll tailed information on_ its M carda, ledger cards, cheen, cortifiesten 
find your customers reading about HURON COPYSETTE in one of full line of paper shredding emantn, Gnd choses seeded 


Shredimaster Mode! 


these national magazines machines. The attractive 
full-illustrated booklet pre provise seqpivunents 


that fits your 


HURON COPYSETTE is America’s best advertised manifold carbon 
paper set. Readers ask for it by name. We back up our national 
advertising with free sample folders, stuffers and other promo- 


sents comprehensive data on 
reatures, specifications and 
applications of the com 
tional help pany's four Shredmaster 


Begin right now to take advantage of this program to build your models. The brochure can also be used as a mailing 


sales and profits. Write for complete dealer pricing and samples. 


piece 


Inquiry Card No. 118 


ALL-RITE PEN, INC., 241 Hudson St. Hackensack, N 
J., has issued a catalog of its complete line of pens and 
pencils. A separate price list is included. 

Inquiry Card No. 119 


THE STEMPEL Mec. Co., 2330 Roberta St., Dallas 3, 

PULL OUT Sty Tex., has issued its Catalog 62, covering the complete 

MANIFOLD CARBON PAPER SETS line of office and school accessories. The catalog contains 
oe complete product illustrations, descriptive text and 

specification charts on the hundreds of items currrently 

PORT HURON SULPHITE & PAPER CO. offered by the company. Included in the catalog for 
PORT HURON, MICHIGAN the first time are many new products, including wood 


Licensed under Kerr Patent No. 2,557,875 


continued on page re 
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A NEW APPROACH TO BALL PEN SALES 


new NOBLOT pesk set 


Tell your customers that ball pens will now stay on the desk 
where they belong. Show them this gleaming black base holding 
two tapered NOBLOT pens with chrome trimmed barrels; one 
black with blue ink, one red with red ink. Full-length 534” replace- 
able cartridges. The key to office ball pen economy. 


See your Eberhard Faber Sales Representative—Your One Source 
of Supply for All Writing Needs. 


Visit N.S.0O.E.A. Booth 95 


SINCE 1849 


EBERHARD FABER 
pila a4 QaalAay on sy 


Witkes-Barre, Pennsyivania-New York-Toronto, Canadat vw Rea US Pat Off ana 


@ Smartly styled desk set 

@ Handsome jet-black base 

@ Two tapered NOBLOT chrome-— 
trimmed ball pens 

@ One blue ink—one red ink 

@ Full-length 5%” reptaceabte 
cartridges 

Suggested Retail Price $1.98 4 





THE FINEST PENCIL EVER MADE 


MONGOL WITH AMAZING “DIAMOND STAR” LEAD 
CANNOT BREAK UNDER NORMAL WRITING PRESSURE 


Here is a lead so strong that it cannot break under normal writing 
pressure, yet writes smoother and blacker than any other. 


Tryp This Lost, 


Chanpona moux MONGOL 482/E _ 
Be Diam Chan” Load.” 


Ubi 
= 


a am urutE. Your mame 





@ This is the NEW MONGOL ‘Diamond Star”’ lead. 
Five popular degrees; in 42 gross boxes. 


@ See your Eberhard Faber sales representative — 
your one source of supply for all writing needs. 


VISIT N.S.0.E.A. BOOTH 95 


SINCE 18649 
Ere EBERHARD FABER 
pila 4 Oualtj in CMG 


Wilkes-Barre, Pennsyitvania-New York-Toronto, Canada 1M. Req US Pat Off and Ot 





A sturdy, eye-catching, self- 

service floor fixture called the 

VPD “Spinabout” Binder Bar 

is now available from the 

JosHuA Meter Co.,_INc., 

601 W. 20th St.. New York 

1, N. Y. The merchandiser 

will display 10 or more bind- 

ers and has additional storage 

space at the bottom. It is 

made of golden metal and 

wood. The Binder Bar is 

available through several dif- 

ferent merchandising plans 

Inquiry Card No. 101 
THE REMINGTON RAND Dyiv., SpERRY RAND Corp., 315 
Park Ave., S., New York 10, N. Y., has designed an office 
machine dealer promotion kit. The kit contains over 50 
pieces, selling Remington's entire line of typewriters, calcu 
lators, adding machines, cash registers and supplies and will 
be added to from time to time 
Inquiry Card No. 102 


An attractive, easy to sell 
from, yet completely pil- 
fer-proof display has been 
announced for its “T-Ball 
Jotter” ballpoint pen by 
the PARKER PEN Co., 
Janesville, Wis. Called the 
T-Master,” this perma- 
nent display holds 72 Jot- 
ters (36 on a side) on two 
double-sized banks made 
of washable polished sty- 
rene. The frame is con- 
structed of solid walnut 
and the over-all display is 
[HE EaGLe Pencit Co., Danbury, Conn., has designed new trimmed with brass-plated 
packaging for its “Turquoise” drawing pencils and leads nickeloid metal. It is free 
The leads are packed one dozen in a new blue styrene sleeve with the purchase of 72 





with a slide of semi-flexible white polyethylene jotters 
Inquiry Card No. 103 Inquiry Card No. 104 


[THE EBERHARD FABER 
PEN & PENCIL Co., Crest- 
wood, Wilkes-Barre, Pa.. 
has announced a tandem 
unit combining the new 
Noblot desk set with a 
half gross of Mongol pen- 
cils in a special folding 
box container with each 
individual item in its own 
familiar box so it may be 
sold individually. Selling 
aids in support of the 
combination include win- 
dow display materials, en- 
velope stuffer with dealer 
imprint for direct mail, THe GUMPTION Propucts Corp., 56 Reade St., New York 
newspaper advertising 7, N. Y., has packaged a 11/4, oz. can of desk top cleaner in 
mats, catalog sheets and a compact kit for the Art Steel Co. The kit consists of the 
glossy photos. cleaner and a compressed sponge, printed with the Steel- 
Inquiry Card No. 105 master logo, in a pliafilm bag. 
Inquiry Card No. 106 


For More Information Use Inquiry Card on Page 105 
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See the full line in Room 649 cssoea coxvesos 














The Remington The Remington The Remington The Remington The Clary #269 
#3 Adding Machine FK 711 Adding Machine DX-94 Adding Machine #322 Cash Register Adding Machine 


...and see how easily you can sell it all, 
the world’s most complete line of office 


machines and supplies: REMINGTON 








The Remington The Remington 
99 Calculator Electric Typewriter 


Now you can talk business to anyone, large or small! 
You’ve got what he wants —a leading brand by a 
eading American manufacturer. A full-size electric 
typewriter and printing calculator as well as effi- 
cient, reliable, modern cash registers and adding 
machines plus a full line of supplies. And you can 

ll him. For the quality engineering of each machine 
speaks for itself —in the name: Remington. 

Isn’t this the kind of wide-ranging, profit-building 
opportunity you’ve been waiting for? 

Now all the machines — and all the details — are 
waiting for you! In Room 649, Conrad Hilton, NSOEA 
Convention 

The door is open. Don’t forget the number: Room 
649. (And don’t forget to bring the Gift Certificate 
at the right!) 


The Remington The Remington 
Standard Typewriter Noiseless Typewriter 


FREE GIFTS ...i. 


you in Room 649, Conrad Hilton, 
NSOEA Convention. Simply 
bring this certificate with you. 


Remington. Ftand. 
OFFICE MACHINES 
Division orf SPERAY RANO CORPORATION 


If you can’t come to the Convention, make sure you con- 
tact your Remington dealer-agent manager or write Rem- 
ington Rand, Dept. OA-1U1, 315 Park Ave. So., N. Y. 10. 





Sales Stimulators .. . continued 


A four-page illustrated 
folder describing the 
ompany's recently in- 
troduced ‘‘Consecutor 
automatic office copy 
ing machine is now 
available from PHO 
TEK, INCc., P. O. Box 
1553, Providence, R. I 
The bulletin describes 
the completely auto 
matic functions of this 
new convenience copier 


and lists its specifica 





tions 

Inquiry Card No. 108 
A new version of the “C/D Demo Display” is being De-MATHE-WALKER, INc., 2300 Northern Life 
offered by the A. T. Cross Co., 1058 Broad St., Tower, Seattle, Wash., has designed this counter 
Providence 5, R. I. The unit consists of two chained display unit for its 1962 “Data Planning” calendars 
on pens with swivel pen-holders and replacable writ Is available free, on request 
ing tablet attached to the front of the display Inquiry Card No. 109 

Inquiry Card No. 107 


A durable, compact “ % ao ee All the  felt-point 
counter merchandis ia. pens and markers 
er which serves as ‘ of the MARSH 
a complete pen de- f STENCIL MACHINI 
partment in itself is ; ' : Co., 83 E. March 
part of the Christ e Bivd., Belleville, 
mas promotion an 2 . - Ill., are now blister 
nounced by the Pop mee «packaged on 4-colot 
ular Price Division Cae 3 cards with instruc 
of the W. A. SHEAI fee =8t1ONns ON the back 
FER PEN Co., 301 3 / : me 6A new wire rack 
Ave. H, Fort Mad , — display for the felt 


son, Iowa is less ‘ vad point pens uses less 





than 14” wide and Sa ; than one foot of 
holds an assortment : = counter space and 
of 24 gift-boxed 4 eee =has a tray for ink 
cartridge fountain and point display 
pens, ballpoints and ; . It can also be used 
ensembles . SS on a peg board and 








revolving panels oo : hangers are fu: 
Inquiry Card j ; al ‘ on nished with the dis 
No. 110 ee : x : play. 
Inquiry Card 
No. 111 


How to Select a Pres 
sure-Sensitive Tape’ is 
he title of a new 
booklet published by 
the JOHNS-MANVILLI 
DutcH BRAND Div! 
SION, 22 E. 40th St 
New York 16, N. Y 
The two-color four 
page booklet, DB-56A. 


contains information on 





the types of tapes avail This clock display sign for use in the showroom is 

ble, how they are con being offered to all its dealers by the RoYAL METAI 

structed and the fac MrcG. Co., 1 Park Ave., New York 16, N. Y. The 
' tors involved in chos clock is 9” high, 24” wide and 5” deep and is con- 
= = ing a particular tape structed of steel and brass with a U/L approved ele 
THE Linpy SALEs Co., 9530 Jefferson Blvd., Culver for a specific applica- tric movement and a 20-watt fluorescent lamp for 
City, Calif, has a new package for its legal copy tion illumination of the entire face. The sign is offered 
refills. The refills are available in red, blue, black Inquiry Card No, 113 for $5.00 and is shipped completely assembled. 
or green in a special indelible ink. Inquiry Card No. 114 


Inquiry Card No. 112 


For More Information Use Inquiry Card on Page 105 
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No 


solution to 


mix Or pour, 


still it copies 
anything 


RoOvico 


FOTOMATE 


Completely Automatic All-Electric Copier 
DESIGNED BY ROBERT VINC! MADE IN U.S.A 


Rovico Inc., 320 Market Street, 
Newark 2, New Jersey 
Specialists in the design and manufacture of 


customized photocopy equipment 


OA—10/61 


Uses revolutionary 
ro NTS eley-¥-] 0) (-Mer-|aaaleres: 
that takes 30 seconds 
to load...and doesn’t need 
changing for up to 30 days! 


@ Reproduce 
@ Reproduce 


« BIOOQYLY 


LIFETIME GUARANTEE 


"2% 


an Hi 


FILL OUT AND MAIL THIS COUPON! 


ROVICO INC. Dept. A 

320 Market Street, Newark 2, N. J. 

Please have your representative call to arrange a 
demonstration of: 

( ) New 10” Model ( ) New 15” Model 


1 NAME TITLE 





| COMPANY 
1 





! ADDRESS 





' 
1 CITY & STATE 














DOME Simplified 
BOOKKEEPING RECORD 


Retails for 3:50 


Millions of people 
across the nation will 


see this full page ad 
Order DOME Short-Cut 


PAYROLL BOOK 
“Retails for 3:50 


which will SELL i a" i Now / 


DOME RECORDS for you! 


FULL PAGE 

Jan. 12 - 1962 
DOME Improved 
PAYROLL BOOK §=Q)ag/gn 
Retails for 2:50 Now 4 


DOME ELIMINATES .. . 


@ Stocking a variety of systems for a variety of businesses 
@ Tying-up money in heavy inventories 

@ Wasting of valuable counter space 

@ Nuisance of selling refill sheets 


DOME BOOKKEEPING RECORD FITS ALL KINDS OF BUSINESSES 
DOME Personal 00 
DOME PUBLISHING CO., Inc. + The Dome Building, Providence 3, Rhode Island TAX RECORD — Retails for] 


4802 Loma Vista Ave. * Los Angeles 58, California 
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THE “PROFIT POCKET” WILL BE ON DISPLAY AT THE NSOEA. STOP BY MOSLER’S BOOTH NO. 134 AT YOUR CONVENIENCE. 








Mosler Dealers: Here’s a whole 
pocket-full of Profit-Makers! 


Send for Mosler’s new “Profit Pocket.” This folder is 
packed full of ideas and tools you can use to build 
your sales. 

Send in the coupon. When you receive your folder, 
look over the enclosed samples of direct mail. You can 
order the materials you want and mail them to your 
prospects and customers. Or, you can provide a pros- 
pect list and have Mosler do the mailing for you. 

The choice is yours. Either way...you’re ahead with 
a mailing program of tested lead-pullers. 
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| The Mosler Safe Company 
320 Park Avenue, New York 22, N. Y. 
Please send me the Mosler “Profit Pocket” of sample 
mailer materials. 

| Name ‘ ie 
Company aS 

| Address sia 

State 


:. 














Bar 5 





Smead introduces a colorful line of 
VINYL BRIEF COVERS 


*SHOW YOUR 
BUSINESS CARD 
HERE... TO 
PERSONALIZE YOUR 
PRESENTATION 


























To present and protect all that is bound into them . . . an impressive pure 
vinyl brief cover that lasts and lasts. Soft, flexible virgin vinyl in a smooth, 
subtly-grained finish . . . one-piece welded construction. Won't scuff or 
discolor, wipes clean with a damp cloth. Other features: Five eye-catching 
colors, double-faced acetate window, trim ‘‘V"’ back and a modern cover 
design. Holds up to a half-inch stack of papers, size 11 x 8%. 


Write for price and product information to... 


MANUFACTURING Co. 
HASTINGS, MINNESOTA 


CHICAGO LOGAN, OHIO LOS ANGELES 














Double-faced ace- An attractive way to 
One-piece construction, Three double-tang tate window shows in- Five popular colors: present reports, to bind 
modern cover design fasteners for safe bind- side title sheet, busi- red, blue, green, black, in manuals and cata- 
ing-in of contents ness card or specially- gray logs, to protect impor- 
printed card : tant records 

















ORDER DISPLAY ASSORTMENT NO. AW570—24 ASSORTED COVERS IN ATTENTION-GETTING DISPLAY BOX. 
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FIRST CLASS 


PERMIT No. 229 


ALLIANCE , OHIO 


Rubber, Jn 


700 Commerce Court 


BUSINESS REPLY MAIL 
No postage stamp necessary if mailed in the United States 
MMhance , C Ipto 


. . POSTAGE WILL BE PAID BY: 
CONHEC? « 


“fs 








you build a solid business 
with rubber bands by 


(THE NAME INDICATES THE QUALITY) 


“SUPREME QUALITY” Line 


Superb in stretch and strength, made from 100% 
natural rubber compound. Packed 1 ounce, 
Y% pound and 1 pound “Pik-Top” boxes. All 
sizes Round or Flat style, same price. 





e vivid, brilliant, snappy. Produced in a rainbow 
COLORS “ee of shades. : 





Solicy: We manufacture all Widely used by 
types of rubber bands, but sell only trade and industry for 
through regular trade channels. color-coding, grading, pricing. 


GreyLine Bands 


serve many needs economically 


Packaged in 
Blue & Grey 
Stationers’ Boxes (1 oz., %4 Ib. & 1 Ib.) 


8 © 8 © & © © FF 8 SO. hU.LUG.LUG.L UL UL UL UL UL UL UR 


MAIL THIS CARD . . . POSTAGE WILL BE PAID BY: DEPENDABLE SOURCE OF SUPPLY for News- 

KEENER RUBBER, INC. * ALLIANCE 4, OHIO paper Bands; Service Bands; Colored Celery, 

Vegetable and Flower Bands packed in % lb. 

Gentlemen: Send samples and prices of: or 1 lb. boxes and 5 lb. bags. Special bands for 

CJ “Supreme Quality” Pure Crepe C] Keener Kolorbands i any need are promptly produced at low cost. 

() 2 oz. Poly Bag Assortment () Greyline Bands YOU'LL LIKE the way we do business... 
WE'D LIKE to have you with us. 

KENNETH B. MILLER, President 


KEENER RUBBER, INC. 


700 COMMERCE COURT 7 ALLIANCE, OHIO 
Phone TAlbot 1-1880 





COMPANY NAME (PLEASE PRINT) 





STREET 





YOUR NAME, PLEASE 





Office Appliances’ 
New Headquarters 


By the time this issue is in the mail 
our staff will be ‘at home’ in OFFICE 
APPLIANCE’S new publishing head- 
quarters (see architect's sketch) in 
Elmhurst, Illinois, a suburb of Chi- 
cago. 

The product of several years of 
careful planning, OA’s new building 
is designed to provide the most effi- 
cient publishing operation possible, 
with ample room for additional ex- 
pansion. It will immediately double 
the former office space in downtown 
Chicago, thereby easing a cramped 
situation which has increased with the 
steady growth of our publications. 

In addition to OFFICE APPLIANCES, 
for fifty-seven years the business jour- 
nal for office equipment dealers; the 
new home of OA Business Publica- 
tions also will house BuSINEss AUTO- 
MATION, DAILY OFFICE APPLIANCES, 
a newspaper published at several con- 


we. yore 

















ventions; and the annual OA Buyers 
INDEX, the world’s largest directory of 
office products. A book division is be- 
ing formed now for the distribution of 
specialized volumes in the fields served 
by our periodicals. 

One of the special features of the 
OABP’s new building is a library 
which we plan in time to become the 
largest single reference facility on the 
subject of business automation and 
data processing. Its facilities are avail- 
able for use by any of our readers who 
wish to visit us in person. 


OABP’s subsidiary, Automation 


THE DEALERS’ CHOICE 


Wo. 10538 


Consultants, Inc., will continue to be 
headquartered in New York City, al- 
though some of the administrative 
function will be handled at Elmhurst. 

One of the advantages of OA’s new 
location is its proximity to O'Hare In- 
ternational Airport, now the center of 
air transportation in Metropolitan Chi- 
cago. All of OA's friends with time 
between flights are cordially invited to 
visit the publishing headquarters and 
to make full use of OABP’s facilities. 
A phone call to TErrace 4-9350 will 
bring our station wagon to O'Hare 
for transportation to Elmhurst. 


from coast to coast is the REYBURN LINE of Tags, Pin Tickets, Labels (gummed and 
pressure sensitive), Business Forms and Embossed Seals. 


The REYBURN LINE is your best bet for Quick Turnover at High Profit. 


Visit our exhibits at the following shows and see these sure-fire money-maker items in person! 


National Stationers and Office Equipment Ass'n. 


Eastern Commercial Stationery Show 








Chicago: Sept. 23 to 26 
Booth No. 93 


i 
v/ \ 


AA 
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New York: Oct. 14 to 17 
Booth No. 427 


[oo o> | E R 


| 


DENNEY-REVBURN Co. 





MASTER TIME AND SPACE WITH ROYALMETAL 
Our new “100” desk and “300” seating lines (above), contain the most persuasive new office furniture selling ideas in years. 
ideas you can talk! Design. Flexibility. Employee efficiency. Effective use of floor space. That's what will make them best sellers 


for you. What’s more, the most persuasive national! advertising program in Royal Metal history is creating new and interested 
—including mats, direct mail, 


prospects for you. To help you sell them, exciting loca! advertising and promotional aids are available 
a choice of showroom displays, and radio/TV spots. Capitalize on opportunity— NOW. It's all yours because Royal Metal sells 
only through authorized dealers! Write or call for full information today. ROYAL METAL MFG. CO., Dept. 11-J. One 
Park Ave., N. Y. 16. sHowrooms: New York, Chicago, Los Angeles, San Francisco, Seattle, Atlanta; Galt, Ontario. 


Keel 
ROYALME TAL 


74 OA-10/61 





” 


revolutionary new 


EXT. COS 


a ie 


oO. 





EATON’S ETERNA BOND... better today and 





better every day for hundreds of years to come! 


A great new FIRST by Eaton...a permanent type- 
writer paper that you can offer your customers at 


no extra cost! 


EATON’S ETERNA BOND is made by a revolutionary method 
and to a special formula which gives a never-before-achieved 
life span and built-in protection against the ravages of time 
to this paper. 

Approved laboratory tests for aging indicate that EATON’S 
ETERNA BOND will last at least 300 years and, probably, 


900 or more years, even given normal handling and under 
normal storage conditions. 

Better today, too! Meets every criterion of quality: bright- 
white in color, air-dried, with rich kokle finish. Typing looks 
especially crisp on this modern paper. 

Equally amazing is the fact that EATON’S ETERNA BOND 
offers these unique advantages to users yet costs no more than 
ordinary non-permanent papers! What a sales-making combi- 
nation for Stationers who feature Eaton’s Berkshire Type- 
writer Paper line—a correct paper for every business need. 


r 


EATON’S ETERNA BOND is available in ream boxes (500 sheets) in 9 lb. Onion Skin, and 13, 16, 20 and 24 lb. Bond weights. 


Write for Samples Today! 


AT 
o” 


EATONS § 


On.. 


8 
© Berkshire 


e Typewriter Papers 








® ie a 
s i 
EATON PAPER CORPORATION, PITTSFIELD, MASSACHUSETTS + Showrooms: NEW YORK, 475 Fifth Ave. + CHICAGO, 6 N. Michigan Ave. 
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OVER 1500 ITEMS 
for Business, Industry 
and Institutions 





They voted 
a LYON 





























by 
‘re backed 
LYON—yov ed 
piberwet advertising proerens ath > 
r ev 
oth or rractory, Plant Engineering, 
z Industry, industria 
est, industrial Mainte- 
otive News, Nation Ss 


WHEN YO 
the largest © 


Purchasing, ews, New Equipment — 
Machine Shop, 
dern — g Maintenance. 








THIS CATALOG ILLUSTRATES 
THE WORLD'S MOST 
DIVERSIFIED LINE 
OF STEEL EQUIPMENT 


TO 


“If your company were in the market for 
steel equipment such as steel shelving, 
lockers, work benches, shop boxes, etc., 
what manufacturers would you consider?”’ 

That was the question an independent 
survey organization put to key men in 
companies throughout the country back in 
1955. They gave Lyon 5 times more first 
choice votes than any other manufacturer. 

Ina comparable survey made in 1960, Lyon’s 
first choice margin increased to 7 to 1—and 
Lyon received more exclusive mentions than 
the next twenty-two companies combined! 

Your nearest Lyon Dealer offers the 
world’s most diversified and most preferred 
line of steel equipment — quality protected 
to give you the most for your investment. 


LYON METAL PRODUCTS, INC. 


General Offices: 1028 Monroe Ave., Aurora, Illinois 
Factories in Aurora, IIl—York, Pa.—Los Angeles 


® 
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NEW MONEY MAKING DEAL 
FROM Boorum & Pease 





VISIBLE RECORDS Gaga” COMPLETE OUTFITS 


 Avtomated record systems © Lowest cost and upkeep 
e Maximum volume of facts © Save valuable office space 
e Minimum time and effort © 


NS 
a 











Self-Service Counter Display 
Helps Customers Sell Themselves On 
Visible Record Keeping Equipment 


Now you can put yourself in the Visible Record Business quickly, easily. 
B &P has a new self-service Ring Visible Counter Display that does 

the sales job for you. It tells the advantages of Visible Equipment simply, 
clearly... has five different outfits so customers can see for themselves 
how they’re used. You take the orders, follow through with repeat sales 
as systems grow. 


This new silent salesman and auxiliary counter cards are yours free when 
you buy a basic supply of binders, sheets and indexes for only $49.95 net. 
Display plus a larger inventory with better depth of stock only $75.00 net. 





Today business needs and demands speed and 


accuracy in record keeping equipment. Keep on Aoeorum &3 Pease 


top of the demand, order your Visible Display 
now. See the Man from B&P or write today. SINCE SA NOAA ‘ 1042 


Blank Books Loose Leaf 

General Offices: 84 Hudson Avenue, Brooklyn 1, N.Y. B-P : 
Boston 10: 80 Summer Street « Chicago 7: 310 W. Polk Street 
New York 13: 349 Broadway « St. Louis 2: 115 South 8th Street 
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New Literature .. . 


continued from page 60 


waste baskets and planters and a complete new line 
of chalk boards, bulletin boards, peg boards, easels, 
chalk and bulletin board sheet materials, liquid slating, 
mounting cement and other related items. 

Inquiry Card No. 119 


The new, free 1961-62 Reference Manual for Steel 
Equipment No. 488 is now available from the EquipTo 
Div., AURORA EQUIPMENT Co., Aurora, III. New sub- 
jects covered in this edition include book shelving, 
sorting files, many new drawer cabinets and office stor- 
age units as well as the slotted angle, mezzanines, 
shelving, lockers, work benches, carts, drawer units and 
other storage equipment shown in previous issues 
Inquiry Card No. 120 


CHARLES C. SMITH, INC., 413-414 Exeter Ave., Exeter, 
Neb., has published a new catalog of Smith indexes 
and a revised price list. 

Inquiry Card No. 121 


THE EATON ALLEN Corp., 170 Tillary St., Brooklyn, 
N. Y., has issued four new price lists for its products. 
Wholesale list No. 400 covers master units, spirit sheets, 
duplicating fluid and hand cream; dealer price list No. 
400 covers “Ko-Rec-Copy” carbon paper, ‘Ko-Rec- 
Type,” “Ko-Rec-Copy” and “Ko-Rec-Kit’ 
papers: and list No. 301 covers carbon papers. An ad- 
ditional price list for typewriter and adding machine 
ribbons and master units is also included. 
Inquiry Card No. 122 


correction 


THE RyE SOUND CorpP., 145 Elm St., Mamaroneck, N. 
Y., has released a new combination cost sheet and 
business machine catalog No. 500. It contains illustra- 
tions, descriptions and pricing information. 

Inquiry Card No. 123 


Two new color guides, offered by the PeENco Div., 
ALAN Woop STEEL Co., help buyers to color-key steel 
lockers and shelving to plant, school, institutional or 
office color schemes. A standard color guide contains 
samples of standard finishes available at no extra cost. 
These include: No. 1 Olive, No. 39 Gray, No. 6 Pebble 
Tan Metallescent and No. 46 Vista Green. These stand- 
ard finishes have been chosen to harmonize with most 
background colors. The optional color guide contains 
samples of finishes which are available at slight addi- 
tional cost. Included are: No. 701 Spray Green, No. 
703 Rose Amber, No. 705 Saxe Blue, No. 707 Saddle 
Tan, No. 708 Swedish Red, No. 701 Iris Blue, No. 710 
Bermuda Beige and No. 711 Quaker Gray Metallescent 
All Penco finishes are electrostatically applied over a 
phosphatized undercoat for protection against corrosion 
They are baked on for permanence. Copies of these 
color guides are available from Penco Div., Alan Wood 
Steel Co., 200 Brower Ave., Oaks, Pa 
Inquiry Card No. 124 
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OFFICE EQUIPMENT 
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e-O-N 


J OFFICE EQUIPMENT 


THESE BASIC 


H-O-N GROUPINGS 


It is not proper, or necessary, to furnish 
offices with equipment in a hodge podge 
of colors and diverse quality standards. 
And that is what usually results from the 
combination of two, three or four differ- 
ent product lines. Instead, show your budg- 
et-minded customers how you can benefit 
them with an H-O-N basic grouping to 
suit their needs. Now you can offer a com- 
plete line of office furniture and equip- 
ment under the respected H-O-N label 
with its guarantee of quality, uniformity 
and performance — at moderate cost. On 
the opposite page are three popular 
H-O-N groups for merchandising as pack- 
ages at attractive prices. Let us supply 
you with the details. Address: Sales Dept. 
H-O-N Co., Muscatine, lowa. 
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GROUP NO. |. Modern steel desk has 60" x 30" linoleum 
top; five drawers on nylon rollers; aluminum trim and hard- 
ware. Bookcase is 42" high with glass doors on nylon rollers. 
File is full-suspension, two drawers on nylon rollers, aluminum 
hardware. Executive swivel chair has height and tension ad- 
justments, ball bearing casters. Naugahyde upholstery. 


r 
TY, 


FURNISH UNIFORM QUALITY, VALUE, APPEARANCE 


<— GROUP NO. 2. Combination file and 
storage cabinet has two letter and one 
card drawer on nylon rollers, three-com- 
partment storage, with lock. Modern steel 
desk has 60" x 30" linoleum top; five 
drawers on nylon rollers, aluminum trim 
and hardware. Machine stand has drop 
leaves, full tubular legs, and elevating de- 
vice. Executive swivel chair has Naugahyde 
upholstery; ball bearing casters; height 
and tension adjustment. 


GROUP NO. 3. Secretarial posture chair 
has height and tension adjustments, ball 
bearing casters, cushioned seat. Desk is 
60" x 30" linoleum top with typing exten- 
sion; drawers on nylon rollers; aluminum 
trim and hardware. File is full-suspension, 
two drawers on nylon rollers, deen 
hardware. Duplicator cabinet has steel 
doors on nylon rollers, drop leaf. 30"H x 
341/."W x 18"D. 
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CLEAN 
WHITE BORDERS 
mean ... 


CLEAN HANDS 
CLEAN TYPING 
CLEAN DUPLICATING 


Pat. Applied for 


New fluid duplicating master from ROSE research 


This most acceptable master with clean white borders was developed by 
Rose after several years of research. Now in full production, it enables 
secretaries to turn out neat typed letters in quantity on clean non- 
smudged paper—with clean hands, clean typewriter, and clean clothing. 


Rose master units with the new clean white border are available now in 
STA-CLEAN® Purple #294 and Ultra STA-CLEAN® Black #604 in 
size 814 x 11. Other colors and sizes will be added soon. 


We believe that even a trial order will convince you. Boa 
¥ BEM 
C77 _ 


s) 
ROSE RIBBON & CARBON MEG. CO., INC. - 


Harrison, New Jersey, U. S. A. Je 
A subsidiary of Bemis Bro. Bag Co. Ss , 
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money FAST 


PPLETE REGNA LINE 
registers - adding machines « safes 


Don’t miss this opportunity of your lifetime! This complete Dealer 
Line (more than 50 models) of low-priced REGNA cash registers 
and adding machines spells PROFITS, PROFITS and more 
P-R-O-F-I-T-S! 

Stream-lined, jet-age models surpass all expectations of business 
builders with an eye on tomorrow. Your choice of electric, hand, 10 
keys or full keyboard machines. 


Write today for informative literature. 


Move fast 
_ it’s profitable! 


It’s low-priced! It’s profitable! 
Mail the coupon—Mail it today— 


Mail it NOW! 
safes of unusually REGNA CASH REGISTERS, INC 


unique design, are 175 Fifth Avenue, New York 10, N. Y. 
covering the globe Genti : 

with tremendous ieee 
sales success. Several 
sizes and models 
available. 





Please rush more information on the 

complete Line of REGNA Cash Registers, 
REGNA Adding Machines, JOELI Fire-proof 
Safes, and outline advantages of becoming an 
independent REGNA-JOELI Dealer. 


In Canada: Commodore Portable Typewriter Co. Ltd., 
680 King Street West, Toronto 26, Ont. 


OUTSIDE CONTINENTAL JU. S.: 
Jorgen S. Lien, Box 522, Bergen, Norway 


Pete ewe ee ee ee ee ee 
Suannneranasaesanaanell 
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John H. Pierce, right, general manager ot Pierce Holding Ltd., conducting one of 
the company’s weekly sales training meetings 


Dealers are aware of the difficulties in selling a 
given market specific office machine equipment. 

One proven way for a dealer to keep selling an item 
in a given market area is to combine his efforts with 
that of the machine equipment manufacturer's. 

An example of such combined effort, which has 
been successfully working for several years, is between 
Thomas Collators, Inc., New York, and one of its 
dealers, John Pierce Holdings, Ltd., Toronto, Canada 
The combination of Thomas’ collator sales promotion 
and planning plus Pierce's sales personnel programing 
has resulted in a sales success story. 

Two years ago, the Pierce Company began a program 
to increase its Thomas Collator sales by using its own 
intensified sales campaign along with Thomas’ sales 
promotion program. 

They began by selecting key prospect groups. The 
key prospects were contacted with a combination 
of promotional medium and then followed up with 
personal sales contact. The program worked and formed 
a useful pattern for their present operations. Here is 
the way Pierce set up its sales planning and programing. 

At this time prospect names and address were 
transferred to addressograph plates which resulted in 
a direct mailing of about 900 prospects. The mailing 
consisted of advertising literature together with a du- 
plicated covering letter and a prepaid reply card. Im- 
mediately after the direct mailing, each day several 
individually typed letters, addressed to specific individ- 
uals, were sent out for each salesman. The letters said 
a sales representative would call within a day or so 
and contained additional literature. Salesmen reported 
the results of the calls on prospect referral forms 

In addition, trade publication advertising had been 
arranged to start during this period and to follow at 
intervals during the program. Also national publica 
tion advertising by Thomas Collators formed an impor 
tant part of the program. 
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Pierce instructing a new salesman in the use of company’s 
srospect referral form. The form is an integral part of 
company’s system for controlling inquiry follow-up 


A few months later Pierce arranged with these trade 
publications to send out a direct mailing to their sub- 
scription list, an ad reprint together with a covering 
letter and a reply card. Subsequently, at four month 
intervals, Pierce sent out additional direct mail to a gen- 
eral list of some 10.000 prospects. 

In addition, Thomas Collators with its national 
advertising and business show participation, has kept 
a steady flow of leads coming to Pierce. They use the 
manufacturer's lead slip to originate their prospect 
referral form. And, as salesmen’s reports come in, the 
addressograph plates are classified. 

Pierce originally felt that its program would saturate 
their market and few prospects would be left to sell. 
But, they have found that after two years of following 
this program they are somewhat less than 50% com- 
pleted. And, that a sizeable part of the overall field has 
not been methodically searched out or even included in 
this coverage 
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how to balloon your sales 
volume for I96I1-I962 


Stelmobter. all the way... } 


desks @ files @ chairs @ storagers @ business utilities 


STecDmabter art cine inc. 


170 w. 233rd st., new york 63, n. y. @ 6310 corsair st., los angeles 22, calif. 





ANNOUNCING a once-in-a-generation 
Sales opportunity... the publication of a 
completely new unabridged Merriam-Webster... 


Webster’s 
Third 
New Internationa! 
Dictionary! 


Now you can capitalize on the enormous publicity, 
advertising, excitement, and accumulated demand for 
a completely new unabridged Merriam-Webster. 
Every doctor, every lawyer, every businessman, 
every student, every parent is a prospect for this 
exciting new unabridged dictionary that presents the 
working vocabulary of the English-speaking world. 


100,000 new words 
or new meanings! 


This new Merriam-Webster contains 100,000 new 
words or meanings never before included in the 
unabridged Merriam-Webster. Over 450,000 entries 
in all! 


New defining style takes you to the 
heart of meaning — fast! 


In the new Merriam-Webster Unabridged, the mean- 
ing of every word is given vividly in a single flashing 
phrase of precise meaning for quicker, easier under- 
standing. 


200,000 demonstrations 
of word meanings! 
In thousands of instances definitions are followed by 
actual quotations from well-known persons and pub- 
lications to show exactly how a word is used. Our 
language comes alive and is clearly understandable. 
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Tremendous advertising and publicity 
campaign to build your sales! 


The biggest advertising campaign ever used to intro- 
duce a new dictionary starts in late September with 
full-page ads in TIME, LIFE, NEWSWEEK, U. S. NEws 
& WorLD REPORT, THE REPORTER, THE NEW 
YORKER, SATURDAY REVIEW, ATLANTIC, HARPER'S, 
THE NEW YorkK TIMES. Other publicity will appear in 
newspapers, magazines, on TV and radio. 


Order now —profit now! 


Every home, every office, every school is a pro- 
spective customer for you. 

Cash in on this tremendous profit opportunity by 
sending in your order — and setting up a display — 
so that your customers will know you have Webster’s 
Third New International in stock now! 


G. & C. MERRIAM Co., Springfield 2, Mass, 
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GU TOD ors 


dealer salesmen with S & H Green Stamps 








a e 
nd Hutchinson Compan 
ompany 


> 
° 


Sperry and Hutcte. 


FRE i & ifts! Make this your biggest, happiest Christmas ever. Earn perfect 


presents for you and your entire family with this terrific program. Every Cosco dealer salesman 





who registers will receive S & H Green Stamps with every Cosco “Director” Chair he sells. 
You’ll fill stamp books like magic . . . choose gifts for every member of your family from the 


giant S & H full-color catalog of top brand name merchandise. Enroll today! Start winning now! 


HAMILTON COSCO, INC. ° COLUMBUS, INDIANA 


PLAY SANTA TO YOURSELF... SIGN UP NOW! 
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COMPLETE 
PRINTING 
FACILITIES 


Where else can you find 

ALL these dealer advantages? 
When it comes to “showdown” 
... the Quality Park Package 


is your guarantee that... 


The Dealer Always wero nas ' New Quality Park Catalog No. 81 lists 


hg over 800 items, provides valuable sales 
(That’s YOU!) tips. Your inquiry invited. 


Sold through Dealers Only 
QUALITY PARK ENVELOPE CO. 


Main Office and Factory, 2520 Como Ave., St. Paul 8, Minnesota 
Atlanta Office and Factory, 650 Murphy Ave. S. W., Building E-12, Atlanta 10, Ga. 
Chicago Office and Warehouse, 564 W. Monroe St., Chicago 6, Illinois 
* 7Te West Coast Office and Warehouse, 837 Traction Ave., Los Angeles 13, Calif. 
© ano oF vanes *™ Dallas Office and Warehouse, Dallas 7, Texas 
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Huwwtel’s oFFice EQUIPMENT CO. 


Everything bor the Opfice 


TO 63860 «+ 117 NORTH MAIN STREET + HERKIMER, NEW YORK 


March 11, 1961 


John D. Brush & Co., Inc. 
545 West Ave. 

Rochester, N. Y. 

Dear John, 

Congratulations on your 100,000th safet Just finished 
reading the article in Office Appliances Magazine regarding 
your company. 

We have been one of your dealers for quite « few years 
and have found your safes « wonderful profit maker for our 
business. If every product that we sell, moved as well as 
the Sentry Safe we would be the leaders in the office supply 
and equipment business. Along our mein street in the Village 
of Herkimer, one out of every five stores has a Sentry 
guarding their papers and valuables. They consist of clothing, 
appliance, insurance, variety and other types of stores. 


Keep up your good work and may you celebrate your 200, 000th, 


very soon. 





Best regards, 


_Wirraryjl Pll 
HarrisGe’J. Hummel 
Hummel's Office Equip. Co. 





",..a wonderful profit maker..." 


SENTRY SAFES 


4 MODEL S-C SAFE-AND-CABINET SENTRY. 
Exclusive! Mahogany, walnut or blond wood 
double door cabinet (25y," x 20” x 20”) con- 
ceals Model S-3 safe—makes handsome 
end table, night stand, TV base. 

Suggested List $129.95 


< MODEL S-3 U.L., 1 HOUR, “C" LABEL SENTRY. 
Heavy all-welded construction, built-in 
3-number combination lock, heavy duty 
bank vault type lock bar. O.D.—24%" x 
174%" x 17%"; 1.0.—15" x 12” x 13” (2340 
cu. in.)—240lbs. Suggested List $89.95 


Model S-1 (as above except 0.D.—24%” x 174%” x 13”; 1.0.—15” x 12” x 
9%"; 2 position shelf) Suggested List $77.50 


OHN D. BRUSH & CO., Inc. 


Sentry Safes not only guard profits but make them, too, as 
many typical dealers have proven. Last year, the average 
Sentry dealer enjoyed once-a-month turnover... grossed 
$680 ... yet invested only $57...! 


No wonder Sentry Safes are profit makers .. . a full 
profit on every sale, yet the small businessman, farmer, 
professional man and householder now can afford the fire 
and theft protection he needs, because Sentry sells for 
less than half as much as average competitive safes! One 
hour, ‘‘C” label (U.L.), on all models, too. 


As well as the Cabinet and Standard Models shown 
above, you can sell the Major Sentry (Model S8) where 
larger capacity is needed, or the Cadet (Model S1) for 


even greater economy, where a smaller model is sufficient. 
The Sentry Insulated Filing Cabinet, Wall Safe and In- 
Floor Safe give your customers the versatility they want 
... give you the profit opportunities you need. 


Remember—Sentry Safes are drop-shipped to order. 
No tied-up capital, as one floor model is all you need. 


And now! The new Sentry Sales Kit—designed to bring 
customers into your store... help them buy once they're 
there. Send in the coupon for your free kit . . . today! 
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563 West Ave., Rochester 11, N. Y. 


Rush me, free, my profit making Sales Kit containing 8 full- 
color stuffers ... six-page selling aid ... cooperative adver- 
tising information ... window display material .. . direct mail 
pieces ... dealer price list and order form. 
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Ad Clinic 


Run A Contest — 
Win Friends 


by JACK BEDFORD 


The line thats 
always busy! 


IMPERIAL 


aS -—SMARK I 


The Bates list finder line is the most complete and 
varied you can carry. Bates offers such popular 
sellers as THE CAVALIER, luxuriously finished with 
gold or silver tooled leather panel; THE DIRECTOR, 
matching all telephone colors; THE PENCILIST, with 
an instantly available pencil; the compact MODELS 
A and K and the popularly priced SECRETARY. 
Typical of the smart styling and masterful engineer- 
ing found in Bates list finders is the IMPERIAL 
MARK I, combining wood and metal in four deco- 
rator finishes. Designed for the executive suite but 
priced to sell. 

Put them on display in your store now and keep 
your cash register busy! 














For complete information, write 
orga tes: 


Standard for Excellence the BATES manufacturing co. 


Orange, New Jersey 
New York Office: 63 Vesey Street, New York 7, N. Y 


NUMBERING MACHINES * STAPLERS © LIST FINDERS @ PUNCHES @ STAMP PADS» EYELETERS 





An office equipment dealer recent- 
ly wrote about a different method of 
promotion. He asked: “Can you tell 
me whether or not a customer contest 
is worth while for an office equipment 
business to use as an advertising pro- 
gram? And, if it is can you give me 
some suggestions about how to con- 
duct one? 

Contests are popular. People like to 
enter into competition with other 
people. You can cash in on this human 
trait with a customer contest that will 
build business for you. 

To make your customer contest most 
successful, you will need to make some 
advance plans. Here are some sugges- 
tions that will give your customer con- 
test the added zip it needs to increase 
sales and to build profits for your of- 
fice equipment business. 


A Two-Faced Contest 


Your customer contest has a dual 
purpose. It should encourage people 
to enter with enthusiasm, and it should 
accomplish something specific for you 
For instance, you can set the objective 
of your customer contest to: build 
your total sales; overcome seasonal or 
daily slumps; develop a large mailing 
list; and introduce a new line of 
equipment 

You do not need to limit your cus- 
tomer contest to only one objective. It 
is easy to combine several goals for 
your customer contest. 

Use your contest objective to meas- 
ure all of the following plans you 
make—rules, prizes, judging and ad 
vertising 

Your customers will pre-judge your 
contest on the rules you establish 
They should be easy to encourage 
people to enter, yet difficult enough 
so they have a sense of accomplish- 
ment when they win. 

Some thoughts on contest rules to 
keep in mind for your customer con- 
test include: simple rules are best 
make them easy to understand; explain 
all rules in your advertising for your 
contest; obtain all rights to all entries 
to avoid future troubles: do not per- 
mit any employee or family entries. 
This rule gives customers confidence 
in your contest; and make it easy to 
enter with plenty of entry blanks or 
by using a government post card 


continued on page 90 
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There’s a Gr affco 


Maptack and Map Flag 
for every Map & Chart use 


With an ever-growing volume of data to clas- 
sify, business offices need a greater selecticn 
of maptacks than ever before. The Graffco 
line, with its extensive variety of sizes, shapes, 
markings and colors, gives today’s record- 
keepers everything they need to pin-point 
the facts. 


Graffco products are sold only through the 
Office Supply Trade. Write for details on 
products and sales aids. 


Graffco Maptacks are conveniently pack- 

aged either in 100s or in attractive plastic 

boxes of 20 for display. Map Flags are Spherical Maptacks—3 sees in 20 plain ctlors. 

packed 25 per plastic box. Medium tnd ngs evable wth do stripe or 
ee ee 


+ 


. ta @ @ 


Flat Head Maptacks —In %" and 4" diameters, 20 Marking Tacks — In * 4", 54" and 7" diameters. 


colors, plain or printed with single letters of the Twelve colors, plain for marking with ink or 
alphabet or numbers 1 — 1,000. pencil, or printed with letters or numbers. 


Ho « 
’ ’ 


Map Flags — Triangular or Rec- 
tangular shapes (54"x 1") in 
12 colors. Opaque with writing 
surface, or Transparent, 
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Ad Clinic 


. continued from page 88 


Prizes Mean People 


Your customers will be entering the 
contest with one thought in mind—to 
win. The quantity and the quality of 
your entries will be determined in 
large part by the prizes you select. 

Here are some things to keep in 
mind in selecting the prizes for your 
customer contest: keep in tune with 
local competition. Your prize does not 
have to measure up to the prizes of- 
fered in nation-wide contests. Stress 
top value of prizes. For instance, if 
you are offering government bonds as 
prizes, emphasize the value at redemp- 
tion. Merchandise prizes should be 
advertised at retail value even though 
you buy at a discount. Give discount 
certificates to all entries. This makes 
it possible to advertise the fact that 
everybody wins. Also, it will help 
build sales volume after the contest. 
Have a good first prize to attract at- 
tention. People are enticed into con- 
tests by the first prize even though 
they have little chance of winning it. 





MEET AND 


BEA 
COMPETITION 


Call “Stan the Man” 
for pronit facts 


K & C's LOWEST INDUSTRY 
PRICES! 


K & C's HONEST QUALITY 
—— NO COMEBACKS! 


K & C's FAST, FAST SERVICE 
K & C's SCIENTIFIC PACKING! 








= 
ee METAL PRODUCTS CO.. 
a 1011 Greene Ave., Brooklyn 21, N.Y. 
—a HYacinth 1-4510 
~~ ig: 


) _/ 


SORE cre 7” 


Keep the value of the first prize in 
line with the goals you expect from 
the contest. Award plenty of prizes. 
Even though people are encouraged 
to enter a contest by the magnitude of 
the first prize, they still want to win. 
With plenty of prizes to be awarded 
more people will feel they have a 
chance to win and will enter your cus- 
tomer contest. 


Systemized Judgement 


Unless you establish some system 
for judging before the contest, it will 
present plenty of last-minute prob- 
lems when the final judging starts. A 
plan for judging your customer con- 
test should include the following 
steps: keep all entries together. By 
stapling the entry and the envelope 
will time later. 


together you save 


Eliminate rule violators. Even with 
simple rules for your contest, you will 
find that you can save time in judging 
by casting aside all entries that do not 
measure up to the rules. Have local 


This 


from the picture and makes it possible 


people judge eliminates you 


ced sty 
Ree 


a 


Be sure to see us at NSOEA Booth 616A 


K&C 


PROMOTIONAL 
STEEL DESK 


PACKED FULL OF FEATURES 

@ Armstrong linoleum top @ 5 roller 
bearing drawers @ Brushed aluminum 
hardware and trim @ Adjustable 
glides @ Oven-baked enamel finish 
@ Choice of 4 colors @ Plus K & C 
Quality! 

K & C quality cuts costly servicing 
— you keep the profits on our fast- 
moving promotional files, desks, stor- 
age cabinets and combination units. 
. . « write, wire or call Stan Neichin 
collect for the stay ahead of compe- 


! 
' 
' 
' 


INC. 


% 

pele) 
OVER A DECADE OF QUALITY AND a 
PRECISION IN STEEL EQUIPMENT — 


to get extra local publicity. Also, it 
will create good will for you for your 
customer contest. Make it easy to 
judge. Your rules can be designed to 
eliminate a lot of entries. When you 
turn the entries over to the judges, 
have only those entries that meet the 
requirements of the rules. Announce 
winners. Many local and national con- 
tests fail because the winners are not 
announced. Naturally, you are going 
to award the promised prizes—let 
your public know who won. 

You are going to spend some money 
on your contest. Prizes, entry blanks 
and judging costs money. Spend a 
little more to be sure you get max- 
imum participation and advertising 
value. 

In announcing your contest use the 
smash technique. Use all advertising 
newspapers, radio and direct 
start the contest. 


media 
mail—when 


During the time period of your 


you 


contest, keep reminding people about 
your customer contest. Small space re 
minder ads used consistently will keep 
interest high during the contest. 

Use big space advertising to an- 
nounce the final deadline. It will help 
build suspense and is good advertis- 
ing for you 

When you 


you can get extra advertising value. 


announce the winners 
More people will read this ad to see 
if they know the winners, or are one of 
the winners. Pictures and addresses of 
the winners will give your ad local 


readership 


New Hearings on Design Piracy 

Increased momentum in the drive 
for new legislation protecting designs 
is reflected in a forth-coming three-day 
hearing on S. 1884 introduced some 
weeks ago by Senators Hart, Wiley 
and Talmadge. 
been scheduled for August 15-17 and 


The hearings have 


will be chaired by Senator Hart, with 
Senator Wiley, 
member of the Senate Judiciary Com 


as ranking minority 


mittee and its Patents Subcommittee, 
expected to participate. These hearings 
will supplement the constructive pre- 
liminary hearing of last year which 
was closed by Senator Hart with the 
that 


statement “there will be much 


more to follow.” 


OA-10/61 





ee 


Shee 
at 


EARN AN EXTRA 10% on brief covers with 


Amberg’s “Combined Order Basis” discounts. 


This extra 10°/, is money in your pocket — extra profits earned 

because you're a careful buyer. And the extra 10% discount 

Visit us at Booth 138 can be earned on your complete order . . . including any of the 

NSOEA CONVENTION almost 1,000 items offered by Amberg: file folders, filing sup- 
Comet ten. plies, files, albums, record cases, and many others! 

Chicago, Iilinois See your Amberg representative or write direct for full pricing 

Sept. 23 thru 26, 1961 information. And be sure to ask for your free copy of Amberg's 

big profit-packed 1961 catalogue! 


AMBERG FILE & INDEX CO., KANKAKEE, ILLINOIS 
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You can spot the Ace 


THIS IS AN UNRETOUCHED PHOTOGRAPH 


The distinctive “Durastan” sheen on Ace Staples is your key to greater perform- 
ance. Ace Staples are plated with “Durastan,” a new alloy that makes each staple 
rust-resistant and more durable. 

With Ace Staples you’re never bothered by thin wire, heavy lumpy coatings of 
glue, misalignment, skewed staples, jagged cut-offs, legs that are not at right 
angles. Unlike ordinary staples, Ace Staples must meet rigid quality standards 
before they’re passed on to you. That’s why you’re assured of perfect performing 
staples every time. So the next time you buy staples say “ACE,” and be sure. 

ACE PILOT STAPLES — 

the finest for all standard machines. 


*The staples on the right are ACE. 
YOU ARE CORDIALLY INVITED TO VISIT THE ACE 
BOOTH #99 AT THE NSOEA SHOW 
FASTENER CORPORATION 


4100 West Victoria St., Chicago 46, Ill. 


Canada, Canadian Staples Ltd.. 6705 Upper Lachine Ra.. m 
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are you using these two high-powered 


aD o ge” oe salesmen? 





boost your 
business 
case sales 


50% 


DISPLAY RACK shows complete Dopp 
line in smallest possible floor space! 
Measuring only 4144” wide x 63” high x 12” 
deep, this fast liquidating Dopp display has 
made sales history among our dealers, in- 
creasing leather goods business as much as 
50% in many stores! It can do the same for 
you! Investigate this potent selling aid through 
your Dopp representative—display it prom- 
inently for higher profits—faster turnover. 


Zippered Portfolio 
cat. no. 371 


Brief Bag 
cat. no. 298 


Dorp 
fem we Seeds 


DOPP LEATHER GOODS CATALOG — at 
your service — on counter or sales calls! 
Be sure and take advantage of this powerful 
selling medium that pictures and describes 
Dopp’s quality line of briefcases and other 
leather goods to meet every selling need. Place 
it conveniently on your counter—use it as a 
supplementary stock to help your customers 
find exactly what they want. Carry it on sales 
calls—for extra orders every time—try it and see! 


Salesman’s Case 


cat. no. 366 Ring Binder 
cat. no. 696 


te 


Shown here, only a cross-section of Dopp’s 
outstanding collection of nationally advertised 


business cases for executives, salesmen, 


men and students. 


Attaché Case 


Underarm Envelope 
cat. no. 236D 


cat. no. 1711 


Charles Doppelt & Co., Inc., 2024 $. Wabash Ave., Chicago 16, Ill. 


Showrooms: New York — 389 Fifth Ave « Los Angeles — 712 Olive St. 
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professional 


MAIL COUPON TODAY FOR DOPP’S CATALOG #30 


Charles Doppelt & Company 
2024 South Wabash Ave., Chicago 16, Ill. 


Gentlemen: Please send me a free copy of 
Dopp Leather Goods Catalog No. 30. 


NAME OF DEALER 








ADDRESS. 


CITY SS eee 


Dealers only will be sent catalogs 








ANY WAY YOU LOOK AT IT... 


his 


lay SHEET 
PROTECTORS 


MEAN MORE PROFITS FOR YOU! 


VULAR,® 

a TERAFILM® plastic sheet 
made of EASTMAN KODAK’S 
new TENITE® polyester. 





INL 











AY 





Vular is the newest plastic sheet protector in five years. Customers go for its 
remarkable clarity...its greater strength...its resistance to cracking and scratch- 
ing...its long lasting durability. You'll go for its price advantage over competi- 
tive protectors. Vular sales are faster... your profits quicker. 

Get a free sample and complete Vular profit-making details now. Write to— 
AMERICAN KLEER-Vu P.astics, INC., Division of Kleer-Vu Industries, Inc. 
76 Madison Avenue, New York 16, N. Y ORegon 9-5900 
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Another New FAULTLEgsg Development... 


ylon Post FLAT-TOP Binders 


bea I 


Ai 


Ec ah 


\ 
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With a flick of the finger, FAULTLESS’ 
sturdy Nylon Posts are easily and quickly 
secured by two simple retaining devices. 
Gone is the nuisance of complicated levers, 
clumsy gadgets, and awkward slides, com- 
mon in ordinary binders. 


——— 


—=—=—=—_—=————S= 


These tab form binders are quality-made of heavy, first-grade virgin vinyl plastic, elec- 
tronically heat sealed. Stiff cover construction. Seafoam Green, French Calf Finish. 


Keep Simplified Efficiency 
at your finger-tips... 


You can judge a book by its cover 
— that is, if it happens to be the 
revolutionary new Faultless de- 
velopment . . . the Nylon Post 
Flat-Top Binder! What makes 
this tab form binder so different, 
so much better, so much easier 
to operate? Basically, the unique 
manner in which the Nylon Posts 
are held in place. Notice how 
two nickel-plated retainers grip 
the posts, holding them perfectly 


flat against the inside cover. 

We call these features and the 
many advantages they offer, 
Simplified Efficiency. So will you! 
For actually, it takes but a mo- 
ment of using the new Faultless 
Nylon Post Flat-Top Binders to 
fully appreciate their very prac- 
tical design, their completely su- 
perior record-keeping capacities 
and capabilities. 

The attractively priced line is 


complete in a wide range of sizes 
and types, for burst forms; and 
in olive canvas binding for un- 
burst marginal punched forms. 
Invest in the best — buy 
FAULTLESS! 


STATIONERS LOOSE LEAF CoO. 
246 East Chicago Street, 
Milwaukee 1, Wisconsin, 
114-116 East 13th Street, 

New York 3, New York 


FAULTLESg ... Your assurance of superior features and foremost quality 
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©1961, Venus Pen & Pencil Corp., Lewisburg 


on 


N°20 


Erasatbte 


} 


Try them. They're on us. 


They’re three specialized Venus ball PEN‘:cils® you'll 
want to try out in your office: Super Fine, for bookkeep- 
ing and extra fine writing. Erasable, with eraser. Repro- 
ducing, for use with all office copying machines. You can 
get all three free with your next order of 3 dozen Venus 
ball PEN:cils (No. 10-3D) with either blue or red ink. 


Stationer. Offer contains 3 dozen 
Please send me the fol- regular Venus ball 
lowing packages in he em aie gl : 
Venus’ Department Test wall PEN-al F EN cils in blue or red 
Offer No. 10-3D. ; ink, PLUS three free 
iin Gilt Winiiinsinn samples for testing: 
(Blue ink : Super Fine (39¢), Repro- 
No. of Packages ducing (39¢) and Eras- 
(Red ink) able (29¢). OP 10 


Mail this coupon to you Venus’ Department Test 
VENI 4 


— STATE__ 
THIS OF ‘FER R GOOD | FOR LIMIZED TIME ONLY 


SOOTHE CHEE EEEEEEEE REE RERET EEO O OOOO EOES 


. 
. 
. 
- 
. 
. 
7 
. 
. 
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Core 


BRAND 


CELLOPHANE TAPE 


wo. 600 


? 80S tpg 
PANSPaery, 10 tte 
#FORDEG sp 
SPiCuHY 
af 


Don’t miss out on this money saving offer! From September 18, and for six weeks following, you 
get two free rolls of either the 2592 inch or the 1296 inch “Scotch” Brand Transparent Tape when 
you buy ten! Call your “Scotch” Brand Tape supplier now. Offer applies to all standard widths, 
% VY ¥% and 1 inch x 2592 inch; % and % inch x 1296 inch transparent rolls. Regular assorting 
privileges. This offer expires October 31, 1961. 


REG. U.S. PAT. OFF 


SCOTCH BRAND 


**SCOTCH iS A REGISTERED NAME OF 3m CO., U.S.A. 


3m MINNESOTA MINING E MANUFACTURING CO. 
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Build a Strong Image . . . continued 


local libraries or a list of special business services 
available in your community. 

Once you make it a regular practice to provide 
such information to your customers, you'll find 
they frequently call upon you for answers to other 
problems. A reputation for providing such help- 
ful information can do much to build an excellent 


image of your business as a source of real service 


Checklists . . . A closely related idea which will 
often bring direct business while helping with 
your image-building project is the distribution of 
checklists to cover special and recurring business 
situations. 

Such checklists require careful thought and more 
than just a few minutes for preparation, but they 
can quickly pay for the time and money expended 
by bringing in extra business. 

For example, when a business moves it faces 
many special problems . and certainly will wel 
come with open arms any help it is offered. A 
checklist of helpful moving hints can win many 
friends for you. Many of these will be unrelated 
to the products and services you offer, but there 
are numerous opportunities for you to suggest 
ways in which you can be of special help. 

A change of phone number or company name 
also offers an opportunity to provide checklist 


2 
fot) 
—— 
— 
=a 
~~ 
fom] 
fone 
fo i) 


help. 


Another special occasion checklist which can re 


a 


sult in additional business is a run-down on ideas 


for celebrating a company anniversary. 








Easy-to-Prepare Newsletter . An excellent pro 
motion vehicle which is currently enjoying increas- 
ing popularity is the newsletter. An Eastern art 
supply store has developed a variation which can 
easily be adopted by any office supply dealer. 
This store selects a number of statement stuffers 
available from various manufacturers particu 
larly those describing new products. These are 
then coupled with a one or two-page newsletter. 
Three to six statement stuffers are used for each 
mailing. The newsletter which accompanies them 


devotes a paragraph or two to each of the prod- 





ucts described in the stuffers, commenting on the 
special features of these products and offering sug- 


the only place they won't gestions on how the products can best be used. 
. ° Reprint-of-the-Month Another effective way 
stick iS on your shelves to build an image of a business which is interested 
in its customers and prospects is to adapt an idea 
Elmer’s products turn over fast. Profits go up. No wonder which has been used successfully for a number of 
—with all the ads in top consumer magazines backing years by a Southwestern photoengraver. 
them. Stock ’em all. See your supplier or write Elmer, . / é 
The Borden Company, Dept. 0A-101, 350 Madison Ave- 


nue, New York 17, N.Y. Rar professional publications which cover the interests 
(Available in Canada.) ee of its customers. Then it selects what it considers 


OTB.C continued on page 130 


This organization regularly studies business and 
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BROWNE-MORSE 


... the line with the new trim look plus 
flexibility that helps clinch sales 


Here is office furniture with a distinctive styling. 
Browne-Morse Slimline is trim and graceful, yet 
astonishingly sturdy. And it gives offices an 
amazingly spacious appearance. 

Best of all, the extreme flexibility of the basic 
L-Unit desk allows you to custom-design it to the 
special needs of any office. Colors, too, are avail- 
able in a wide variety to complement any decorat- 
ing scheme. 

Desk top defies all but the most deliberate abuse. 
Drawers are interchangeable. Executive swivel 
chair of heavy gauge aluminum has restful foam- 
rubber seat and unique nylon sleeve hub (never FM-21 ARM CHAIR | 
needs lubricating, never binds). 


DEALERS: 
Slimline, the new Browne-Morse lighter look, offers you 
these seling advantages: Manufacturers of steel office furniture, 
. Slimline is loaded with extra features. 
. Warehousing throughout the country. : : - . 
. Fast, efficient customer service. aluminum chairs, filing supplies, 
. Office planning counsel and layout. 
. A protected franchise that means extra profits for you. , 
. More than half a century of furniture manufacturing laboratory equipment, 
know-how. 
. Promotion and advertising backing that helps you : 
mae pontucta. hospital case work, fume hoods 
Write today for information on a franchise in your area. 


rowne 
- orse Browne-Morse Company Muskegon, Michigan 


COMPANY 


MUSKEGON, MICHIGAN Architects of efficiency for America’s offices more than half a century 
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introduces America’ 
JULCCESS: stir dest cleriar 


— WRITING SPACE 
<] a an Ne MINIMUM 


DESK SPACE 


No. 21—A _ combination memoran- 
dum pad and appointment Calendar. 
Combines all features of other fine 
SUCCESS Calendars, plus far more 


iain eee PRICE: $325 
A new King-Size SUCCESS Desk Calendar designed to meet the 
demand for a larger book style Calendar... provides the maximum 
writing space required by many busy executives and office 
personnel, yet takes up the least possible desk space. Really two 
Calendars in one. Each Page has more usable* 

writing space than the standard 5x8 Calendar. 


*Below the arches on the arch type... below the printing on the flat type. ooh 


think of 
CALENDARS 


COLUMBIAN Atal WORKS, INC. 


2300 WEST CORNELL STREET © MILWAUKEE 9, WISCONSIN 








WRITE FOR NEW CATALOG V 
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delivers a new baby! 
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Announcing 
new Burroughs 
NU-KLEON 
Copy Sets 











SEE US AT NSOEA BOOTHS 145-146 
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utility covers and countless others. So versatile—so simple to use and re-use. 


So many styles of DUO-TANG’ covers. . . What a variety! 


DUO-TANG has covers with pockets ar ad covers with windows 


covers with acetate fronts  .. end open covers ' .. covers with 


sewed-in gussets .. . covers that can be decorated to meet specifications . . . 


And DUO-TANG'’ covers come in so many colors 

materials ... Every color of the rainbow...and dozens more... 

The variety of materials is terrific, too. Leatherine, Fortebello, Granada, 
Morocco and Levant Grain Sturdiflex. 


No springs or clamps... just the easy-to-use, built-in 
- To ; 
DUO -TANG’ fastener you can work again 


and again with reliability. Remember, this unique 


. © 
fastener was originated by Ellinguveilhe \7 








Write today for full information 


<b 
Visit us 
in Booth 
No. 177 at 
NSOEA 
in Chicago 


ELLINGSWORTH MFG. CO., 200 South Peoria Street, Chicago 7, Illinois 
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ATK Up NEW SAleS ex som rap 


eeeecece continued from page 23 


& pr OfItS with the 


a taken by the British government to impose an ad- 
ditional control. 
At the time of the interview the action con- 
sisted of a standby measure granting power to a 
taxing agency to add 10% to the current purchase 
tax, if that should be deemed necessary. For some 
unexplained reason office machines are exempt 
with the from the purchase tax while office supplies are 
EXCLUSIVE subject at the rate of 25%. 

ceonnee SPRING-WICK Mr. Day was the first of many businessmen in 
a Taors See F ke voluntary comments about the 

urope to make voluntary comments abou 


. 
acka in , as illustrated. sie ane Brenner og orgy 
— Just push down virtual absence of unemployment in their coun- 


ink flows again— tries. In England, according to Mr. Day, it is al- 
- Will not dry up r r 


if left uncapped. most impossible to obtain additional office workers. 


To a somewhat lesser extent, this holds true in 
reference to factory and industrial personnel. 
A delightful visit to the Percy Jones (Twin- 
lock) Ltd., factory in Beckenham, just outside 
London, lingers in memory. The Huttons, father 
and son, received us graciously and gave us a full- 
scale guided tour of the factory in which is pro- 
duced a large volume of loose leaf equipment, ac- 
;, ' cessories and supplies. Twinlock distribution is 
Available in attractive 4, 8 or 12 color | _ exclusively through dealers in the British Isles. Be- 
sets. Also individually carded. {Bubble} ; ’ d : , 
cause many Twinlock products require systems 


selling, the firm’s salesmen are heavily involved 


. \ 
enew prices oe ' \ in a campaign of dealer education in the advan- 


eeeeces \ tages of calling on customers in their places of 
\ business to survey needs and subsequently suggest 
binable for big discounts. List prices range from 39¢ ~_» — . solutions to record keeping and accounting prob- 


5 Sizes, 4 different packages and 11 coiors, all com- * 


to $1.49. lems. 


° ‘ JQeader’s While in Scotland we encountered an interest- 

* new promotions gin Digem ing vacation custom. Upon arrival in Edinburgh 

eccccece siaiati in a rented car (a floor shift model that kept me 

P _ . continually aware of my inexpertness as a driver) 
omplete merchandising program, dealer aids 


and national advertising backs you—helps you : we were strongly urged to avoid Glasgow and its 
pr fern gehen Digest, school, office ae environs because the annual “Glasgow Holidays” 
were in process. Apparently all industries and most 

businesses cease functioning for a fortnight. Vir- 

tually every citizen of that great Scottish city goes 

Tested and on vacation at once. The prospect of jammed roads 
Approved by the combined with my unskilled driving led us to 


. U.S. Government ‘ 
Pocket Size, ¢ 4.5 school Boards circle wide around Glasgow while enroute to Loch 


Slimline Lomond. 
PEN Space is gone. It looks like this will have to be 
a continued story. More notes about the industry 


MARKERS 2 i in Europe will be coming your way next month. 


available --: 





FOUNTAIN 
MARKERS 


MANUFACTURING COMPANY Wilh SE Renna APR 


305 Plane Street * Newark 2, N. J. . Editor 











“Makers of the Famous Lewis Safety Knife and Flash Box Opener”’ 
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QUICK SERVICE 
INQUIRY CARDS 


To obtain more information 
about any of the New Products 
in this issue, simply circle the 
corresponding numbers on the 
card at right. For more informa- 
tion about any of the Sales 
Stimulators in this issue, circle 
the corresponding numbers on 


Office 
Appliances 


! > 8 6 9 2. oe 
16 18 19 20 2! 22 23 24 25 
31 33 34 35 36 37 38 39 40 
46 48 49 50 51 52 53 54 55 
él 63 64 65 66 67 68 69 70 
76 78 79 80 SI 82 83 84 85 


SALES STIMULATORS, CATALOGS 


101 «102 103 104 105 106 167 

11h 11234 OB OSCSE—s*sB 
121 122 123 #124 #125 «#126 #127 128 
131 132 133 134 #135 «6136 «#6137 138 


Please ask the manufacturers, indicated by the key num- 
bers I have circled, to send further information without 
delay. 


Service is restricted to subscribers-dealers and 
wholesalers in office equipment and supplies. 


October 1961 Issue of OFFICE APPLIANCES 
Card void after December 1, 1961 


the card. To obtain copies of seiitios 
New Catalogs and price lists in Gousiie 


this issue, circle the key Business Address 


numbers on the card. These 
requests will be promptly for- 
warded to the manufacturers. 
*T his service is restricted to 
dealers and wholesalers in the 


office equipment and supply field. 


The handy subscription card at 
the right is enclosed here for 
your convenience. Use it to 
enter or renew your own sub- 
scription, or tear it out and 
give it to a friend, salesman or 
employe active in the retail 

ffice stationery, machine or 
furniture business. 


Appliances 
Enter my subscription including the Annual 
Buyer’s Index 


C] 3 years $8.00 C) 2 years $6.00 


[) 1 year $4.00 
U. S. Possessions, same rate as above. 


Canada, add 50c per year. All other countries, 

3 yrs.-$20.00 ; 2 yrs.-$15.00; 1 yr.-$9.00 

[] Payment enclosed C) Bit me 0 Si! firm 
C] New C] Renewal 


RETAILER: Please check all products that you sell. 
( Office Supplies and Commercial Stationery. 


[] Office Machines [] Office Furniture and Equipment. 
OTHER: Check category which best describes your firm. 


Dept. store, chain store, resident buyer, college book store or 
school supply distributor. 


[) Executive sales agency handling noncompeting major line. 


[] Wholesaler of commercial stationery or office supplies, office 
machines, office furniture or equipment. 


() Manufacturer of commercial stationery, office machines, office 
furniture or equipment. 


{] Manufacturer's repr tive. 


() Other (please describe). ...... 








Inquiry Card covering 


new products 
and sales aids 
in this issue 


See other side 
for Quick Service 
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Yes, Yes, Yes! 40% 
THE NEW 


werest “K3” 


LIGHTWEIGHT PORTABLE TYPEWRITER 


Gives you a big-BIG 
40% PROFIT! 


. . . AND — LOOK at these terrific values: The 
Everest “K3” Lightweight Portable has SEGMENT 
SHIFT ™ Two-Color Ribbon ® 44 Keys ® King-Size 
Carriage Return Lever ® Springiest, Easiest Touch 
Imaginable ® Perfect Alignment ® Variable Line 
Spacing ® Only 9 Lbs. in Weight. 


HIGHEST EVEREST WORKMANSHIP 
s Smee THROUGHOUT. 

re The Everest “K3” combines ALL THE FEATURES 
; ,ec % ey ER YOUR CUSTOMERS HAVE BEEN ASKING FOR — at 
y seVvougryY a the low, low retail price of only $69.50 (plus FET). 
pOBWHRERBRETAY EUR: SoBe Ria EXTRA: Selection of smart colors: Blue, Green, Ivory. 
~: © EXCLUSIVE: Selection of type styles: Pica, Elite, Bos- 
goooGcou9 o @ ton*, Script*, Art*. (*$2.50 extra). 
Ca ZB x BC By Be BN EME Remember! With every Everest “K3” your profit is 
always 40% and on 6 machines or more we prepay 

freight! 

. — wae For the Dealer: BIG PROFIT! 

Yes! For the Customer: BIG VALUE! 


ua”? : “MAKE MORE MONEY WITH EVEREST” 
UCSC Cea SMaoee Segment Shift! Nt MR MNT 


ALMA OFFICE MACHINE CORPORATION 
349 Broadway, New York 13, N. Y. 


Gentlemen: 
d| ty 1, too, want to “Make Money with EVEREST” 
pered luggage style carrying C) Please rush me more information. 


case with gleaming gold plated ; ‘ 
Please arrange for a FREE d tration emises without 
lock and key FREE with each | 7 an cpigation a 


machine. 


FREE with every machine 


This handsome, double-zip- 





FIRM 








ALMA OFFICE MACHINE CORPORATION 
349 BROADWAY Mf NEW YORK 13, NEW YORK 
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Be oftice-smart..spec i 


DAN -DE 


It is smart to stock, display and recommend DAN-DEE 
waste baskets. They’re functional in design, more 


XSi durable in construction and attractively styled 





for today and tomorrow. Available in an array of 


modern standard colors DAN-DEE can also be fur- 
(/ nished in specific colors for custom assignments. 
Ask for information and send for literature 
—ee 


on the complete DAN-DEE line. 





ee 


STYLING _ 
ECONOMY 
__ DURABILITY 





ERIE PN as METAL CO., INC., eric, PENNSYLVANIA 
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STRONG IS A ONE WORD DE- 
SCRIPTION OF STAXONSTEEL 
TRANSFER FILES. TESTED 
AND PROVEN IN 
THE FIELD, AS a btiees 
WELL AS 10 THE ADEE 
LAB. IT’S THE eRe hy 
ONLY FIBREBOARD 1 

FILE THAT GARRIE 
DRAWER WEICHT ON A COM- 
OLETE STEEL FRAMEWORK, 
FRONT & BACK, ALL AROUND. 
STACK THEM CEILING HIGH 
TO USE ALL SPAGE TG FULL 
ADVANTAGE. rae 
SMOOTH ACTION fai=t’, | 
DRAWERS GUAR fa! 

ANTEE COMPLETE — 
ACCESSIBILITY TO 
CONTENTS. YOU GAN 
ALL THE PERTINENT F 





i 
G 
AC 


Lt 
E | 
T$ 
ON STAX BY WRITING TO 


BANKERS Box COMPANY 


RECORD STORAGE FILING €E QUIPMENT 
i A oh Park, Illinois 
"NX Anaheim, California 


No. 509 STAX-DEMO |” 
: Here is an exciting new sale a 





For Fair Trade 


by DONALD S. FREY 


Secy-Treas., Wholesale Stationers Association 


The author has talked about the current anti-trust laws 
and how they applied to stationers (cf. OA Sept. ’61, 
pp. 96-108). Now he discusses a variety of methods 
that businessmen can use to assure the continuance of 
fair trade 


i The “rights” that distributors have in our free enter- 

4 F prise cannot be enjoyed without working for them. In 

NEW . F reality, they represent the greatest chance individual 
“a ’ ¥ firms have to do things for themselves. In fact, business 

executives of each generation owe a duty, perhaps, to 


Me feor ee | add some new values to our economy. We cannot afford 


' to just sit back and expect the present values and rights 
y iA ’ to remain with us. 

4 y Once the rules of “free and fair competition” are 
understood, it becomes the duty of each member firm 
of an industry to vigorously support such rules and to 
call any infraction of the rules to the attention of the 
violating firm, and then to the industry if the violating 
practices continue. Many of the ills that plague various 
industries today are the result of business leaders failing 


Specially designed for | to stand up and work for their rights. If any firm sees 


2 i any violation of the rules of free and fair competition 
office furniture — and set forth above, it is that firm’s duty to seek one or more 
priced for your profit! | of the following corrective measures: 

only $3.95 retail per set (1) PROSECUTION BY DEPT. OF JUSTICE 

| Violations of the Sherman Anti-Trust Act (restraint 
of trade monopoly as covered in Guides No. 1 and 2 
You'll /ike the new Meteor Supercasters. They're easy- above) are prosecuted by the U. S. Department of Jus- 


rolling... instant-swiveling tae and guaranteed by tice under the leadership of the Attorney General in 
Shepherd for the life of original furniture! Aiton of Gx halk it Divisics. 


You'll like se//ing the Meteor too. From our New (2) LITIGATION BY FTC (reorganization) 


Custom Kits, your customers can choose beautiful The Federal Trade Commission has considerable pow- 
beige, gray or black casters to blend with any wood : : 2 spre? 
er to prosecute business firms found to be violating any 


or metal furniture. : “At 
of the provisions of the Clayton Act, as amended. (Sec 
Your stock needs are sma//—because casters (each 


. 11 provides for issuance of cease and desist orders). 
color) and fastenings (each type) are separately pack- 
aged in sets of 4. Just select the desired caster color (3) LITIGATION BY INDIVIDUAL BUSINESS 
and snap the proper fastenings into place! No tools, FIRM 
no effort needed. You'll please any customer with a 


aise af deck! The law also gives the business firm the right to bring 


a lawsuit on its own behalf against the violators either 


For fast turnover and excellent profits on a small for an injunction to restrain them from continuing such 
investment—sell quality Meteor Supercasters for 


alien tubaitues practices or for any money damage it has suffered by 


reason of the violation, or for both. In such a lawsuit 
it may be granted three times the amount of its money 
damages. (Sec 7 of the Sherman Act). 

(4) EVIDENCE NEEDED FOR ANTI-TRUST 
PROSECUTION 
New Custom Kit Plan To file a complaint with FTC involves considerable 


Seren ee : : 
cay cuts your inventory... hard work, but the kind of work we have to do to de- 
) . se | fend our rights. The kind of evidence that must be col- 
a. 2 
y oN) 


@ For carpet or hard surfaced floors 
@ Molded of tough, self-lubricating Du Pont Delrin® 
@ Guaranteed for life of the furniture. 


NEW 0.E.D. CATALOG lected to support a complaint is set forth here: 
A. Identify all manufacturers or other suppliers who 
Meteor Pats. Pending sell their products directly to the named whole- 


shepherd») casters INC sale distributors and to retailers. 


THE OMIGiar sPHEMcar caster ~~ '™ ” pO. BOX 672, BENTON HARBOR, MICH . Indicate which of the named manufacturers ee 
continued on page 112 


in Canada: Shepherd Casters Canada, Ltd., 23 Railside Road, Don Mills, Ontario 
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which typewriter ribbon is super-sharp? 





ae 


COTTON RIBBON MYLAR RIBBON 


SILK RIBBON CARBON PAPER 


SEE FOR 
YOURSELF! 











SUPER KEMLON 


THE KLEAN-WRITE SUPER KEMLON RIBBON 


Even with the naked eye, you can SEE the difference . . . but magnified! Here's 
PROOF POSITIVE that new Super Kemion is a sharper, cleaner writing ribbon than 
any Mylar, carbon paper, silk, nylon or cotton ribbon! Now—because of a unique 
new chemical treatment, this miracle fabric will absorb more ink and give more 
wear than any other ribbon ever made. 


Super Kemlon ribbons are so thin that 36 yards can be wound on an IBM spool— 
24 yards on all others! 


SEND FOR YOUR TRIAL ORDER TODAY! 
Klean Write Super Kemlon Ribbon—with Dual Spool. 


36 yds. for IBM typewriters ........ .. . » $40.00 per doz. 
24 yds. for all other typewriters... ..... . . » $28.50 per doz. 


See vu $s nventi 
ebay me teas HB FRANKEL MANUFACTURING CO. 
285 Rio Grande Bivd., Denver 23, Colorado 


FRANKEL 


manufacturing company 
Colors 


Established 1906 
Degree of Inking: [) medium medium heavy record 


& 
¥ 
® 
285 Rio Grande Boulevard - Denver 23, Colorado Bb make of typewriter 
& 


Please send me a trial order of Klean-Write Super Kemion Ribbons. If | am 
not completely satisfied, | will return the unused portion and receive credit 
Doz. —for IBM typewriters 
Doz.—for all other typewriters 


Name 
Firm Name 
Address 
City 


In New York, contact: Crystal Copy Corporation « 4 West 16th St. » New York, N. Y. 
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Some Measures For Fair Trade 
continued from page 110 
other suppliers have knowledge that their whole- 
sale distributors are also selling at retail. Explain 
how each knows this to be a fact. 
C. Submit catalogs and price lists issued by each 
named manufacturer or supplier 
D. Submit information, such as invoices or purchase 
orders, which will show that each named manu- 
facturer or supplier is selling or has sold mer- 
chandise of like grade and quality at different 
prices to various customers in the Savannah trad 
ing area. 


(5) ENCOURAGE TRADE ASSOCIATION PRO 
GRAMS OF ANTI-TRUST LAW EDUCATION 

No association, as the spokesman for its particular in- 
dustry, can afford to stand aside and ignore the situation 
of flagrant disregard of the anti-trust laws of this coun- 
try. 

(6) FTC TRADE PRACTICE RULES 

Another avenue of working to defend the right of 
free and fair competition in an industry is the means of 
a Trade Practice Rules Conference. Some 170 industries 
have had such conferences. 


(7) LEGISLATIVE STEPS 

To correct alleged ills in an industry, some business 
executives turn to the remedy of ‘more legislation.” We, 
personally, do not feel that this is the answer. Here, 
however, is a brief summary of the pertinent bills in 


Decorator Line 
by Vogel -“Peterson 


Congress in our area of concern: Temporary Restraining 
Order: This is embodied in a bill by Congressman Steed 
of Oklahoma (HR 1233) which would empower the 
Federal Trade Commission to enter a temporary cease- 
and-desist order against a firm, if the FTC has con- 
cluded that a prima facie showing has been made. The 
need for this lies in the slow movement of cases toward 
settlement by the Commission. Rece‘ving Discriminatory 
Allowances: A bill by Congressman Patman (HR 124) 
is designed to prohibit buyers from knowingly receiving 
discriminatory allowances for services or facilities from 
a seller just as they are now prohibited from knowingly 
receiving price discriminations. Functional Differential: 
A functional differential bill (HR 3465) has again been 
introduced and hearings are being sought by several 
wholesaler groups. This is designed to require manu- 
facturers to make allowances in prices between whole- 
salers and direct-buying retailers to offset the cost of the 
functions of selling and servicing the small retailers, 
which functions the chains do not perform. Sales Belou 
Cost: A revision of the bill introduced by Congressman 
Patman last year is presented as HR 127. This bill pro- 
poses to amend the FTC act to make it unlawful for any- 
one to sell at prices lower than he sells anywhere in th« 
U.S. when it adversely affects competition. 


(8) IMPROVED PERFORMANCE IS BEST AND 
FINAL STEP 

The best individual corrective measure is simply im- 
proving your own performan e as wholesaler, jobber, 
retailer, whatever you are 





Styled to harmonize with fine appointments. Engineered to 
be easily installed on any wall, or in floor rack models that 
stand rigidly for years. Favored for their structural sound- 
ness, solid design, adaptability and functional efficiency, 
these new aluminum hat and coat shelves are quality fix- 
tures in every sense. Buyers enthuse over their finished de- 
tails, freedom from curlicues, and their modern decorator 


finishes 


Other VOGEL-PETERSON LINES 
a 





Standard equipment in most Combine large ¢ 


“4 “(x 


| E Decorator Hooks 





4 . 
aes and Hat Racks 
“— Lachenciwe Far advanced in design, these 


beautiful permanent-mold, cast 


Combine the best features of aluminum coat hooks come in 


modern offices, factories, waiting 
rooms, etc. Most widely sold by 
office equipment dealers. A com- 


moderate price. Sp 
ette knock-down a < 
features. Widely used 
rants, coffee shops 





both lockers and wardrobe racks 
Increasingly popular in industry 
for employees, in bowling alleys 
and locker rooms 





polished and anodized finishes 
with modern 2-tone color accents 
4 design, 5 and 7 color combina- 
tions for all decorator decors. 





plete line. 


VOGEL-PETERSON CO. 


‘“‘The Coat Rack People”’ 
RT. 83 AND MADISON ST. ° ELMHURST, ILL. 


Write for catalogs covering these and 
other exclusive developments of the orig 
inal “Coat Rack People Every page 
opens an opportunity for profitable sales 
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Made where gas costs 60¢ a gallon. 


Regular gas 

The only kind a Volkswagen needs. 

The place is West Germany. 

13 years ago, tradesmen used bicycles 
and motor scooters to get around the 
high cost of gas. Could Volkswagen 
make a truck that would do for business 
what our sedan did for families? 

Our answer was the VW Panel De- 
livery. It ran on half the gas that others 
used. 

Many still give all the credit to our en- 


gine. (The efficiency of VW's 4-cylinder 
air-cooled car and truck engines is leg- 
endary.) 

But to tell the truth, our light weight 
is just as important. 

The engine itself is built of magnesium 
and aluminum alloys, one of the lightest 
designs in the world. 

And our truck is designed without ra- 
diator, driveshaft or the heavy members 
used in bolted construction. For extra 
strength, the Volkswagen body is welded. 


It's all one piece. 

We save 1,600 Ibs. this way. A %-ton 
load you do not buy gas for. 

How much gas don't you buy? 

The owner who saved $480 a year 
over his former truck did not surprise us. 
(He did this driving 2,000 miles a month.) 

Almost every VW owner gets over 

20 miles a gallon and a few 
even get 30. 

Our average is 24. What's 
yours? 





Other 


manufacturers 


<8 


sell to the 4e ¥ 
dealer..." , 


We don’t think of our job as done when we simply 
sell to the dealer. We think it begins just about 
then. The ultimate goal for both of us is the con- 
sumer—not an overloaded stockroom for the dealer. 

That is why we believe—and always have believed 
—in working hard to have the hardest-working 
consumer advertising and promotion effort in the 
portable typewriter industry. 

Examples: our recent Lucky Number and Gift Cer- 
tificate promotions, which appeared over a 6-month 


Royal 





sells through 
the dealer. 
Read why: 


period and were announced with spreads in LIFE. 

On top of that we have always believed in keep- 
ing our products the highest in saleable features and 
quality. It’s a fact that the Royal Futura Portable 
Typewriter is still—and strongly—the most wanted 
portable in the business. 

And to top it off we believe in protecting dealer 
profit—through our special price maintenance pro- 
gram. Because there’s nobody in business who’s 
not there to make a profit. Right? 


© 1961 ROYAL MCBEE 
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RAND M&NALLY’S ALL- NEW LINE OF ATLASES— 


' Completely redesigned with new jackets, new maps 
late Milit-|Mi hohe hOMer-Jaliitcmileltig-t 


RAND MCNALLY 
INTERNATIONA 
WORLD ATLAS 


i 
| 
| 








RAND MPNALLY ° ‘ 
WORLDMASTER ATLAS | 


wdmnaphe ak ee 
sewers <ellreee sane seams j 








A wealth of information—a valuable gift— 
a special asset to home or office library 
RAND MSNALLY INTERNATIONAL WORLD ATLAS 
® Beautiful, legible, up-to-date maps 


@ Comprehensive geographical and 
historical information 


® Brand-new Africa maps featured 
®@ Final new census figures in 80,000 
entry index 


For those who want a “big” atlas at a reasonable price, the 

INTERNATIONAL is your best bet. Detailed full-color maps cov- 

ering the entire world, a comprehensive 80,000 entry index, plus 

tables on world cities and countries, U. S. metropolitan areas and 

states, principal rivers, mountains and lakes, discoveries and ex- 

plorations, ete., make this atlas a treasury of world information. 
312 pages, 11% x 14% inches, buckram binding, $11.95 


Tops for tie-in sales with dictionaries 
RAND MSNALLY COLLEGIATE WORLD ATLAS 


@ 178 pages of political maps and 
25 pages of full-color historical and 
scientific maps 


@ Comprehensive index to 25,000 
places features final census figures 
for all places over 1,000 in the U. S. 


Here is an exceptionally versatile, all-new handy-size world atlas 
designed for greater reference value to the student and his family. 
Especially valuable are 120 pages of up-to-date information pro- 
viding facts about countries, cities, climates, economies, history, 
geographical relationships, universities and colleges in the United 





Li 
<a 


j 


RAND M°NALLY 
READERS WORLD ATLAS 
C3 





RAND MCNALLY 
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States and Canada. 


416 pages, 7°s x 10% inches, cloth binding, $6.95 


Compact, desk-size for quick reference 


RAND MCNALLY WORLDMASTER ATLAS 
180 pages, 7% x10% inches, hardbound, $3.95 
paper cover, $1.95 (the best value in a paperback atlas) 


RAND MCNALLY READERS WORLD ATLAS 
300 pages, 7% x 10% inches, cloth binding, $4.95 


A profit-making ideal executive gift 


LIFE PICTORIAL ATLAS OF THE WORLD 
by the Editors of LIFE and RAND MCNALLY 


The most complete and detailed atlas 
ever produced. e Nearly 3 times as 
many color pages as any atlas of 
comparable size. 600 pages. @e 280 
pages of 6-color maps never before 
published in any atlas offer new 
economic and political maps, terrain 
maps printed in exciting natural 
colors, with special additional charts 
and diagrams. @ Scores of unique 
global views based on RAND 
M°NALLY’s giant Geo-Physical 
globe portray the earth as it might 
be seen by a man in space. e Spec- 
tacular photographs, carefully se- 


lected from LIFE’s fabulous collec- 
tion, portray the earth’s wonders 
and man’s influence. e Final 1960 
census figures are featured in a 
comprehensive index of over 75,000 
entries. 

Special Price—Special Offer 
on all orders placed before October 
16. e Trade Edition, $20.85—there- 
after $30.00. e Deluxe Boxed Edition, 
with 4-foot wall map in 6-colors, 
$23.45—thereafter $35.00. e Order 
ample stock to carry you through 
Christmas selling period and make 
EXTRA PROFITS. 


& COMPANY Pp. oO. Box 7600, Chicago 80, Illinois 





Rashimnans 





From Basement 
To Supermarket 


Al Bachman started Bachman’s, Inc. in the basement 
of his Greeley, Colo. home. He was combination sales 
man, serviceman and delivery boy. His wife Veda was 
the bookkeeper. Business was so good that, within a 
year, Bachman’s basement was just too small. In late 
1946, he opened a downtown store. Fifteen years later 
and 12 employees larger, Al Bachman had to consider 
moving for the second time. 

“We needed more floor space and we needed off- 
street parkings,” said Al Bachman. ‘To fill these re- 
quirements in the downtown area was impossible, so 
we had to look elsewhere. 

“We purchased a vacant ‘‘Safeway’’ supermarket 
property just three blocks from our old downtown store. 
This corner location, at the intersection of two main 
streets, provided us with 800 sq. ft. of floor space and 
12000 sq. ft. of parking lot.” 

With the purchase of the building, Al Bachman 
started remodeling it, from the inside out. 

A new front of white Glasweld and a new neon sign 
in turquoise eliminated some of the supermarket look 

On the inside, he installed new floor covering, new 
lighting, some partitions and a new side-door, off the 
parking lot, for a drive-up service entrance. Walls were 
painted light green and tan; floors, beige and tan; fix- 
tures, beige; and the ceiling was covered with a white 
plastic spray-on texture. The building is air-conditioned 
and overhead fluorescent lights, plus 120 feet of strip- 
lighted cornice, provide a desirable light level. A seven- 
speaker, piped-in music system provides continuous 
background music and doubles as a paging system 


116 


“Like many other small-town, rural-area dealers, we 
try to supply our customers with all their needs,’ said 
Bachman, “the territory is too sparsely populated for 
specialized selling. This type of operation requires a 
greater variety of supplies, machines and equipment 
than most big town dealers carry; and creates a problem 
in display and inventory management. 

“We believe we have solved this particular problem 
by allocating display space to each line or product in 
relationship to what is actually needed to ‘make it sell’ 
rather than ‘how good it looks on the floor.’ Products 
which are sold in the customer's office are given no dis- 
play space. Inventory is controlled by a perpetual sys- 
tem on high-unit-cost items and by count-of-stock on 
other items. Perimeter storage simplifies this procedure.” 

In setting up the new store, Bachman just moved his 
old store into the supermarket’s front-center, which left 
enough room for him to add an enlarged Engineering 
Department. Along the right wall is the perimeter stor- 
age area which is 60 feet long with a 42-foot aisle for 
easy access with service carts. He placed the furniture 
department on the left-hand side and used free-stand- 
ing, wood-framed aluminum panels as room dividers. 

General offices and the salesmen’s area are also used 
for demonstration and display. “Here,” said Bachman, 
‘we use the most modern machines, systems and equip- 
ment, and desks and chairs are frequently changed; we 
feel that our customers expect us to ‘practice what we 
preach.’ ’ 

Since a third of the store’s business comes from ma- 
chines, the center-rear area is devoted exclusively to dis- 
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SUPERMARKET VISIBILITY keeps most of Bachman’s stock 


permarket stimulates in pulse sales 


play and demonstration stock of typewriters, adding ma- 
chines, calculators, mimeographs, duplicators, dictating 
machines and copiers. The machine counters are stand- 
ing-operator-height and tops are carpeted for greater 
noise absorption. A shelving section at the rear houses 
all duplicator and mimeo papers and supplies. 

‘Our service department was designed by servicemen 
and for servicemen,” said Bachman. Work benches are 
Steelcase desks with Textolite tops; parts are easily ac- 
cessable and a separate enclosed cleaning room elimi- 
nates noise and odors. Service-carts, benches and shelves 
are all the same height so that heavy machines can be 
loaded and unloaded without unnecessary lifting 

In addition to its store operation, Bachman’s services 
an eight-county area with a fleet of seven trucks and 
delivery wagons 

In our move from a downtown, foot-traffic location 
to a no-foot-traffic but free-parking location, we won- 
dered what effect this move would have on our in-store 
sales," summarized Al Bachman. “We were pleasantly 
surprised. After only thirty days experience, in-store 
sales were almost 20% higher. And, another important 
change had taken place, sales-per-customer were also 
noticeably higher. This bears out my own personal defi- 
nition of foot-traffic: the customer who was lucky 
enough to find a parking place near our store!” 


A SERVICEMAN’S EYE designed the Service Department 
office (right) was equipped with only low-cost furniture to 
demonstrate how inexpensively a modern office can be built 
(above) for compactness and convenience. A special private 
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Hong Kong Sales Approach 


The Office Appliance Co., Ltd., is a modern 
far-east specialist in the supply of Office Equip 
ment. It was established at Shanghai, China, well 
over forty years ago and a branch was opened in 
Hong Kong a few years later. The Shanghai Office 
was closed some years ago. 

In 1955 the Hong Kong Branch was re-organ 
ized under new management, moving to its present 
location with showrooms in Alexandra House, a 
multi-million dollar skyscraper building in the 
heart of Hong Kong's business district 


one of the most highly industrialised centers in the 
world. With the growing demand for office steel 
furniture, the company has formed its own sub- 
sidiary, The Office Steel Appliance Co., Ltd., for 
the manufacture of all types of steel furniture. 
OAC has installed steel furniture in many of the 
largest banks and business houses in the area. 

C, C. Chow, OAC’s managing director has been 
with the firm forty years. Under his direction the 
company maintains its position as a go-ahead and 
progressive firm in the supply of office equipment 


The Office Appliance Co., Ltd., stocks a com and furnishings to its customers in the Far East. 
plete line of every type of office equipm 
typewriters and visible systems to stationery and 
cardboard tags. With its half century of experienc 
the company has a very thorough knowledge of 
the items necessary for the maintenance and opera 
tion of a modern business office. In addition, it 
has kept in touch with the latest developments in 
the invention and manufacture of office aj 
and equipment. OAC’s showrooms display the 
most comprehensive line of office equipment in 
Hong Kong, and perhaps in the Far East In a statement to all postmasters, Postmaster 

The company has kept abreast of the times with General J. Edward Day urged that the 90,000 
the metamorphosis of Hong Kong from a com streamers be displayed in post offices, schools, 
mercial and shipping entrepot (warehouse) into 


nt from 
Letter Writing Week Observed 


Letter Writing Week streamers were distributed 
recently by the Post Office Department to all post 
offices in the country. 

The streamers noted the 24th annual observance 
of Letter Writing Week, sponsored by the Paper 


Stationery & Tablet Manufacturers Association, 


»pliance S 


which was celebrated October 1 to 7 


and libraries, and on postal vehicles 





Three new Higgins drawing aids acceler- 
ate rendering and drafting. Earn your 
_ Customers thanks by offering these modern 
tools to today’s draftsmen and technical 
illustrators. 


INDIA INK CARTRIDGE feeds the right 
amount of ink to any instrument 

INK-A-MATIC fills ruling pens fast—with 
new “one-hand action” 

TECHNICAL ILLUSTRATION—a complete- 
ly revised book on this most timely 
subject. $5.00 each. 


ZEAs ow ee bere 
— SUIDDIH \ 
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Advertising Program 
Pays Constant Dividends 


A unique combination of newspaper editorial and 
display space has been paying excellent dividends over 
more than 10 years for Dixie Office Supply Co., in 
Montgomery, Ala 

Under an agreement worked out by W. B. DELEMos, 
52-year-old, Dixie Office Supply con- 
tracts for a $30.00 per week display ad on the “business 
page” of a leading Montgomery daily. Each display ad 
is accompanied on the same page, by a discussion of a 
particular item from the Dixie Office Supply Company 
inventory, with something of its history, application, 
how it is handled by the store, etc. For example, a short 
article discusses the invention of typewriter ribbons, ad- 
vances which have been made in typewriter ribbons 
to modern carbon ribbons, and, of 
course, a “‘plug’’ for the wide inventory of typewriter 
ribbons carried by the half-century-old Montgomery 
store. Included in each article is a “hint’’ or two on how 
to get the best possible mileage out of typewriter rib- 
as voiced by DeLemos, in conference with which- 
ever editorial writer is assigned to the particular project. 

Over the years, every item included in the 
Dixie Office Supply inventory has been given this sort 
of treatment Incl uded have been office furniture, busi- 
ness machines, paper, blank forms, columnar pads, and 


pre sident of the 


over the years up 


bons, 


almost 





other business forms, loose leaf equipment, the care and 
handling of ink, etc. The Alabama stationer is careful 
to tie each week's display ad specifically to whatever 
the editorial piece on the same page covers, so that the 
page actually presents a one-two punch, which is con- 
sistently better than a newspaper ad alone. For example, 
when an editorial column was devoted to a handy letter- 
ing kit, and the same kits were advertised in the ac- 
companying display ads, the store sold 20 of them in a 
week's time, to shatter all existing records. In another 
instance, many Montgomery business offices changed 
over to a particular type of ink which was vigorously 
urged by the newspaper editorial column, and simul- 
taneously advertised by the newspaper ad on the same 
page. 

“We have built an excellent reputation for being a 
really complete supply source for all office supplies,” 
DeLemos says, ‘simply because even a minor paragraph 
will stick in the reader's memory, particularly when it 
concerns an office supply item which he needs now or in 
the future. So many people come in, and quote the exact 
words which appeared in each week's specialty editorial 
column that we know this is helping substantially in 
creating an average of $150.00 per day in retail sales, 
situa etesesilt by this combined advertising pores: ' 

















Introducing the first folding table to combine slim 
leg styling with dependable structural rigidity —the 
new HOWE “500”. 

Office space can be costly. Multi-purpose rooms 
psc, costs down. Such rooms can now be fur- 
n with a folding table that combines contem- 
porary, slim leg styling with “solid as a rock” 
rigidity—the new HOWE “500”. Consider these 
design features: 


1. Unique construction eliminates visible leg braces. 
2. A3” deep, flat black, baked enamel “apron” runs 








LJ the table's full length and across the ends. 


a ’ - 0! ‘ bt Sonal as 


Nould you believe it? This table folds: 


5. Handsome Formica top and edge ciate a aio 
4. Legs are finished in a choice of satin chrome or 
flat black, baked enamel. © 7 

Good looking, the new HOWE “500s also 
turally sound. Legs are 1%” square, 
tubing. Each leg has its own lock; alll locks o 
from a single lever at the table’s center. 
secure legs in the folded position. = 
HOWE FOLDING FURNITURE, INC. 
1 Park Ave.,New York 16,N.¥. fo 
FREE! Write for catalog, describing the new - 
Bos ee awe tbat as tom oe 

7 iii ite Fah pam 2’ / 














See this new Howe folding table at the NSOEA Show, Sept. 23-27. Space 700A 
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Remington Rand Window Display Winner 
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Now—one of the country’s foremost home magazines has 
joined with America’s leading globe maker to produce a 
strikingly beautiful, new 12-inch globe—the most exciting 
globe idea in years! Infinitely more decorative—far more 





Bob Pratt of Ryder Bros., Baker, Ore., left, receiving his award 
‘ Z : : winning check in the recent Remington Rand nationwide Dealer 
educational because it shows the earth's physical features Window Display Contest. Bill Jones, Remington Rand Office 


in thrilling true-to-life color in addition to thousands of Machines Manager in Portland, Ore., shown making the pres 
place names and clearly defined boundaries. entation 


In six new models from $9.95 to $49.95 


retail—three in vivid raised relief—three Pioneer Leasing New Artnell Subsidiary 
illuminated, with shaded relief coloring. 


A new equipment leasing company, the Pioneer Leas- 


: ing Corp., was recently formed by the Artnell Corp. of 
ail TEC —_ Chicago. 


*AWARD WINNING The new firm, a wholly-owned subsidiary of Artnell, 
will be headquartered at 120 S. LaSalle St., Chicago. It 


Display Stand é will specialize in the leasing of office equipment, ma- 


when you purchase 3 chine tools and store fixtures to business and industry in 
only a dozen assorted the midwest. 
TRUE-TO-LIFE globes. . JoHN W. ALLYN, vice president of Artnell, will be 


Holds all six models : president of Pioneer Leasing Corp. ROBERT SIMKINS, 


for complete selection — ; : 
: 2 rorme entr Ivision Manager f Se 4 :: -asing 
in a minimum of r central divisior anager oO eC urity easing 


space. Co., Salt Lake City, will be operating vice president of 
Pioneer. Prior to his two years with Security Leasing 
*Won first prize for Best Point-of-Sale : — a an y é 
merchandise Presentation at the 1961 - Co 

N. Y. Stationery Show. ——s Other officers will be A. C. ALLYN Jr. and G. W. 


BREUER, vice-presidents, H. N. SHARROW, treasurer, 
and MARK Mookrg, secretary 


Reaches Millions of Globe Buying Homes Rubber Bands by the Yard 


Leading family interest magazines such as 
Better Homes & Gardens, 
Parents Magazine, and Living for 
Young Homemakers will carry the 
TRUE-TO.-LIFE story into millions of 


potential globe buying homes. ET I 88 ecemmranreamnncec se a atin 


SRSSSSSSSSSSSSESESSESHSESESESSESSESHESESESE EERE SOE EEe 


Sure to be 
The Year's Best-Selling Globes! 


More people will choose TRUE-TO-LIFE globes 

not only for their harmonious coloring, but be- 

cause they are more understandable, true-to- 

life replicas of the earth. Write today for catalog, : * 
details of our liberal display stand offer. , a Yn, j 


See you at the NSOEA 
Convention — Booth 112. 


String Bands latest method for making rubber bands is 

(rR) being demonstrated by young lady. Engineers at B. F. Good 
rich Industrial Products Co. report that a year was spent in 

LEPLOGLE GLOBES « developing machinery to precision-cut uniform bands so they 


are held together by a fine rubber scam. The company says 
that in the future bands such as these may be sold by the inch 
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VAULT INTERIOR EQUIPMENT 
another Watson specialty 


[4% Courthouses 

[4% Banks 

[% City Halls 

(7 Savings and loan companies 
[W Insurance companies 

(4% Corporation offices 

[7 Trust companies 


—" 


improve efficiency of 


” alee vaults 
Vertical 


@ provide coordinated = Sa Storage 
: Drawer 
planning for new 
installations 


WATSON-—the company of specialists—can supply all the equip- 
ment you need to secure additional sales on this unexplored 
avenue of profit: vault interiors. The Watson line can convert 
existing “Fibber McGee” vaults into well-planned, efficient record 
housing installations and at the same time provide increased 
capacity and improved appearance. 


WATSON Engineering Service in planning and designing Vault Interiors is yours 
for the asking. Contact your Watson representative. 


A new Vault Interior brochure is now available. Write for your copy of BVF-2 


WATSON MANUFACTURING COMPANY, Inc. 


Jamestown, New York 


Other WATSON “Stock Lines”: 
VERTICAL FILING UNITS — 2, 3, 4, 5 drawer files (inserts, too) Catalog A-B 
HORIZONTAL UNITS — for stacking — floor cases, busses, vault interiors (can be built-in) 
Catalog “C” 
HIGH LINE — Document Files and Roller Shelf cases 71%” high with Companion Units 
34%” high — Catalog "D-.2" 
COUNTER EQUIPMENT for Banks and other financial institutions — Catalog FLB 


UNDERWRITERS CLASS C & D INSULATED FILES — |, 2, 3, 4 drawer (Catalog "IF") 
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People and Events 


Management Formats for 
Eastern Trade Meetings 


Two Eastern trade associations are 
offering management training pro- 
grams to members at their meetings. 
They are New England OMDA and 
the Stationers Assn. of New York. 

New England OMDA will offer its 
members a series of sales-education 
meetings beginning this fall. The new 
program has been designed to help 


dealers and their sales personnel sell 


more effectively both inside and out- 
side of their place of business, said 
George D. Chadwich, N.E. OMDA 
president. 

Plans are to develop an education- 
program that will run for at least a 
year or more dealing with subjects 
vital to sales in the dealer-selling field, 
said Chadwich. 

The first three programs scheduled 
will deal with outside selling and in- 
clude: “How To Open Sales,” which 
will be given on September 20, by 


™~ 
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Feet that must stand all day to accommodate their 

owner’s occupation put a frown on the face as surely as if 

they were directly connected. To keep a warm, welcome-customer 
smile on that face, even near closing time, the feet must 

receive proper support all day long. 


Hygienic Foot-Comfort Mats and Runners provide that support. 
They’re scientifically designed to distribute body weight, 

relieve back strain and reduce fatigue. Soft, but not 

mushy, they last for years — pay for themselves 

by increasing employee morale and efficiency. 


HYGIENIC 


foot 


CUSHIONS 


e A choice of marbleized colors 
to enhance your office decor 


@ Lengths and widths for any 
station 


@ Smooth, easy to clean surface 


@ Beveled edges for safety 
and appearance. 





DEALERS: This ad is appearing in the leading office publications. Be ready for inquiries. 
Get full-color catalog and prices by writing to: 


THE HYGIENIC DENTAL MANUFACTURING COMPANY 
FLOORING DIVISION, Dept, A, 
AKRON 10, OHIO 


report of activities within the industry 


George Burns, Smith-Corona Mar- 
chant. 

William Leahy, of Victor Adding 
Machine Co., will speak on ‘‘How To 
Overcome Objections During Sales,” 
at the October 18 meeting. On No- 
vember 15, George Scheel, National 
Cash Register Co., will speak on 
‘How To Close Sales.”’ 

In addition to the speaker, a half 
hour film will be shown at each ses- 
sion which relates to the speaker's sub- 
ject for that evening. 

Other subjects which are to be 
covered in future meetings will deal 
with inside store sales, merchandising 
and advertising. 

Stationer Assn. of New York, Inc., 
has initiated a program of education 
on automation. The group plans to 
bring its members continual and use- 
ful material on this subject. 

The first project of the education 
series took place last month with the 
theme—‘“Where Is the Market and 
What Is There for the Stationer To 
Seil ?”” 


New Texas Stationery 


The Connell Stationery Co. of 
Texas, was recently established by Jim 
CONNELL. He formerly owned and op- 
erated the Connell Stationery Co. in 
Dumas, Texas. 

The new firm is Amarillo’s first 


| serve-yourself office appliance and sta- 
| tionery company. The firm has 7400 


square feet of floor space in a building 
especially remodelled for its use. 


Westland Stationery Co. 
Now Woody Moffitt, Inc. 


The Westland Stationery Co., com- 
mercial stationers and office outfitters. 
of Silver Springs, Md., has been in- 


| corporated. Effective this month, the 
| firm’s new name is Woody Moffitt, 
| Inc. There was no change in owner- 


ship or address, and the firm states its 
policies will remain unchanged. 


| NOMDA Has A New Address 


In case you don’t already know it, 
the National Office Machine Dealers 
Association has a new address. It 
is, 6305 Yucca Street, Los Angeles 


28, Calif. 
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General-Gilbert Sues 
Victor Adding Machine 


General-Gilbert Corp., Winstead 
Conn., has filed a suit for alleged un- 
fair trade practices against Victor 
Adding Machine Co., Chicago. 

The suit alleges that Victor required 
dealers to enter agreement to 
make their purchases and sales exclu- 
sively with Victor. 

The suit also claims that Victor 
made independent dealers return Gen- 
eral-Gilbert machines already pur- 
chased. Actual damages plus triple 
penalties were estimated by General- 
Gilbert between $4.5 to $6 million. 


into 


Cincinnati Business Sold 


The Waltz Typewriter & Adding 
Machine Co., Ohio, was 
recently purchased by James A. Jehn. 
The Waltz firm was founded in 1892 
by F. C. Waltz. Jehn has worked with 
the Underwood Corp. in Cincinnati 


of Cincinnati, 


for 12 years 


Royal Metal Meeting 


Metal 


dealer 


The 
Co. 
minute film featuring 
bling eight bin-typs 
Royal says the 


Royal 


show 


Manufacturing 
will salesmen a 5 
two girls assem- 
shelves quickly 
16 mm. film 
can be 


just to 


and easily 
produced in sound and color, 


borrowed upon request 


prove the feat can be done 
The film is part of a 


like 


for September 12 to 14. During the 


3 day, seminar- 


course with sessions scheduled 


sales executives will discuss 
and the 


sessions, 


by means of charts, lectures 
product itself the function and quality 
of the installa- 


tion and the nature of the competition. 


merchandise, ease of 


New Majestic Penn Division 
of Philadel- 


a new 


Majestic-Penn State Inc., 
phia, Pa., has formed 
known as Penn State International. 

The division distribute items 
to the stationery and office equipment 
field, which it will import from all 
over the world 


division 


will 


Direct Mail Campaign 


The Acme Shear Co., of Bridgeport, 
Conn., recently sent to 150,000 retail 
dealers an Acme “Buy American’”’ ad- 
vertising-appeal. 

The Acme mailing consisted of a 
colorful advertising leaflet and cover- 


ing letter stressing ‘Buy American” 
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made goods. Acme has shear and 
scissor manufacturing facilities in 
Bridgeport, Conn.., Canada and Ger- 
many. 


Dealer “Package” Deal 
Made By Phono Trix 


Phono Trix is offering its deal- 
ers a “package’’ deal on the complete 
line of Phono Trix transistor tape 
recorders, as part of a fall promotion 
program. 

The promotion is called the 
Phono Trix “bargain Package.” 
The bargain package enables dealers 


to make up to 45% profit on every 
package ordered. 

The purpose of the deal is to show 
dealers that they can do more effective 
selling when they carry the complete 
line. Another purpose is to show deal- 
ers that accessories can be used to 
make sales, so states the company. The 
promotional program includes mer- 
chandising aids, a co-op advertising 
program, national advertising, and 
continued exposure of Phono Trix 
on Hugh Downs’ Concentration pro- 
gram on NBC-TV. 


turn to page 138 





FOR STORAGE? 


Now you can make molehills out of 
mountainous storage problems! The 
answer is Erecta-Shelf. Erecta-Shelf’s 
steel rod construction has been load 
tested to 1,000 pounds per shelf. It 
offers lightning-fast assembly without 
special tools, nuts or bolts. Erecta- 
Shelf units may be added back to 
back, end to end or one atop another. 
Space between shelves is adjustable. 
Available floor mounted, wall mounted, 


or on casters. 


Unlimited uses at a 


limited price. Variety of sizes. Fits any 


floor plan. 





Get storage problems off your mind 
— find out about Erecta-Shelf today. 


Write for free catalog! 


The Seal of Sanitation Quality! 


N. Washington St 


RL 


peer” 


f METROPOLITAN 
and George Ave 


Available chrome plated or stainless steel 


GHELF 


WIRE GOODS CORP 


Wilkes-Barre, Pa 





Harter Initiates Dealer Sales Meetings 


Part of the more than 100 dealers 
and their salesmen (above), from 
Ohio, Michigan, Wisconsin, Illinois, 


which Harter plans to hold throughout 
the country. The purpose of the meet- 
ings is to acquaint dealers with new 


Kentucky, Indiana and West Virginia, developments in the Harter line and 
who attended the recent regional sales demonstrate the Harter Seating Cen- 
meeting of the Harter Corp., in Stur- ter. The meetings are being conducted 
gis, Mich. by Robert Speicher (right), Harter 
The meeting was the first of a series sales manager 
Robert Speicher 








~ "" | fe e - 
P mo ul ‘ REFRIGE R: ED. ae iT R 
Lre w ar airy 


eeauillt and versatile. ..cUStom-built cabinets to hold all the necessities for gracious entertaining. 
Refrigerated compartment. Luxurious hand-rubbed hardwoods. No installation required. Just plug 
into any outlet in office or home. Nine individual models. Write for new illustrated catalog. - 


SPRINGER-PENGUIN, INC. ZY 9-07 34TH AVE., LONG ISLAND CITY 6, N.Y. 
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Mr. Dealer, O~ service 
and complete quality line 
assure customer satisfaction 





Cok>- | CARBONS... for every purpose 
_ RIBBONS . . . for all machines 
MASTER UNITS . . . all types 














CODO MANUFACTURING CORP. 


Oo~ Dept. OA 


Leetsdale, Pennsylvania. 


MANUFACTURING CORP. Send samples of [J] Carbons [ Ribbons 


General Office and Factory C) Master Units. 
LEETSDALE, PA. NAME 














New York ¢ Philadelphia © Pittsburgh * Dallas ADDRESS 
Chicago * Cleveland © Detroit ¢ Los Angeles CITY 
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AERO RELIEF NEWS 


An outer space look at 

the Planet Earth. This 

new globe by Aero is the 

first and only to combine 

True Raised Relief and 

Illumination. Mounted 

on a genuine walnut base 

with full meridian ring, 

it stands 16” high, complete with bulb and in-line 
switch. True-to-nature colors, countries and cap- 
itals fully detailed, produced of high impact 
washable vinyl. Retails at $29.95 


AERO’s full line of accurately scaled True 
Raised Relief maps include United States ail 
50 states and The World. Both in three sizes and 
prices; Gift — $9.95, Decorator — $24.95; and 
Deluxe—$49.95. Authoritative and fully indexed 
they’re designed for the office and home, ready to 
hang and use. Catalogs, dealer sales aids, and 
statement enclosures furnished. For authorized 
dealership information write to: Aero Service 
Corporation, Relief Map Division, Phila. 20, Pa. 








More SALES — Greater Profits 
When You Sell CRAM’S 
COMPLETE Line of Globes... 


® Largest Assortment 

® More Colors 

@ Complete Price Range 
@ Up-to-Date Maps 


®@ Fast Selling— 
More Profits 


NEW Cat. No. 71—Now Ready 
Send for Your Copy Today! 


... and the best selling season of the year is rapidly 
approaching. Increase YOUR Christmas sales and 
profits by stocking and selling Cram Quality Globes. 


Globe and Map Publishers since 1867 


ORGE F. CRAM CO. 


Washington St. * Indianapolis 6, Ind. | 








Color Research for 
Office Furniture 


A new group of office furniture colors for both 
finish and upholstery, created to provide more pleas- 
ant and efficient offices has been announced by Steel- 
case, Inc. Introduction of the new colors came after 
months of study by company color researchers work- 
ing with Faber Birren, noted color consultant and 
president of American Color Trends. Birren is con- 
sultant also *) “rms such as DuPont Co., General 
Electric Co., the Hoover Co., and House & Garden 
Magazine. 

In announcing the new colors, Steelcase research- 
ers point out that color treatment in offices should 
have a more practical purpose than beauty alone. 

“The modern office is a work space where visual 
and mental tasks are performed and where the en- 
vironment should assure efficiency, comfort and re- 
lief from fatigue over long periods of time,”’ Birren 
says. Thus, the color research team sought colors 
which will: (1) provide the best visual comfort for 
office employees and (2) retain their good looks and 
style over a long period of time. 

In the field of employee visual comfort, Steelcase 
consulted studies made by ophthamologists, lighting 
engineers and clinical psychologists which reveal that 
by controlling brightness in offices and by reducing 
severe contrasts in employees’ fields of vision, eyes 
are rested and visual and manual efficiency is greatly 
increased. Ideal working conditions, then, are those 
in which all areas in the field of vision are fairly uni- 
form in brightness, where eyes are not forced to 
make contrast adjustments to light and dark. 

With this important point established, the color 
researchers turned to preferential studies conducted 
among businessmen, architects and designers to es- 
tablish standards of color appearance and to deter- 
mine which colors best satisfy average tastes. 

“Applying the knowledge gained from these vari- 
ous studies, Steelcase has developed a well-balanced 
line of colors in finishes and upholsteries to satisfy 
all possible requirements of function and beauty,” 
Birren reports. 

According to Earl R. Correll, vice-president of 
Steelcase, a most important development is optical 
gray, which has been added to the standard line of 
colors. In addition to being available as a furniture 
finish, new easy-on-the-eyes optical gray is available 
in two new patterned plastic laminate desk and table 
tops 


continued on page 128 
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If you like the sweet smell of 
success — you read your businesspaper 
carefully and regularly. You know there’s 
no other place you can get so much of 
what you need to be outstanding in your 
job, or in your field, as the information 
you find concentrated in the advertising 
and editorial pages of your businesspaper 


Vay 


PHOTO OW LOCATION BY EXRENSER 


Where there’s 
business action, 
there’s a 


businesspaper 


--2.- Of fice 
Appliances 


B88 ie 


4 wy ve. Qne of a series of advertisemen 
ARDY ip: prepared by the ASSOCIATED 
eee SMM. =~ BUSINESS PUBLICATIONS 
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close-up 
on profit 
builders 


is the reason more dealers are selling, 
more customers prefer Barkley 

Plastic Tab File Guides and 

Card Indexes. Angled, crystal 

clear plastic tabs are entirely 

above file cards to save 

valuable space too! 

Available in six color tints. . weenie 
Write for complete illustrated *! standard file 
literature. 


Serving Stationers Since 1921 ! y 


C.L. BARKLEY & CO. 


Manufacturers of Filing Supplies 


1220 W. Van Buren St. e@ Chicago 7, Illinois 





OFFICE 


AIDS OFFER MORE 
value, features, profit! 


IDEAL SANITARY MOISTENERS. Lick moistening 
problems easier, faster, better. Free-wheeling 
roller operates silently, unfailingly. Complete 
line. In colors. 


FLEXIBLE STEEL KLERADESK—MOD- 


. Occupies minimum desk space 
improves appecrance, efficiency 


“BUILD UP"’ DESK 
TRAY. In letter and legal sizes; 
available in colors. 


Par 


ADAPTO-RACK 
SECTIONAL ORGANIZER 


FLEXIBLE STEEL KLER- 
ADESK — MODEL 6V 


FILE-A-SIST 
SPEEDS FILING 


CATA-RACK .. . **CAPILLARY ACTION'’ NO-OVER-FLO SPONGE 
CATALOGS AND BOOKS HANDI-PEN DESK SETS cup 


Write today for full information and prices. 


Something New and Interesting 
At our Booth No. 85 


3-10 Sengbusch Building 


Milwaukee, Wisconsin 


Color Research. . . 


Correll says, “Optical gray is neutral in tone. It 
effects an ideal compromise between any extremes 
of brightness which may be within the employee's 
field of vision, thus lessening the need for constant 
and fatiguing eye adjustment. And, it blends har- 
moniously with any office decor. We expect it to be 
widely used in the general office 

Standard colors which were retained in the Steel- 
case line on the basis of the color research are: me- 
tallic grey, a neutral shade that blends well with any 
decor; desert sage, a metallic beige tone well suited 
to general offices which may be deprived of natural 
light, and mist green, a cool shade which will stand 
repetition in large spaces and is suitable for most 
conditions of natural or artificial lighting. Black 1s 
the fifth standard color. 

A wide range of custom colors have been selected 
which meet the decorative recommendations made 
by leading designers and color stylists. Included in 
this group are: autumn haze, a warm-netural beige 
best adapted to offices in which floors and walls are 
light in tone and where intense illumination exists; 
blond tan, slightly deeper and more luminous than 
autumn haze, but which may be used in the same 
way; charcoal, a decorative rather than a functional 
color best used in private rather than in general of- 
fices; cordovan, another decorative color probably 
best used in private offices or reception areas; ash 
grey, a light neutral tone that is functional and deco- 
rative and best suited, perhaps, to new offices; silver 
grey, a paler alternate to the standard metallic grey; 
metallic blue; a functional color with universal ap- 
peal that lends itself to use in large installations; 
bamboo, a color functionally suited to offices with 
light floors and walls and an abundance of light; 
terra cotta, a subtle refinement of red a popular 
choice among designers that coordinates well with 
other Steelcase colors, as does glen green, and fern 
green, a decorative shade better suited for private of- 
fices and special applications where a sense of fash- 
10n 1S important 

To round out the wide range of color offerings, 
Steelcase and Birren have selected six accent colors: 
white, blue, flame, primrose yellow, emerald green 
and pumpkin. Appropriate for an occasional desk, 
chair or other piece of office equipment, these colors 
create dramatic effects when used for panels, filing 
cabinets or desk drawer fronts 

In addition to the new finish colors, this Grand 
Rapids firm is introducing new upholstery colors to 
complement the new finishes: terra cotta, optical 
grey and ranch tan in Naugahyde; and terra cotta 
and gold in gros point 

All finishes standard, custom and accent are 
the recently announced Acrylic enamels which are 
extremely durable and add years of life to furniture 


a ppearanc C 
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Get guaranteed extra profits and more repeat business with 


Bar Bating Content og 


AMRECO BUSINESS FORMS 


FILL OUT 
EN ee O 


EXTRA PROFITS are yours on every new AMRECO business form 
order. You not only earn your full dealer discount, but a bonus as 
well. The AMRECO profit bonus plan adds to your profit . . . increases 


incentive ... produces sales faster, easier. 


REPEAT BUSINESS is the real profit producer when you sell 
AMRECO forms. On register, Allset (snap-apart), tab stock and other 
forms, high quality at reasonable cost are AMRECO requisites. 


Get your forms business in the high profit column. Write today for 
details on the AMRECO profit bonus plan and for your copy of our 
Cata-List. 


AMRECO BUSINESS FORMS 


Plants in Dayton, Hartford, Houston, Kansas City, Los Angeles, Philadelphia 


NAME TITLE 








YOUR FREE COPY 


OF THE AMRECO 
CATA-LIST 
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COMPANY ___ 





i 1 





TOWN 








EASTERN DIVISION 
P.O. Box 31 
Boston 46, Mass. 


CENTRAL DIVISION 
P.O. Box 5335 

Seven Oaks Station 
Detroit 35, Mich. 
SOUTHWESTERN Div. 
P.O. Box 8397 

Dalias 5, Texas 
WESTERN DIVISION 
P.O. Box 58341 

Los Angeles 58, Calif. 
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Build a Strong Image . . . continued 


the best reference article of the month and makes 
arrangements with the publication in which it ap- 
peared for a quantity of reprints. 

These reprints are mailed in a special portfolio 
along with a letter promoting the ability of the 
organization to serve the needs of its customers. 

One of the advantages of this promotion tech- 
nique is its simplicity. If you start studying the 
publications serving your customers (and you 
should be doing it regularly anyway), you'll find 
dozens of articles each month which could logi- 
cally be selected. Then, once you've prepared the 
standard mailing envelope and/or portfolio, all 
you need do is prepare a sales letter to go with 
each mailing. 


Test Panel . . . Still another way to help build a 
trong relationship with your customers is to en- 
courage them to comment on the products and 
services you offer. 

One way to turn this to an image-building pro- 
motion is to develop a Test Panel. Usually you 
need but ask to get many of your customers to 
agree to pass along their comments on items se- 
lected for “‘testing.” 

Select a couple of items each month, with spe- 
cial attention to those which are new and relative 





ly unknown. When possible give each member of 
your Test Panel a sample to try out and then, after 
they've had an opportunity to use the item, re- 
cord their comments. 

You can then pass these comments along in your 

advertising or in sales conversations. The big ad- 
vantage, however, will be the close relationships 
you establish with the “members” of your Test 
Panel. 
Reminder Service . . . A helpful service which is 
sure to win friends for you is to remind them of 
dates they might overlook — birthdays, anniversaries 
and other special events. 

All that’s necessary is to seek out such informa- 
tion either through direct contact or through sec- 
retaries and then, a week to ten days before the 
event, send a special reminder by mail. 

At the same time, you may want to record the 
birthdays of your key customers and send them 
your own birthday greetings. Once you've estab- 
lished a file to handle the reminders, the mechan- 
ics of such an operation are very simple and can 
usually be handled in just a few minutes each day. 

As a bonus feature, encourage your customers to 
use this service to remind them of special forth- 
coming events they wish to remember. Few may 
actually respond to such an offer, but the fact 
you're willing to be of service will help strengthen 
your image as a business it pays to remember. 





UNGROUND 





BALL BEARINGS 


For the Office Equipment Industry 


ILIAN 





Long life and service are assured you because — 
1. All component parts are machined from steel bars. 
2. Each component part is properly heat treated. 
3. Every Kilian Bearing is designed for a specific application. 
Neoprene and Nylon tired outer races are avail- 
able where quiet operation is desired. 





Distributors in All Principal Cities Catalog on Request 


KILIAN MANUFACTURING CORP. 
SYRACUSE, NEW YORK, U.S.A. 
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NSOEA 
Convention 
Program 


Friday, September 22 


00 a.m. Breakfast for Past Chair- 
men of the Manufacturers’ Divi- 
sion (North Imperial Suite). 

00-11:30 a.m. Governors’ Round 
Table (Lower Tower) 

2:15-1:45 p.m. Senior Statesmen’s 
Luncheon (Upper Tower). 

00-4:00 p.m. Board of Control 
Meeting (Lower Tower). W. 
Neill Stewart, Chairman. 

30-7:30 p.m. President's Reception, 
for all registered delegates 
(Grand Ballroom) 


Saturday, September 23 


3:30 a.m. Opening Breakfast, for all 
registered delegates. Presiding 
Officer: H. Caldwell Harper, 
Chairman of the Distributors’ 
Division and Vice President, 
NSOEA (President, Harper 
Brothers, Inc., Greenville, $.C.). 
(Grand Ballroom) 

15 a.m. Guest Speaker: Chet Hunt- 
ley, NBC News Correspondent. 

15 a.m. Fifteen minute intermis- 
$10n 

30 am. “A Five Year Plan for 
NSOEA,” a dramatized, illus- 
trated presentation by NSOEA 
President J. Howard Patrick 
(Patrick & Co., San Francisco, 
California). 

15 a.m. ‘How to Psycho-Analyze 
Your Business,”” by Edward O. 
Kallmann, Executive Secretary, 
The Stationers and Publishers 
Board of Trade, Inc., New York 
( ity 

00 Noon. Presentation of NSOEA 
Advertising and Store Modern- 
ization Awards. The presenta- 
tions will be made by Robert A. 
Spelman, Executive Director of 
the Wood Office Furniture In- 
stitute, Washington, D.C. 
(Drawing for Attendance 
prizes ) 


12:30-8:00 p.m. NSOEA Exhibits, 


opened by “Miss Office Prod- 

ucts 

2:30-5:00 p.m. Idea Exchange Fairs 

Session: Selling to the Auto- 

mated Market. (Upper Tower) 
continued on page 198 
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AMERICA’S TOP LINE OF OFFICE & BANK EQUIPMENT 


over 185 
BIG PROFIT tiem 
MAKERS ae 


Cash Drawer 


engineered & designed 
for lifetime quality! 


Thousands of dealers already know that 
the Nu-Craft line is the easy selling 
profit line. Nu-Craft's combination of 
top quality, up-to-date design needs 
and low cost are hard to beat. Let this 
COMBINATION work for you by sell- 
ing Nu-Craft .. . the ONE dependable 
source for ALL office and bank equip- 
ment. 


Perpetual Calendars 


Write today for our NEW Catalog ond Pen Sets 
+62 
MANUFACTURERS OF: 


BANK & CASHIER EQUIPMENT * PERSONAL FILES NSOEA 
* STEEL SECURITY BOXES * DESK TRAYS * DESK 

DRAWERS * STATIONERY RACKS + STEEL STOOLS BOOTHS 
* HEAVY DUTY CARTS * CASH DRAWERS * CASH 

BOXES * CHANGE HOLDERS + COIN TRAYS AN _244. 
CABINETS » CALENDAR AND PEN SETS © LITERA- 343-344-345 
TURE RACKS * NAME PLATES 


NM. tT | -Cr, a ff PRODUCTS CO. INC. 


317-321 CLARKSON AVE., BROOKLYN 26, NEW YORK 


Visit us at 
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Come see our new and 
exciting... handsome.. 


complete line of easy- 


selling portables in the 
fullest price range ever! 
Come see us 1n room.. 


Mfemingtors Portable Typewriter Division Sperry Rand Corporation 
132 
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*. Gun Tacker 
$4.95 


-NEWI No. 210 
Standard Stapler 
$5.95 in color* 


*Prices subject to F.E.T. 


WHEN 


The world’s most comp/ete stapler /ine/ 

NATIONALLY ADVERTISED TO PRESELL MILLIONS 

YOURS FREE! Arrow’s New Sales Manual a 
“SELLING Thru KNOWLEDGE” 


Created to help you sell stapling machines and 
staples . . . and to teach you HOW, WHEN and 
WHERE to properly sell ARROW’S more than 35 
models — each designed for a specialty market. 
It is the key that will unlock a new world of 
STAPLE REPEAT PROFITS for you! Remember, 
staplers use staples like razors use blades — and 
your customers must come back time and again for 
staple refills! 


SO — GET YOUR COPY OF THIS POTENT SALES MANUAL TODAY! 
Be among the first to profit from it! 


Write to: JPemow FASTENER [0..J/NC. Dept. KN61 1 Junius Street * Brooklyn 12, N 


Pioneers and Pacesetters For Over a Quarter Century 
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Better Money 
Management, 
Nore Profit 


by MILTON L. FRIEDMAN 


president, ideal System Co. 


It's no longer news that more 
people have more money to spend 
than ever before in history. But it 
is news that has special significance 
for stationers because it has pro- 
duced an entirely new stationery 
supplies customer, who, like all 
other stationery supplies customers, 
requires understanding in order to 
achieve the sales potential he repre- 
sents. 

Stationers, more than any other retail operation, are 
dedicated to serving the methods of doing business 


Milton Friedman 


This ability to serve customers through an understand- 


ing of their methods problems is the stationers’ life 
blood, the secret of his success. 





This same understanding is needed with regard to 
the vast number of individuals who, because they now 
have to make choices as to how their money shall be 
spent, have been forced to adopt some sort of financial 
record system or method for better money control. 

A study of the types of methods being used by this 
mass group of individuals indicates they definitely need 
help with their problem. Clearly, a mass sales approach 
must be used if the new profit potential is realized from 
the individual customer now beset with money control 
problems. 


Money Records for Individuals 


To determine just what this sales approach should be 
requires understanding the new needs of these individ- 
uals for money records and finance control systems. 
There is ample evidence that having money, over and 
above that needed for basic necessities, has stimulated 
thought and consideration for making organized spend- 
ing plans. Almost our entire labor force is now making 
choices as to purchase of things, and as to ultimate se- 
curity goals too. The choices that are being made show 
clearly that these people have needs stationers are best 
equipped to fill and, therefore, an opportunity exists for 
additional profits for stationers. 

How big is this opportunity? Here are just some of 
the indications. More wage earners are purchasing homes 
than at any other time in history. More people carry 
more insurance of all kinds than ever before. One out 
of each four families now owns stocks registered on the 
New York Stock Exchange. Millions more own securi- 
ties listed on other exchanges or from over-the-counter 





———designed for Travel, Educational, Religious and Sales literature display 
NEW 
MIM-E-0 “‘VISI-RACK’ 


SEE US AT 
BOOTH NOS. 331W 
and 332W 
NSOEA SHOW 


WITH TRANSPARENT PLEXIGLAS FACINGS 


Displays vacation, travel and sales promotional 
pamphlets in full view .. . easy to see... easy 
to select 


model 68 - BT visi-rack 


with maximum display area . . . now serving travel agencies, 
Chambers of Commerce, schools, colleges, churches, railroad 
and airline offices, hotels, motels, etc., coast to coast. Six 
tiers high, each 6'/2" at back, Depth I'/4", clear, transparent 
nonbreakable PLEXIGLAS facing 3° high, each tier equipped 
with (7) easy-sliding separators to accommodate pamphlets 
of various widths, Storage compartment Base, equipped with 
Lock & Key, holds supply of re-fill material. Ball-bearing 
Casters for easy movability. Height 55", Width 27!4", Depth 
15". Shipping Weight 70#. Rich Neutral Gray finish. 


$97.50 


LIST PRICE 


(base type) 


wall, counter and desk models 
also available 


DISPLAY RACK DIV. 
MIM-E-O STENCIL FILES CO. 


1051 N. Paulina St. © Chicago 22, Illinois 


OA-10/61 








purchases. There are now more adult males attending 
investment club meetings each week than attend bowl- 
ing, baseball or any other single sport. The large finance 
and investment houses are devoting a greater share of 
their promotional funds to the needs of the small in- 
vestors. ‘How to Invest $25 a Month” is the subject 
of many investment house brochures. “How to Sell to 
the Small Investor’ is now the most important part of 
the salesman’s training in many such firms. 


Tax Laws Require Records 


These changes give some indication of the growing 
need for money control record systems. Our own re- 
search shows the new higher-income individual, with 
his awakened interest in selecting his own security goals, 
is keeping some sort of record of income and expense. 
To be sure, some of the motivation for better records 
is a result of pressure from the Internal Revenue Serv- 
ice: the value of systematically noted entries as op- 
posed to dimly remembered expenditures. But there is 
ample evidence that more of it is due to the higher 
literacy ratio, the higher educational level of the wage 
earner, coupled with his higher income. A study of the 
records actually being kept by this group shows that, 
for the most part, they are pretty crude by any profes- 
sional standards. Their form ranges from a shoebox full 
of memos and receipts, all types of tablets and journals, 
checking account records, to all varieties of more mod- 
ern, efficient systems. 

Poorly organized as most individual's records are, 
they indicate the need, the market, the opportunity that 


exists for stationers. The obvious requirement is for 





‘better bookkeeping.” But it just isn’t that simple. The 
reason these people, in their progress toward better 
money management controls, do not articulate a decisive 
need for bookkeeping systems, is because none of them 
considers himself a bookkeeper. Any sales approach 
that suggests to these potential customers that we are 
trying to make bookkeepers out of them will be just as 
unsuccessful as the car salesman who indicates that a 
new car owner must be a mechanic! 

Car salesmen know people want cars because of what 
a car will do for them. And as car manufacturers under- 
stood the sales appeal in pushing the benefits of owner- 
ship rather than the mechanics of operation, they di- 
rected exhaustive research toward simplifying the oper- 
ation of cars. And the happy merger of mass need and 
improved product resulted in a completely new market- 
ing situation wherein almost all adults are now potential 
car purchasers. 


Systems Must Be Simple 


In the same way, people want the benefits that good 
financial record systems can provide, and they want a 
similar degree of operational simplicity. Their need is 
for properly researched financial records for their own 
easy periodic evaluation, or to be turned over to their 
attorneys, accountants, or investment counselors. They 
want the tools for better money management but have 
no knowledge or interest in whether they should be 
double entry, single entry or possess any other advantage 
that is strictly of interest to bookkeepers. 

Financial record systems manufacturers have re- 
searched the methodology and the objectives of this 
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PORTABLE LIQUID DUPLICATOR 


Here’s the spirit process duplicator that’s easy to sell with a 
simple demonstration to: 


TEACHERS + CLUBS + CHURCHES + BUSINESSES 
It’s a duplicator built for trouble-free operation 
NO GELATINS . NO STENCILS . NO INKS 


It’s portable. The handy carrying case doubles as paper 
holder while duplicator is in operation 
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Letter Size $ 50 Legal Size = 50 
Including Including 
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Better Money Management 
For More Profit . . . continued 


need. As a result, new merchandise is now available. It 
is well designed and profitably priced. 

Some stationers have already pioneered sales ap 
proaches in their stores to meet this need by sucessfully 
adopting merchandising techniques perfected by other 
types of retailers. For instance, department stores live 
by clothing sales, but the counter closest to the door 
features popular appeal, low-priced, costume jewelry 
The success of appliance stores depends on refrigerators 
and ranges, yet the low-ticket kitchen aids, featured at 
the door, both build traffic and serve as warm-ups for 
the big ticket items. These efforts have served to prove 
the impulse sales value in simplified money record sys- 
tems 

Actually, two elements appear to be needed in a sales 
approach that will bring to stationers the full profit po- 
tential. The first is an awareness that ‘better money 
management” rather than “‘bookkeeping systems’ is the 
key to the customers’ understanding of his need. This 
suggests how the merchandise must be identified in the 
store. Quick identification by the customer and easy 
availability are the requirements at the point-of-sale. 

The truth is, whether the public is quite prepared to 
admit it or not, we ARE well on our way to becoming 


a nation of bookkeepers ! 


September 23-26 National Stationery and Office 
Equipment Association Annual Convention and Ex- 
hibit, Conrad Hilton Hotel, Chicago. 


October 3-5 - Greater Delaware Valley Business 
Show, Sheraton Hotel Exhibition Hall, Philadelphia, 
Pa 


October 5-8 — Canadian and Eastern Regional Of- 
fice Machine Dealers Association meeting, Concord 
Hotel, Kiamesha Lake, N.Y 


October 14-17 Eastern Commercial Stationery 
Show, Trade Show Building, New York City. 


November 2-5 National Office Furniture Associa 
tion Western Convention, The Ambassador Hotel, 
Los Angeles, Calif. 


1962 Conventions 
February 16-18 NSOEA Western Convention and 
Exhibit, Brooks Hall and Sheraton Palace Hotel, San 


Francisco, Calif. 


March 9-10 — Texas Office Machine Dealers Assn., 
Windsor Hotel, Abilene 


April 26-30 —- NOFA Convention and Exhibit, Coli 
seum, Barbizon-Plaza Hotel, New York City. 
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VISIT OUR BOOTH 220 AT THE NSOEA CONVENTION IN CHICAGO, SEPTEMBER 23-26 
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People and Events 


report of activities within the industry 


NSOEA Sales Clinics 


A one-day NSOEA “Sales Clinic’ 
was recently held in Cleveland, Ohio. 
Its program was designed for both 
new and experienced salesmen and 
covered such subjects as: Selling To 
Regular Accounts, Opening New Ac- 
counts — How To Prospect, Getting 
The Repeat Order, How To Sell Crea- 
tively, and How to Handle Objections. 

The Cleveland meeting was one of 
several locally held one-day sales- 
clinic meetings sponsored by NSOEA. 
Others were held in Chicago, St. 
Petersburg, Atlanta and Nashville. 
The unique one-day sales-clinic meet- 
ings began last December and have 
been rated by those attending as “‘first- 
rate sales training sessions.” 


Koh-I-Noor Awards Scholarship 


The Koh-I-Noor scholarship, spon- 
sored by Koh-I-Noor, Inc., Blooms- 
bury, N. J., has been awarded again to 
last year's winner, Eugene DeFouw of 
Coopersville, Mich. DeFouw is a tech- 
nical student at Ferris Institute, Big 
Rapids, Mich. 

The scholarship, established _ last 
year by Koh-I-Noor, is awarded to the 
most deserving student in the Repro- 
duction Technician Training and 
Drafting course instituted at Ferris 
last year. 


New Wholesaler in Richmond 


A new wholesale stationery com- 
pany, Bainbridge-Virginia, Inc., will 
begin business in October at 1320 
North Boulevard, Richmond, Va. The 
new company will serve the retail sta- 
tioners in Virginia and adjacent ter- 
ritory. 

The activities of the new company 
will be under the over-all direction of 
ARNOLD W. JOHNSEN, vice-president 
and general manager of the company. 
Johnsen is also vice president and gen- 
eral manager of Bainbridge-Maryland, 
Inc., Baltimore. 

MortTIMER H. CHure is president 
of the five Bainbridge companies — 
Bainbridge, Kimpton & Haupt, Inc., 
with headquarters in New York City. 
The wholesale stationery firm was 
founded in 1845. 
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All-Steel Elects 
Vice President 


CHARLES M. 
ABRAHAMSON has 
been elected vice- 
president en gi- 
neering of All- 
Steel Equipment 
Inc. He succeeds 
Fritz A. SAAF, a 
3l-year veteran 


C. M. Abrahamson 
com- 


with the 
pany who is assuming responsibility 
for special engineering projects. 
Abrahamson has been chief engi- 
neer-furniture development and will 
be replaced in that position by 
ARTHUR P. KEIERLEBER. The com- 
pany also announced the appointment 
of R. W. BANCROFT as assistant chief 
tool engineer 


Cole Steel Joins Litton 


The Cole Steel Equipment Co., Inc., 
of New York City, recently joined 
the organization of Litton Industries, 
Inc., of Beverly Hills, Calif. 

Cole will become a division of the 
Litton 
Group 

Litton had merged with Monroe 
Calculating Machine Co., in 1957 and 
this year acquired the A. Kimball Co., 
manufacturers of point-of-sale punch- 


Industries Business Machines 


marked tags and related equipment 
(cf. OA, Mar. ’61, p. 166). 

In an announcement to Cole dealers, 
President S.T. SCHEINMAN stated that 
the new Cole organization will be 
better able to expand its markets and 
broaden its product line 

The company’s management and 
marketing administration will remain 
unchanged and will continue to func- 
tion as an independent dealer organiza- 
tion. 

Litton Industries Business Machines 
Group includes the Monroe Calculat- 
ing Machine, Sweda Cash Register, A. 
Kimball, and Integrated Data Process- 
ing divisions. Cole will be acquired 
through an exchange of stock. Its pres- 
ent officers and management groups 
will continue to direct Cole activ- 
ities. Its current annual sales are $20 
million, with manufacturing plants in 


York, Pa., and Toronto, Canada, total 
1,000,000 square feet. 


An Interesting Ad and Results 


An interesting advertisement recent- 
ly appeared in a Florida newspaper. 
It was titled, ‘Free Airplane Ride,” 
and read: ‘For any new customer who 
buys a typewriter or adding machine. 
See Master Mechanic Co., on the air- 
port for the best buys in Florida plus 
a Free Flight over beautiful Sarasota.” 

The novel sales pitch of the Sara- 
sota, Fla., dealer drew enthused re- 
sponse. The offer was not costly, since 
the dealer owned his own plane and 
was a veteran pilot. So, Master Me- 
chanic’s owner offered a ride to every 
new purchaser of a typewriter or add- 
ing machine! 


NSOEA Governors’ Conference 
Scheduled for November 


The 1961 NSOEA Governors’ Con- 
ference has been scheduled to meet at 
the association headquarters on Friday 
and Saturday, November 17 and 18. 
This year, for the first time, the presi- 
dents of the 14 Travelers Clubs have 
been invited to participate. 


Greater Delaware Valley 
Business Show 


The Office Equipment Association 
of Philadelphia will sponsor the 
Greater Delaware Valley Business 
Show of 1961. It will be held in the 
Hotel Sheraton Exhibition Hall Octo- 
ber 3 to 5, from Noon to 10:00 PM. 
Exhibits will feature the latest innova- 
tions and new models of typewriters, 
adding, calculating, dictating, duplicat- 
ing equipment and furniture. 


Elected To WSA Board 


WILLIAM C. AYLWARD, vice-presi- 
dent sales, Globe-Wernicke’s Systems 
Division, was elected a member of the 
board of control of the Wholesale 
Stationers’ Association. The announce- 
ment was made by DonaALp S. Frey, 
the Association secretary. 
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COMMODORE COMMODORE COMMODORE 


TYPEWRITER PORTABLE TYPEWRITER ADDING MACHINE 


COMMODORE BUSINESS MACHINE CORP. 


648 BROADWAY, NEW YORK 12, N.Y. « ALgonquin 4-0222 


Outside continental United States write direct to the 


COMMODORE PORTABLE TYPEWRITER CO., LTID., 680 KING ST. WEST, TORONTO 26, ONTAR 
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People and Events . . . continued 


Candidate For Mayor of Atlanta 


IVAN ALLEN, 
Jr., of Ivan Al 
len Co., Atlanta, 
Ga., is one of the 
candidates vying 
for Atlanta, Geor- 
gia’s mayorship. 
Atlanta is pres- 
ently the focal 
point of the 
South's perennial integration problem. 

Allen has led an active business, 
civic, military and political life. He 


Ivan Allen, Jr. 


has traveled extensively throughout 


his entire native stat 


H ; a former xecutive secretary 


to a governorfr president of Georgia 


Tech's 


and former 


iational alumni organization 
member of the State Board 
of Education 

Allen has been active in his state's 
Young Democrats Clubs, a president 
of Atlanta Chamber of Commerce and 


a chairman of the State C. of ¢ 


Bonner Moves 


Bonner , has moved 
1 Lipan St., 


The Jacl 
to a new location 


( orpus ( hristi, Texas 





Anyone can learn in minutes! 








BOOKKEEPING IS SO EASY WITH 
COLONIAL PAY SYSTEMS 


You get the best features of machine bookkeeping—at a 
modest cost. With training that takes minutes, anyone can do 
your payroll, accounts receivable and accounts payable 

on the Colonial Pay Posting Platen. Without loss of pace 
additional staff can be added for peak seasonal 

loads. Streamline your current accounting 

procedures without disruption and witha 


very low investment. 
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DIVISION: COLONIAL SALESBOOK CORP. 


New Trade Mark For 
Minnesota Mining & Mfg. Co. 


COMPANY 


fy] MINNESOTA MINING E 
eam MANUFACTURING CO 


EXAMPLES of the new 3M corporate sym 


bol and typeface which will be used in 


all the company’s advertising, labeling and 


packaging 


Minnesota Mining & Mfg. Co. re- 
cently adopted a new corporate symbol 
(see illustration), the result of a 
lengthy study on its corporate I.D. 

The new symbol (logo) will link 
all 3M divisions and indentify its 
27,000 products, and 140 brands in 
many fields. The purpose of the sym- 
bol system 1s to emphasize the family 
relationship among the firm’s lines of 
widely diversified products. 

Creation and design of the program 
was by the Gerald Stahl Associates, 
New York, 
identity planning 

The new corporate trademark will 
be used by all of the company's divi- 


specialists in corporate 


sions and subsidiaries in their advertis- 
ing, labeling and packaging. In addi- 
tion, 3M has adopted a special type- 
face designed for use in its brand 
names and division signatures. The 
new symbol will replace around two 
dozen variations of the 3-M_ mark 
which were used to identify 3M prod- 


ucts 


Photo Materials Moves 


The Photo Materials Co., Chicago 
manufacturer of photo accessories and 
fice machines, recently moved to 
Elk Grove, Ill., a Chicago suburb. 

The firm has moved into a new 
plant and general office designed and 
constructed for the manufacturing and 
assembling the Photo Materials and 
the Martin Yale, Inc., lines. This was 
Photo Materials fifth move in the last 


25 years 


New Service Offered 


H. Lee Thompson, former service 
manager for the Clovis Printing Co., 
has established an_ office machine 
maintenance service at 516 Norris 
Street, Clovis, New Mexico. The firm 
will specialize in governmental and 


commercial contracts. 
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AURORA. ILL: 


WHEN YOU SELL WESCO ... 
YOU SELL SATISFACTION ... 


2900 LINE SUSPENSION 
FILES 

Silent, effortless operation. 
Deluxe full-suspension cradle. 
Independent inner frame. Two 
to five drawer heights, legal 
or letter widths. 


400 LINE SUSPENSION 

FILES 

Quiet operation. Full suspen- 
sion cradle. Sturdy inner frame. 
I'wo to five drawer heights, 
legal or letter widths, 


1500 LINE NON-SUSPENSION 
FILES 

Silent operation. Maximum 
filing space at minimum cost. 
Legal or letter width; two to 
four drawer heights. 


3000 AND 4000 LINE 
TABLES 

Clerical, executive, confer- 
ence models. Panel styles: 
16”, 60”, 72” x 30”. Leg 
table styles; 30” x 18” to 
72” x 30”, 


FASHION CREDENZA 
Double storage compart- 
ments with positive lock on 
cabinet doors. 72” and 60” 
models, desk high. Square 
edge or full molded tops. 


FASHION-AIRE 
TELEPHONE CABINET 
Full-finished. Large open 
shelf. Positive-locking 
storage cabinet. 22” x 21”, 


desk height. 


FASHION-AIRE 
BOOKCASE 

Full-finished linoleum top 
and back panel. Desk-high 


36”, 60”, 72” x 30” sizes. 


FASHION-AIRE EXTENDED 
TYPEWRITER UNIT 

Right or left-hand models. 
Rigidly reinforced 18” x 30” 
linoleum tops, 


THE QUALITY METAL 
FURNITURE THAT ANSWERS 
EVERY OFFICE NEED 


WESCO FASHION-AIRE MODULAR UNITS 
These flexible components and work centers 
offer an unlimited choice of arrangements, 
facilitate work out-put and economize space. 
Quality construction and smart styling at a 
practical price. 


WESCO FASHION-AIRE 6000 LINE 
Two-tone decorator colors, brushed 
chrome legs and stainless steel 
channel trimmed square edged tops 
distinguish the 6000 Line. Nylon- 
glide box drawers, full-suspension file 
drawers and molded pedestal 
bottoms and corners are standard, 


WESCO FASHION-AIRE 4000 LINE 
Quality constructed, custom styled 
and moderately priced, the 4000 Line 
includes calculator, bookkeeping 
and typewriter, secretarial, executive 
and conference desks. Fashion-Aire 
features are standard. 


WESCO ECONOM-AIRE LINE 
Priced conservatively and designed 
for durability, the Econom-Aire Line 
has reinforced pedestals and tapered 
island bases. Nylon-glide drawers 
with adjustable partitions and letter 
drawer lock are standard, 


Write Today for Wesco’s Colorful New Catalog 
See us at the Show — Room 360 


WESTERN MANUFACTURING COMPANY 


AURORA, ILLINOIS 


Dept. 13 
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Order All From One Source! 


IBM TABULATING CARDS 
CUSTOM CARBON INTERLEAVED SNAPSETS 
CARBON INTERLEAVED CONTINUOUS FORM 


Ship in your name . . . we manufacture 
for the trade only. 


VALLEY FORMS, INC. 


BOX 205 SPRING VALLEY, ILLINOIS 
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RUBBER 
BANDS 


Manufactured by 
specialists with 
38 years of: 


e KNOW-HOW 

e RESEARCH 

e PIONEERING 
To give you the world’s largest 








varieties of quality RUBBER BANDS. 


ALLIANCE RUBBER COMPANY 
Alliance,Ohio = . Franklin, Ky. 





People and Events continued 


Khrushchev Compliments American Pens 


Julius Kahn, president of David Kahn, Inc., sent the 
Fountain Pen & Mechanical Pencil Mfg.’s Assn., Inc., 
of Washington, D.C. a news item stating that, at a re- 
cent autographing session, Nikita Khrushchev tossed 
aside a balky Russian pen and whipped out another. 
This one writes,” he explained with friendly conde- 
scension. “It is American. You have to recognize when 
thing is well made.” 


Great Lakes Travelers Golf at Cog Hill 


The annual Cog Hill tournament of the Great Lakes 
Travelers Club was held on Thursday, August 3. As 
usual, the club was well represented. Others who par- 

included Chicago, Joliet, 
and Forest Park. The party ran smoothly from 
time of arrival until the last prizes were distributed. 
Chairman for the day was JERRY OLSEN, Weis Manu- 
facturing Co., who had been selected as co-chairman 
but took over in the absence of WILLIAM SILBERSDORF, 
Weis Manufacturing Co., the original chairman, whose 
wife passed away suddenly while on a vacation trip. 

President HERB JOHNSON, Ace Fastener Corp., ex 
tended a welcome to all visitors. He announced August 
25 as the date of the outing sponsored by the travelers 
in the Milwaukee area, the place to be the North Shore 
Country Club. The then turned the meeting over to 
distributed the prizes among 


tic ipated stationers from 


Aurora, 


Chairman Olsen who 
golfers and visitors who came to the dinner. 


Visual Communications Congress 
And Exposition In Los Angeles 


A 5th annual Visual Communications Congress is 
scheduled to take place in Los Angeles, at the Biltmore 
Hotel, December 2 through 5. The Visual Communica- 
tions Congress is a four day event that will attract some 
8000 people concerned with the $10 billion graphic re- 
productions-visual communications industries. 

More than 100 companies will be represented at the 
technical displays featured at the Congress’ exposition 
on producting equipment, machinery and supplies. 

Featured at the Visual Communications Congress's 
speakers: James Cloney, 
, General Aniline & Film 


technical sessions will be 


general manager, Ozalid Div 
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Corp.; Joseph E. Dietzgen, president, Eugene Dietzgen 
Co.; C. S. Margach, vice president, research and engi- 
neering, Addrtssograph-Multigraph Corp.; and Stuart 
E. Arnett, manager-graphic arts dept., Radio Corp. of 
America. 

Besides the speakers, many technical papers will be 
presented on the subject of graphic reproduction and 
visual communications. 


GLTC Golfers Meet Wisconsin Stationers 


The annual Wisconsin golf tournament sponsored Some of the officers and committee members at GLTC outing: 
by the Great Lakes Travelers Club was held at the John Clark, Wilson Jones Co., committee; Jerry Olsen, Weis 


North Shore Country Club, Milwaukee, last month. Mfg. Co., vice-president; Herbert Johnston, Ace Fastener Corp., 


Stationers who played golf or came for dinner were president; Tom Adams, United Stationers, chairman; Ray 
' pia) Eichenlaub, Service Steel Products Co., controller; Art Finger, 


from Milwaukee and other nearby cities such as Wauke- H. H. West Co 
sha and Manitowoc. 
After dinner HERB JOHNSTON, Ace Fastener Corp 
and GLTC president, was master of ceremonies. He 
introduced Tom ADAMs of United Stationers, chairman 
of the outing, and JERRY OLSEN, Weis Manufacturing 
Co., who told of a meeting with Det DEMING of 
Farnham’s, Minneapolis, at which plans were discussed 
for next year’s meeting of the new Sixth District NSOEA 
which includes nearly all of the old Sixth, Seventh, and 


, committee. 


Eighth Districts. The meeting is to be held in Minneap- 
olis at the Leamington 

BENNY ALLEN of Venus Pen & Pencil Corporation 
was introduced as the man who always had been co- 


] > + Te -@ rele , 
wdinator between the Great Lakes Travelers and 
poet betwee wcle Lak ; Herbert Johnston, president Great Lakes Travelers Club, ex- 


Wisconsin stationers up to this year. It was announced tending best wishes to Benny Allen, Venus Pen & Pencil Corp., 
that he would retire to Florida upon his retirement scheduled to take place shortly 





rn steeleraft... 


designed for lasting beauty 


Designed for the “space” age—these Modern 
Steelcraft files are engineered for maximum filing 
volume but to occupy a minimum of space. More 
than 50 years of specializing in files has taught us 
how to produce files high in quality at mass produc 


mode 





tion prices. 

Be sure to look at the Steelcraft Line—the Prestige 
Line that has all the features of expensive files but 
the price. 


SERIES 100 and 200— SERIES 24— 
FULL SUSPENSION FILES NON-SUSPENSION FILES 
Stocked in 2, 3, 4, 5 Drawers Stocked in 2, 3, 4, 5 Drawer 





Heavy duty full suspension drawers with 
10 ball and roller bear 


@Positive side action follower blocks 
—means effortless folder handling 


Heavy gauged stee construction @ Made of heavy gauge furniture 

with 6 reinforcec nt steei—electrically welded 

throughout 

Symphonic lustrous permanent finishes 

of olive green or modern grey @ All drawers fitted with 
brushed aluminum hard- 

Drawers fitted with brushed aluminum ware handles and card 

hardware and 1 holder holders 


Ali models available with All models available with 
thumb latch, and with plunger plunger or cam locks in let- 
or cam flocks in letter or ter or legal sizes Prompt 


legal sizes. Prompt deliveries deliveries 
——— 


Meet us at the Eastern Comm. See us at Booth 368- 
Stationery Show — Booth 67 NSOEA Convention. 





modern steelcraft inc. 
2973 Cropsey Ave.- B’klyn.14,N.Y. 
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McColiem Pians New Headquarters 


SR a RR nee, 


: 4 


Shown above is the architect's 
rendering of the new headquarters for 
Paul McCollom, Inc., Kansas City, 
Mo. The office equipment and furni- 
ture firm is moving from its present 
location at 1424-26 Walnut St., which 
will become part of the Crosstown 
freeway. 

The new building will be situated 
on the northwest corner of Thirtieth 
and Main Sts. Paut McCoL.eM, 


president, said it should be ready for 
occupancy about January 1. 

McCollem said the building has 
been especially designed for the dis- 
play of the company’s products: steel 
and wood office furniture. McCollem’s 
is the exclusive area dealer for Stow 
and Davis and Steelcase, Inc., and also 
carries Milwaukee chairs 

Display areas will occupy the major 
portion of the two-floor building, but 


a part of the second level will be used 
as a warehouse of about 9,000 square 
feet. 

McCollem’s, Inc. has been in busi 
ness for thirty-two years and, in the 
past few years, has equipped the of 
fices of the Yellow Transit Co., the 
Kansas City Public Library and School 
Board, the Jackson County 
house and police headquarters and the 
Panhandle Eastern Pipe Line Co. 


Court- 


“WE WANT TO SELL 
SNAP-APARTS AND 
CONTINUOUS FORMS — 
WHOM SHOULD WE CONTACT?” 





, BUSINESS a 


IS YOUR BEST BET-- 


QUALITY PRINTING and perfect collation thanks to the most modern 
high speed ROTARY EQUIPMENT. 


COMPETITIVE PRICES, assuring you of your share of this profitable 
business. 


GENEROUS DEALER DISCOUNTS make the selling of International's 


one-time carbon forms a worthwhile addition to your sales. 


PROMPT SHIPMENT—AS PROMISED. We have long prided ourselves 
on meeting delivery schedules. You can depend on our delivery promises. 
EASY-TO-USE LIST—FAST QUOTES. Our price list is designed to 
make it easy to figure your own prices or, if you prefer, our Quotation 
Department will handle your price requests within 24 hours. 


NO DIRECT SELLING. We sell only through our dealers, never direct 
You are protected! 


and 
here’s 


W 


WRITE TODAY TO NEW DEALER DEPT. 4 FOR 


REMEMBER 
We sell through 
DEALERS only and we 
want to do business with YOU 


COMPLETE NFORMATION lemme) -iGicy Wale), Mie) mele) 8]. 3-12 


>| INTERNATIONAL BUSINESS FORMS 4 


Mn |NCORPORATED - 


1600 E. 267H ST. LITTLE ROCK, ARK 
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FOR OFFICE, STORAGE, 
SHOP PARTS, DISPLAY, 


TOOLROOM ... 


guik-lok| 








TRADEMARK 


HEAVY DUTY 


STEEL SHELVING | 


e ONLY THREE 
BASIC PARTS! 


e FAST ASSEMBLY! 


(less than 5 minutes) 








This is shelving in its simplest form: 3 basic com- 
ponents that can be locked together by hand, 
without fasteners, into a fully assembled heavy- 
duty shelving unit of unsurpassed strength and 


clean-line appearance. 


oy RIGIDITY . . . 
without sway braces 

P RD UNITS: 

' Patented shelf supports, STANDARD © 
which lock at right angles 36” W x 85%" H x 12%, 18% or 24" DEEP 
: ‘ > to uprights at every shelf 
location, provide the nec- WRITE FOR 
essary rigidity—will not LITERATURE 


twist out of shape. 


OPEN, CLOSED and 

BIN-TYPE SHELVING 

ARRANGEMENTS La 
Optional accessory parts 

available: shelf reinforce- 


ments, bin dividers, side AURORA STEEL PRODUCTS 
and back panels, doors to COMPANY 


enclose each shelving unit 155 ruigp STREET © AURORA, ILLINOIS 
—all fully installed by hand 


without nuts or bolts. 
SEE US AT ROOM 757-A, N.S.O.E.A. CONVENTION, CONRAD HILTON HOTEL 





; 
' 
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People and Events continued 


Wins European Trip and Wife, Too 


Leslie Gaines (right), a salesman for J. K. Gill's Lowman 
& Hanford store in Seattle, won two tickets to Europe in 
a sales contest involved the sale of Contex calculators from 
Bohn Duplicator:Co. One ticket he could use; the second 
he was not sure about since he was unmarried. He couldn't 
stand seeing this ticket wasted so he hastened a contem 
plated proposal to Marlene Crawford. The couple were 

irried on May 28 and left soon afterwards on the Euro- 
pean trip. Here, Mr. & Mrs. Gaines are presented tickets 


by Charles Corgon, representative for Bohn 


Dennison Awards in Dealer Display Contest 


The efficiency of these QUALITY steno books 
pays dictation and transcribing dividends in 
speed and accuracy which far exceed other 
notebooks. 


There’s QUALITY and CONVENIENCE in 
Maple Leafs: WINNING display-window which depicted PRES-a-ply 
@ NON-SLIP RUBBER EDGE labeling products uses 


@ 60 SHEET COUNT With a theme slogan and display of ‘Take A Giant 
@ 70 SHEET COUNT Step Up To Dennison,” John Buttner, display manager 
e@ 80 SHEET COUNT for the Stationery Supply Co., Muskegon, Mich., won 
the first prize of a 1961 Ford Falcon in the nationwide 
Dennison PRES-a-ply display contest. 

Buttner’s display was judged best on the basis of 
originality of display and sales appeal in competition 
with more than 120 retail stationers. Photographs of 
at no extra cost. window or in-door displays were judged in New York 

*Names on request. City by members of the trade press, including Thom 
Grant of OFFICE APPLIANCES. 

Runners-up prizes of Polaroid Land camera kits went 
to Harvey F. Zillmer of Zillmer’s Office Supplies, Wau- 
kesha, Wisc.; David Jarozynski of Geer-Dunn Co., 
Jamestown, N.Y.; Robert E. Williams of Pound & 
Moore Co., Charlotte, N.C.; and Henry E. Barwick of 
Dutton’s Napa Stationery, Napa, Calif. 


@ GREENTINT OR WHITE PAPER 


The most extensive line of wire bound steno- 
graphic notebooks...so much extra QUALITY 
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BUILD A 
BETTER 
BUSINESS 
WITH ROGERSNAP 


Today . . . you must offer the buyer of 





business forms a complete and competitive line known 
for QUALITY AND ACCURACY. 
This is vital in his expediting transactions. His 
business grows . . . so does yours. You both 
can rely on ROGERSNAP. 











, BETTER BUSINESS FORMS 
WRITE FOR DEALER INFORMATION the complete line of 
4924 READING STREET DALLAS, TEXAS = GonTINUOUS, SNAPAPART & STOCK 
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People and Events continued In order to aid dealer-salesmen, the 
General Fireproofing Co., Youngs- 
town, Ohio, has launched a new chair 


G F Launches sales program. They are promoting a 


slan to increase Good Form chair 
Good Form Plan 
trials and subsequently sales. 


Salesmen and selling methods are GF feels that chairs have to be 
continually changing. Order takers are shown and demonstrated, better yet, 
gradually disappearing under constant placed on trial with a prospect, in 
competition. Hard shell selling is here order to sell 
to stay. And more than ever, every To promote this concept, their busi- 
sale counts. ness furniture chair division has 

For a salesman to compete and crack formed the Good Form Club to pay 
hard shell sales, he must use every recognition to salesmen who demon- 
means at his disposal to prove why his strate extra selling efforts in the pro- 
products are better. motion of chair trials 


NOW YOU 
CAN OWN 

3 BUSINESS 
RECORDING 
MACHINES 
FOR THE 





PRICE OF 1 





STENOTAPE <b/ LO) 


3 Speeds / 10 hour Dictation with Remote Dictation / Transcription Controls 


Its advanced electronic design makes it a 3-way machine: conference recorder (at 15/16 ips), standard 
office unit (at 1% ips) and personal hi-fi tape recorder (at 334 ips). Weighing only 13 Ibs., this is the 
most versatile compact business recording machine you can own. For correspondence, meetings, 
sales training programs, audio-visual presentations, post-graduate digests, language labs, and personal 
entertainment. So sensitive, the 3/10 records 30 feet away—records music with concert hall realism. 
It's completely compatible with all StenOtape units and standard tape recorders 


Complete with remote control microphone for dictation; reel of tape and take-up reel. Accessories available for 
remote control transcription. $24995 pius ret FULL YEAR GUARANTEE 


AMERICAN GELOSO ELECTRONICS, INC., Dept. 308 
251 Park Avenue South « New York 1 0, N.Y. 
| In Canada: CANADIAN GELOSO ELECTRONICS, LTD. | 
Ask for a 700 Weston Rd., Toronto 9, Ontario 
demonstration | | am interested in a StenOtape protected fran- | 
of the versatile chise dealership. Please send full details. 
StenOtape | | 
256 Dictation Heme 
Transcription | Company. l 
office machine. | | 
Compatible partner of the 3/10. 





Address__ 





1 (OC SSS 





Salesmen who fulfill the necessary 
requirements will be awarded a set of 
Good Form cuff links and tie bar, a 
framed award certificate. 

The club was developed to stimulate 
and increase chair trials in both branch 
and dealer markets. GF states that one 
chair trial per week, per salesman in 
an organization will increase sales. 

It is a fact, states GF, that a sales 
increase always follows when chair 
trials have been made. 


NOMDA Awards Dealers 
For Best Designs 


In the first display of dealer sta 
tionery ever sponsored by NOMDA, 
Mrs. ELIZABETH STEMP, of Stemp 
Typewriter Co., Madison, Wisc., was 
awarded the Sweepstakes Prize for out 
standing design of letterheads, enve 
lopes and business cards. Mrs. Stemp’s 
display was judged best all-around en- 
try over many excellent entries in the 
contest. 

The displays attracted a lot of at- 
tention at the 1961 NOMDA conven- 
tion. 

The purpose of the contest and dis 
plays were to arouse interest in 
NOMDA members to pay closer at- 
tention to their printed material which 
can do a real selling job for a store 
Plans have been made to repeat the 
stationery exhibit at the 1962 conven- 
tion. 

Other winners in the four calegories 
of the contest were: 

Be sl De 72H 1n Color — Allied Of- 
fice Machine Corp., Bell, Calif., first 
prize. Fulton Office Equipment Co., 
of Philadelphia, won second prize and 
J. D. Croom Co., Asheboro, N. C., 
was awarded third prize. 

Best Color Layout — First award 
winner was Steno-Craft, Inc., Spring 
field, Mo. United Stationers Supply 
Co., of Chicago, came in second whil« 
third place went to Addressing Ma- 
chine Service Co., of Dallas, Texas. 

Best Black and White Design 
First prize winner was Alameda Type- 
writer Co., of Alameda, Calif. Second 
and third prizes were won by Equip- 
ment for Business, Philadelphia, and 
Ottawa Typewriter Co., Ltd., of Ot 
tawa, Canada, respectively. 

Best Black and White Layout 
Continental Business Machines Co., 
Wilmington, Del., took first place 
with second place awarded to Fred 
Steger Business Machines Co., Erie 
Penn. Third place was given to Pitch 


ers, Inc., Paterson, N. ] 
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Check Writing Manual 

An informative 50-page illustrated 
manual is offered on check writing 
entitled, “Check Smart.’’ The manual 
deals with everyday dont’s and how- 
to in check writing. It’s available for 
$1 from the Business Protection Assn., 
617 Southwest 31st St., Oklahoma 
City 9, Okla 


Western OMDA To 
Award Members 


Trophies that are annually presented 
by Vern Booher, of San Pedro, Calif., 
will be awarded to three members of 
Western OMDA. 

Booher, a member of NOMDA’s 
executive committee, places such 
awards in competition for the retail 
dealers of the 13 Western states who 
sign the greatest number of members 
in NOMDA’s membership 
drive. 

Mark Seaman, of Portland, Ore., 
a perennial winner and worker for the 
Oregon OMDA and the National As- 
sociation, will take home the grand 
prize for placing first in the contest. 
William Secor, San Francisco, is sec- 
ond and J. C. Martin, of Seattle, is 
third place winner. 

A small replica of the perpetual 
Booher cup is given to the previous 
reminder of his 


yearly 


winner as a token 
victory (after he relinquishes the big 
one for presentation to the new win- 
ner). Second and third place awards 
become permanent possessions of the 
members who “place” and ‘show’. 
Formal presentation will be made at 
the Western OMDA meeting to be 
held in Portland, Ore., October 13-15. 


Chicago Businessman 
Buys McClurg & Co. 


The firm of A. C. McClurg & Co., 
a 118 year old Chicago wholesaler of 
office and school supplies and general 
merchandise, was recently sold to a 
Chicago businessman. 

The buyer was PHILIP WEISMAN, 
an executive of the Weisman Box Co., 
of Chicago. Weisman had been a sup- 
plier of corrugated boxes to the Mc- 
Clurg firm for 30 years and had 
knowledge of the company’s opera- 
tions and personnel. 

Weisman stated that McClurg’s 
present polices and personnel would 
remain unchanged. McClurg’s new 
directors are Philip Weisman, presi- 
dent, and MORTON WEISMAN, execu- 
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tive vice-president. McClurg was sold 
by D. H. Sparks, E. R. PETERSON 
and R. KA.ivopa, the company’s past 
board of directors 


Purchases Weekly Newspaper 


Ennis M. DeWeese, owner of De- 
Weese & Co., commercial printing 
plant and office supply store, Hugo, 
Okla., recently purchased the Boswell 
(Okla.) News, a weekly newspaper. 
DeWeese also owns and _ publishes 
another weekly newspaper, the South- 
east Oklahoman, in Hugo. DeWeese’s 
newspaper interest began in 1919. 


..-WHEN A DEALER 
OFFERS HIM THE 


| JUSTRITE 


LINE OF 


ENVELOPES ¢ 
FOR BANKS te B 





PRES! DENT 


we do not sell consumers 


The fellow with a topnotch line of 
envelopes for banks these days is sitting 
pretty. He can practically have any 
banker saying, “I want to buy... 
please take my money.”’ Because banks 
today MUST have many kinds of enve- 
lopes for many purposes to function 
properly. That’s why dealers with 
Justrite envelopes are picking off nice 
profits. You never saw such a great 
line of envelopes for banks as Justrite 
offers . . . covers every need of any 
bank. Even includes two numbers for 
Drive-In Banking that are going over 
in a big way. If you haven't yet staked 
a claim on this bank envelopes gold 
mine, better make your move right now. 


Send for samples and complete 
information, including prices . . 
right away while you're thinking 
about it 


Representative Moves 


George C. Kandres, New England 
representative of Martin M. Moldow 
& Assoc., Inc., New York City, re- 
cently moved to 26 Massasoit Rd., 
Wellesley Hills 81, Mass. The firm 
represents the Joshua Meier Co., Tif- 
fany Stand Co., and Perfect Rubber 
Seat Co., manufacturers 


Store Sold 


Marshall Office Supply Store, Mar- 
shall, Mich., has been sold and will 
be relocated at a new store in the 
Redfield Plaza. 


Veen 
OK oP 


WS ads 
ho Get 
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JUSTRITE’S 
15 Ways to a Banker's Heart 
...and Pocketbook 


. DRIVE-IN TELLER POUCH 

. DRIVE-IN TELLER POUCH with 
deposit slip attached 

. BANKERS FLAP ENVELOPES 

. NOTE-O-MATIC ENVELOPES 


5. BOND AND COLLATERAL 
ENVELOPES 


. OPEN SIDE WALLETS 
. PASS BOOK JACKETS 


. SAFETY DEPOSIT BOX 
KEYTAINERS 


. BANK PAY ENVELOPES 

. TAMPERPROOF ENVELOPES 

. BANK COUPON ENVELOPES 

. DEPOSIT RECEIPT CASES 

. INSTALLMENT COLLECTION 
ENVELOPES 

. CURRENCY GIFT ENVELOPES 

. SAVINGS BOND ENVELOPES 


Three Modern JUSTRITE Factories 
NORTHERN STATES ENVELOPE CO. 
300 East 4th St., St. Paul, Minn. 


JUSTRITE ENVELOPE MFG. CO. 
523 Stewart Ave. S. W., Atlanta, Ga. 


Direct to you— 


NATIONAL JUSTRITE ENVELOPE CO. 
2220 West Beaver St., Jacksonville, Fla. 














People and Events . . . continued 


Everytime Somebody sells New Webster Headquarters in California 


a Copying Machine 


You Can Profit 
Up to ‘100 


Latta's New CONTROL-O-FAX® Forms 
Are Designed For Copying Machines 
Many Dealers Average $500 a week. 


Cash in on the tremendous copying machine mar- 
ket! If you sell machines .. . or not... you can sell 
Latta's CONTROL-O-FAX® Forms. Average sale 
— $250. Almost EVERY copying machine installa- 


Son is @ prospect especially doctors. dentists The F. S. Webster Co. is now servicing its west coast distribu- 
eve ' , 


° Fi Sacks onl Somatte vonanh tors from its new location at 501 Folson St., San Francisco, 
ee oe Sr ae oe wereenne Vu pnee part of which is show above. This new office and warehouse 


business. Fully protected. has twice as much space as the old location. The telephone 

CONTROL-O-FAX® forms are easy to demon- number remains the same 

strate, easy to sell. No investment in stock. Train- 

ing, presentation, advertising materials available. ; ; 
% P 9 Remington Extends Register Program 

Investigate the Big Profit 


Potential of CONTROL-O-FAX® Remington Rand Office Machines, manufacturer and 
distributor of adding machines, calculators and type- 


LATTA’S INC writers, has begun a comprehensive sales program. It 
, r | has placed its production, engineering, sales and service 


Dept. OA-1061, 2800 Falls Ave., Waterloo, lowa facilities behind the dealer selling Remington cash reg- 
isters. 











a all the NEw! 
“best seller’ lists! Dennison Webster's 


NOTEBOOK DICTIONARY 


The only dictionary made especially for all standard 
2 and 3-ring notebook binders. It is available in a 
choice of two sizes (11”x8%2” and 104%”x 8") to 
meet all binder size requirements. 

Over 15,000 definitions! 

An authoritative reference source to more than 
15,000 words, this staple-bound, 32-page, hole- 
punched booklet is all ready for notebook insertion. 
Each entry is syllabized, with correct pronuncia- 
tion, part of speech and modern definition. 
Unlimited sales potential! 

Turnover’s terrific on this new and exciting “best 
seller.” Students, parents, secretaries, typists, and 
professional people, too, are all potential customers 
for this handy home, office or school dictionary. It’s 
a “natural” for year-round sales! It’s packaged in 
a colorful, buy-appealing clear pliofilm jacket. 


Order a supply of Dennison Notebook 
Dictionaries today by contacting your 
regular Dennison representative. 


Available with index divider to retail at 39¢ each; 


. . . . } ’ * 
or with 5 color-coded index dividers at 65¢ each S) : FRAMINGHAM, yserts 


Offices in principal cities 
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Remington's full scale entry into the cash register 
field will be accompanied by a long-range scale promo- 
tion program designed specifically for the dealer. Start- 
ing at $199.50, Remington hopes to penetrate the mar- 
ket with quality machines at the lowest possible cost. 
The machines are designed for use in all types of b-—si 
nesses, both large and small and can be supplied with 
optional features to suit individual requirements. Factory 
trained service personnel will be available to help deal- 
ers give their customers best machine performance 


Sweepstakes Winner Vacations in Nassau 


Paul §. Foster, store manager with the Standard Printing & 
Publishing Co., recently won a first prize in the nation-wide 
VPD Ring Binder Sweepstakes for dealers. His prize, awarded 
by the Joshua Meier Company, Inc., was an all expense paid 
weeks trip for two to Nassau. The Fosters, of Huntington, 
W. Va., are shown boarding their plane for a vacation in 
Nassau 


HIP! HIP! HURRAH!» 


OFFICE MANAGERS 
AND PURCHASING AGENTS 
CHEER GUMPTION... 


because nothing compares 
with Gumption’s superaction 
cleansing power when it 
comes to removing hecto- 
graph and ditto ink stains — 
carbon and crayon marks — 
From Linoleum and Plastic 
Desk Tops. 


DEALERS CHEER GUMPTION... 


because only Gumption sells and sells and & ~f ‘ 
resells right off the counter . . . and only Gump- 
tion brings man-sized profits that make it smart 
business to carry and display and feature Gump- 
tion Desk Top Cleaner. Available in 12 and 36 


02. cans. 
See us at NSOEA — Booth No. 3430 5 


GUMPTION PRODUCTS CORPORATION 


56 Reade Street @ New York 7, New York @ BArclay 7-8482 
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Dents, scuff marks and 
scratches can't mar the beauty 
of the Wood Desk reinforced 


wih DENSIWOOD* 


... Nor can jagged edges ruin 
the nylons — and disposition — 
of its occupant! 





L 


For beauty and serviceability that last, order fine wood 





desks guarded at vital wear points by tough, compressed 
Densiwood. Write for details, and list of manufacturers 


using this outstanding “‘lifetime"’ feature. 


D | Ou Ss iwo oO D Lundstrom Laboratories 


200 Smith St., Herkimer, N.Y. 


Profitable Easy to Merchandise 


DURO Stencil Bar 


DURO 
1s Size of display 
i ae 20h. x 16”"w. 


“d. 
aA Nf x 2 


All your customers 
needs in one complete 
| self merchandising unit 


' 
‘ 
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‘ 
' 
' 
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' 
' 
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'‘ 
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The DURO Stencil Bar comes complete 
with 8 sizes of alphabet & numeral oil 
board stencils, assortment of stencil 
brushes, stencil paste. Stencils also avail- 
able in assortments or open stock. 


Write for complete information 


URO Art Supply Co., Inc. 


Subsidiary of Duro Decal Co., Inc. 
Chicago 26, Illinois 


ecoeoeoooeceececocoessseeseseoecececs 


: 1834 ) Sey Terrace 








NEW CONCEPT IN: 


ed 2 
@ RETRACTABILITY 


@ AND VALUE 


@® PORTABILITY 
@ DESIGN 


MODEL 6500 


PAN TOP OFFICE MACHINE 
STAND — Versatile 1542” 
square pan. Square tubular 
legs. Modesty Panel. Retract- 
able casters. 


MODEL 1177 


BUDGET PRICED stand with foot 
pedal operated retractable cast 
ers. For light weight office ma 


chines. Undercoated solid stee 


top. Square tubular T 


drop leaves 


TIFFANY STAND CO. 


7350 Forsyth St.Louis 5, Mo. 


A GOOD 
NUMBERING 
MACHINE 
AT *16.50 LIST 


..- A PRICE YOUR 
CUSTOMER WILL PAY! 


No. NM-2H, Size 2. Six 
wheel; consec., dupl., trip., 
quad. Chrome piated. 
List (incl. excise tax) $16.50 
less our regular discount. 


LOUIS MELIND CO. 


JYUNDED 1893 
524 NORTH CLARK STREET, CHICAGO 13 


wo 


TELEPHONE GR 7-4200 


“4 ne 


Ca 


Stationery salesman, Troy Myers, of Gregory, Mayer & 

Thom Co., Detroit, Mich., displays the key to his new 1961 

Renault Dauphine which he won in Eagle Pencil Co.'s re 
nt handwriting analysis contest. 


Royal McBee Reorganizes Appliance Division 


The Royal McBee Corp.'s Appliance Division, which 
markets Royal portable typewriters, has been reorganized 
into 10 appliance market areas. The appliance division 
had previously been organized under three regional 
managers 

Each market area will be headed by an appliance man 
ager, who will report directly to headquarters in New 
York. W. H. BECKWITH is the vice president in charge 
of the division, Beckwith said that the appliance man- 
ager for each area will supervise the activities of territo- 
rial managers, who will be headquartered in certain ma- 
jor markets, and portable district representatives sta- 
tioned in key cities 

The reorganization was made as a result of studies by 
the Appliance Division into changing market conditions 
which affect portable typewriter distribution. The new 
marketing structure is expected to result in a reduction 
of selling expenses and an increase in overall sales vol- 


ume and efficiency, he said 


New Symbol For Remington Rand Systems 


A new Remington Rand Sys- 
tems logo decal, designed in 
yrange, blue, and white, has 
recently been issued to all au- 
thorized dealers. The decal is 
ll x 13 inches, and may be 
nounted indoors or outdoors 
on metal, glass, or other 

ooth-faced surfaces. Rem- 
ington Rand Systems is a divi- 
sion of the Sperry Rand Corp 


OA-10/61 





e@@¢ ee a 
*e 
eeeoe4es 
* . 
@ eseeeee © 
e ee eee ee ee 
eeeese ee eeee 
® ee@¢ 68 





STOP! 


they like. If you'd like the same results, put this catalog and price list to work right now. We'd like to do business 
with you. Just tear out this page, write your name and address in the bottom margin and send it to Philip Hano 


Company, Inc., Holyoke, Massachusetts . . . 


YOUR NAME HERE 


hed 
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os 
The Complete Line of . . . 


All Products Available in Stock 
Standard, Semi-Custom, and 
Custom styles 











No. 1412 ||P 





a aan } 


There’s more new business for you in this catalog than you know. But Hano Dealers 
know! Hano is the ONE-STOP source for repeat profits . . . on repeat orders. Note 
the products listed above . . . they move fast! And Hano’s dealer know-how, top 
lithograph quality and low cost help dealers get the stock turn-over and profits 





or Met. Olive, Illinois. 
STATE 


+ 


CITY 


¥v 


STREET 


¥v 


DEALER'S NAME 


4 
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DOK 


$pellg the profits 
you make with 


MSS | l7-Shelf 


first and foremost in its field 
with 3 fast selling series to 
solve every filing problem! 


SERIES SERIES SERIES (short depth- 
(Door Series) (Open Type Series) economy series) 


Where maximum Offers maximum Maximum filing 
record protection filing space, maxi- economy in letter 
from dirt, dust, mum space saving. or legal size with 
water and fire is a 3” frontal over 
the factor. hang. 


All Units Available in Letter or Legal Sizes 
— 30” to 36” Widths — 7 to 10 Openings 


Exclusive VS features include: 


FINGER TIP COMPRESSORS 
va lj 


@ Positive locking 
© Free movement 


© Fully adjustable 
i 


Lightweight patented Drop Doors 
Face mounted Reference Shelves 


P: National Advertising that 
tells the VS Story te millions 
of your customers in 


Write for new big four-color 
catalog and full details. 


AE) eo | ee od | | | Om 


105 Chambers Street @ New York 7, N. Y. 


People and Events continued 


8th District Announces Scholarship Winners 


Patrick McGaughy Janice Widner Suzanne Tardy 


The Eighth District has revealed the names of the 
winners of the District Foundation First Annual Scholar- 
ship awards. The scholarships are given to the sons and 
daughters of Eighth District travelers, dealers and 
dealers’ employees. 

JANICE WIDNER won the Topeka, Kansas Dealers’ 
Award and will attend Kansas State University as a 
freshman this fall. She is the daughter of Mrs. WIDNER 
who is employed by Consolidated-Salina, Salina, Kan., 
in the printing department. 

SUZANNE TARDy, the daughter of Mr. and Mrs. 
Ep Tarby of Olathe, Kansas, will use her scholarship 
to attend St. Xavier Colllege in Chicago. She is study- 
ing to be an X-ray technician. Her father is a sales 
representative for the National Blank Book Co. 

The third winner is PATRICK L. McGAuGHY, son of 
Mr. and Mrs. V. O. McGauGuHy, Kanasa City, Mo. 
Mr. McGaughy is general manager of the Federal Sta- 
tionery Co., Kansas City. Pat is a senior at Texas A 
& M College and will be working for his master’s degree 
this fall 


United Church Women Ask Your Help 


The School Supply Wholesalers of America are being 
asked to provide school supplies to Latin America. 
This is part of a ‘Colossal Educational Undertaking” 
to help build ‘‘the foundation for a World Community”. 

The United Church Women have written the office 
of the Wholesale Stationers’ Association, urging the 
Association to ask its members (those firms which 
normally sell school supplies to retail stores for resale 
to consumers) to help meet the “mass thirst for knowl- 
edge in the Americas where more education at all levels 
is a pressing need.” 

Wholesalers, and in fact many retailers, are invited 
to prepare special “school kits’’ made up of 

School Supplies: 6 pencils 

2 erasers 

1 box crayons 

2 pads paper 

1 blunt pointed scissors 

These are to be sent to “Church World Service 
Center’’ at any of the following addresses: 

New York ..110 East 29th St., New York 16, N.Y. 
Maryland New Windsor, Maryland 

Indiana ..Main Street, Nappanee, Ind. 

Missouri ...4165 Duncan Ave., St. Louis 3, Mo. 
California ......919 Emerald Ave., Modesto, Calif. 
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THIS MAT IS THE HOTTEST 
ITEM IN THE INDUSTRY! 





Why? 
You demonstrate - 
Customers Buy! 


THE TILTED TABLE TELLS THE STORY OF THE UNDA-WUNDA! 
VISUAL SELLING TOOL DEFIES GRAVITY -- SELLS ON SIGHT. 


Millions of microscopic suction cups anchor ma “Office-mated"’ colors: Eggshell, Desert Tan, Mist 
chine firmly, end ‘‘creep’’, soak up vibration and Green, Smoke Grey, Black. 

noise, reduce fatigue, increase speed and accuracy 

Delighted users spread the word, Rapid reorders Sized for: manual & electric typewriters; adding 
boost profits machines and duplicators. 


* 
UNDA-WUNDA 2:0 2xroen00 


55 Woodbine Street, Bergenfield, N. J. 
TYPEWRITER and MACHINE PADS Unda Wunda is a trademark of the Enor Corp 
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People and Events . . . continued 
Byron Johnsons in New Building 


During mid September, ELAINE and BYRON JOHN- 
SON, partners in an office equipment and supply busi- 
ness in Kankakee, Ul., held open house in their new 
building at 185 N. Schuyler Ave. 

Erected in accordance with the Johnsons’ specifica- 
tions, the new business-home is a one story structure 
with a full basement. It adjoins the former store, which 
is now used as a warehouse. The total space occupied 
by the Johnson business is now over 7,000 square feet 

The Johnson business was established in Kankakec 
only 11 years ago. The new location completes a record 
of three moves made necessary by steadily increasing 
sales volume. 


New Ohio Office For Smith-Corona 


Smith-Corona Marchant, Inc., is constructing a new 
modern 5600 square foot office building in Columbus, 
Ohio. 

The new SCM building will headquarter in one cen 
tral location several divisions now operating from dif- 
ferent offices. 

Personnel who will be in charge of the new SCM 
Columbus office are: W. E. BARNETT, calculator and 
adding machine operations; JERRY L. Diener, office 
typewriter sales; RONALD Bex, portable typewriter sales; 
PAUL WEAVER, photocopy division; J. M. Fritz, data 
processing systems division; and Roprert Busu, supply 
division. 


Supreme Steel Offers New Colors 


ROBERT STAHL, sales manager of the Supreme Steel 
Equipment Corp., has announced that all of the com- 
pany’s products are now available in four standard col- 
ors: olive, mist green, desert sage and grey, at no addi- 
tional cost. Other shades, including colors submitted by 
dealers for matching, are available according to a pre- 
mium rate schedule available from the company. 

The announcement came as a result of Supreme’s 
move this spring to new quarters at 50th St. and Sec- 
ond Ave., Brooklyn, were a one hundred percent in- 
crease in working space has enabled the company to in- 
stall a double capacity finishing department. 


Sheaffer Plans Large Scale Ad Program 


The W. A. Sheaffer Pen Co. will pay particular inter- 
est to the college market in its fall and holiday con- 
sumer advertising campaign. 

A series of four ads will appear in October issues of 
each of the top 100 college newspapers These ads will 
announce a “Sheaffer Pen Money’ promotion and fea- 
ture the firm’s cartridge pens. 

This promotion will include a contest with two top 
prizes of $100 a month for each month of the school 
year and 25 addtional prizes of Philco transistor radios. 
All college students will be eligible to enter by sending 
a top or other portion of a Skrip cartridge pack and a 
statement of 25 words or less on Sheaffer's new cartridge 
pen. Entries will be accepted through November 7 and 
winners named in December. 





~\(— 


Every Day'® Files speed 


Fanfold Gummed Labels—in continuous sorting, filing; offers a 
flow package. Ideal for labeling any- 


thing in the office. 


systematized follow-up 
for mail, etc 


\/ 


about GLOBE-WERNICKE’S highly profitable complete line of office accessories, filing 
systems and supplies. As a G/W dealer, you can satisfy all your customer's office needs. 
You'll never miss a sale because you “didn’t have it.” Get full details today on how 
you can increase your profit selling G/W 
Secretary Approved” office accessories, fil- 
and supplies. Write Dept. DO-10 


Fiberlite® wastebasket is spacious, easy 
to clean. It's fiber glass reinforced for 
longer life. Wide choice of colors 


THE GLOBE-WERNICKE CoO. 
NORWOOD, CINCINNATI 12, OHIO 
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FLAGSHIP 


first in every finish... 


and first in quality for every duplicati 


The FLAGSHIP Line of metallic back car- 
bon papers has earned its number one rating 
by superior performance. When you offer 
FLAGSHIP your customers get longer wear, 
cleaner copies without feed-roll streaks, and 
the non-slip and ease of handling features that 
only FLAGSHIP provides—all at no extra 
cost! Ask the dealer who has a FLAGSHIP 
franchise and he'll tell you that with 
FLAGSHIP you'll sell more carbon easier 
than you ever have. And repeat orders go to 


you because your franchise is protected. 

But FLAGSHIP is only a part of a broad 
line of fine Allied products—for every dupli- 
cating need from orange diazo carbons, a 
complete line of spirit products, to fluid- 
eradicable ribbons. 

The franchise may be open now in your 
vicinity. 

Write today for more information on how 
to make your carbon and ribbon sales an 
important profit producing source for you. 


ALLIED CARBON AND RIBBON MANUFACTURING CORPORATION 


Visit us at booth #136 
N.S.0.E.A. Chicago Convention 
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General Offices and Factory: 165 Duane Street, New York 13, N. Y. 
Western Office and Warehouse: 3425 So. Main, Los Angeles 7, Calif. 











ATLAS 
VERTICAL FILING SYSTEMS 


Protect * Efficiently File 
Assure Longer Life For 


Ofiset Plates Negatives 
Stencils Artwork 


Large and Small Cabinets for all sizes 
and types of plates, negatives, stencils 
etc. Models to file 50 to 1400 items 


Atlas Nega-Plate Hangers give extra pro 
tection to negatives, plates, artwork in 
permanently attached envelope-hanger 
units. Available for filing in any Atlas 
cabinet, old or new 


Over twenty other sizes 

Atlas patented hanger 

Write for Atlas Reference 1 li 
correct cabinet and hanger for your 
quirements 

“Tie-In With Atlas For Greate 
Visit Booths C-3 and C-4 NSOEA 

tion. Get your new tie an 

Chart 





ATLAS STENCIL FILTERS CORP. * 16716 WESTFIELD AVENUE * CLEVELAND 10, OHIO 











FOR HIRE: 





HARDWORKING, SUPER SALESMAN FOR 
YOUR BUSY FALL-CHRISTMAS SEASON ! 





New Bausch & Lomb 
Reader and Magnifier Display 


If you’ve watched B & L Reader & Magnifier Dis- 
plays build up impulse sales for you in the past, 
watch this new one work for you. Customers are 
all interested in extra magnification for all sorts 
of uses. This new display rack begs them to buy 
... without any work involved for you! You can 
increase your sales as high as 300% during the 
next few months with these fast selling items! 
Display them and see. For booklet 
“How To Sell More Magnifiers”, 
write Bausch & Lomb Incorporated, 
992 Lomb Park, Rochester, New York. 


People and Events . . . continued 

Sheaffer will also advertise its cartridge pen in the 
youth market, in such magazines as Boy's Life and 
American Girl. This campaign will begin in September 
and carry through the Christmas season. 

Other ads in general magazines and three national 
Sunday supplements, plus a heavy series of spot com- 
mercials on the full NBC network via the Jack Paar and 
Today shows, will round out the pen company’s con- 
sumer ad program 


DeJur-Amsco Obtains Court Injunction 


The unauthorized use of the Grundig and Stenorett« 
trademarks and design patents covering such equipment 
brought forth injunctions against a Hartford, Conn. 
dictating machine dealer. The DeJur-Amsco Corp. of 
New York filed a complaint in Connecticut Supreme 
Court against Hubert and Burton Michaud, doing busi- 
ness as Grundig Dictating Machines. 

The DeJur-Amsco Corp. is the sole marketer in the 
United States and Canada of DeJur Grundig Stenorette 
dictating machines, which are covered by design patents, 
as well as trademarks on Grundig, Stenorette, Stenomatic 
and Stenorette-Versatile. Only dealers authorized by De- 
Jur are permitted to advertise, display, or sell office 
equipment bearing these trademarks or covered by the 
design patents. 

In their application for an injunction against Hubert 
and Burton Michaud, doing business as Grundig Dictat- 
ing Machines, DeJur-Amsco Corp. complained that the 


Select 


BAUSCH s. LOE 


for Quality 


BAUSCH & LOMB 
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plaintiffs were offering for sale Grundig Stenorettes 
that were manufactured for the European market. 

The injunction, issued August 11, forbids Hubert 
and Burton Michaud, doing busines as Grundig Dictat- 
ing Machines, from advertising, exhibiting, selling, of- 
fering for sale, or leasing, any office dictating and 
transcribing equipment manufactured by Grundig. 


Wagner-Henzy-Fisher Co. Gets Franchise 


The Wagner-Henzy-Fisher Co. has been made the 
exclusive franchised dealer in Cleveland, Ohio, for Art 
Metal office furniture and supplies. 

The new dealership is the result of the merger of Art 
Metal's former dealer, Dean Office Equipment Co., into 
the Wagner-Henzy-Fisher organization. The merged 
company will continue to do business at the old ad- 
dress, 1852-34 Euclid Ave., Cleveland. 


Midwestern Photek Dealers Named 


Photex, Inc., of Providence, R.I., a subsidiary of 
Textron, Inc., has announced two new midwest dealers. 

The State Office Supply Co., 44 S. Third St., Co- 
lumbus, Ohio, has been named as one of the new mid- 
west dealers for Photek office copying equipment and 
supplies. 

Fort Wayne Reproductions, Inc., 212 W. Jefferson 
St., Fort Wayne, Ind., was named the Photek distribu- 
tor for 14 Indiana and Ohio counties in that area. 








A TIMEly suggestion 


wherever business is concerned! 


\ Seas 


Also available 
with Half Hour 
Time 
demarkation 


© Easy To Read 

® Easy To Use 
A quality line of stands and pads featuring all popular 
styles and sizes. Calendar pads are lithographed on a high 
grade, white — I6# paper. Stands available in brown and 
grey. DAILY FIGURES ON SMALL MONTHLY PAD 
PRINTED IN REVERSE FOR QUICK REFERENCE. 
Slot punched for neater appearance after removal of page. 
No more perforation. 


ae write or phone for complete details 


CALEN DARS,INC. 


00-112 O1SSEL STREET = JOLIET, MLLINONS 
TELEPHONE JOLIET SA 3.0854 AND SA 3.0855 











Columbia Chairs 





1728 Jr. Executive 
Swivel Arm Chair 


—they also make extra-good sellers for dealers. Full line, 
smart new Contemporary styles, all price ranges. Write 
for more information. ; 


JENKINTOWN 79, PA. 
SANTA ANA, CAL. 
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No adjustments, no gauges, 

nothing to mark — 

just insert paper 

and squeeze! Clix 

punches are permanently 
re-set for proper center 
istances . . . save time 

and waste motion. 

Always accurate, 

jamproof, trouble-free. 


CLIX 
DOUBLE DUTY PUNCH 
MODEL 32 
List $5.75 


PUNCHES 


are also available in: 


1-Hole Punches — Model 100X — List $.65 

2-Hole Punches — Model 2 — List $2.75 for 5” —12” sheets 
3-Hole Punches — Model 3 — List $3.75 

7-Hole Punches — Model 7 — List $7.50 


See your Wholesaler or write to 
NEW ENGLAND PAPER PUNCH CO. 
NATICK, MASSACHUSETTS 








People and Events 


te 
| Finance Corp. Acquires Lago, Inc. 

The International Finance Corp., a company organ- 
ized earlier this year te specialize in secured loans to in 
dustry, has acquired Lago, Inc., an office equipment 

BALL oe N Ss leasing company in Hastings, Minn 

Lago, Inc. will be operated as a wholly owned sub 
sidiary of International Finance 

Lago, Inc., which has been in operation for about two 
years, has $200,000 of office equipment on lease to 
firms in Minnesota, lowa and neighboring states. 

International Finance was organized by a group of 


Minneapolis financial executives and recently completed 
a half-million dollar offering of common stock. 


Sheaffer Display Receives 
Chicago Ad Club Award 


A counter display designed for the W. A. Sheaffer 
Pen Co.’s retail division has received a merit award 
in the 1961 competition of the Chicago Federated Ad 
vertising Club. 

The award was given for “production of distinc- 
tive and exceptional creative work, in the presenta 
tion of visual/sound communication, within the scope 
of advertising 


The display also received a blue ribbon award in 


What's 


Ask Sure-Rite! Every month, one or 


more new product ideas —plus 


Ss REGULAR INKS 4 4 over 750 best-selling items in the big 
: 2-Rite catalog. Write today. 
e REPRODUCING INKS a Sure-Rite catalog. Write today , 
Learn what’s new for you in profits! 
® MEDIUM POINTS 


© FINE POINTS American Stencil Mfg. Co. 


If it’s new, Sure-Rite has it! 
2714 WALNUT STREET © DENVER 5, COLORADO 


isher zs 


Show — Recommend — and SELL the paneer: 


MEANS QUALITY BEACH Books 
and EXTRA PROFIT) 8 
FOR YOU and Easy to ee ... for 


the detailed expense 
records that protect 
on TAX deductions. 


WRITE FOR CATALOG Shipped to you in 


Counter-Display Carton 
5 that builds sales 
For Samples, Prices: 
F ! ba ft 4 ; FE ba CO. " 


FOREST PARK, ILLINOIS [iikrenknrennepement 


19829 W. McNichols, Detroit 19, Mich. 
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the first annual Merchandising Awards Competition 
of the Point-of-Purchase Advertising Institute. 

The display is one of the specialized point-of-sale 
pieces Sheaffer's retail division has introduced to help 
franchised dealers promote the sale of prestige writ 
ing instruments 

The display has four individual removable trays 
for showing a complete selection of products It is a 
four-foot-long illuminated unit of walnut with brass 
trim. It was created for Sheaffer by the Thomas A 
Schutz Co. of Morton Grove, III. 


Columbia Ribbon & Carbon 
Expands International Office 


The Columbia Ribbon & Carbon Manufacturing Co., 
of Glen Cove. N_Y 
division offices to 
York ( ity 

HENRY B 


nounced the 


recently moved its international 


new and expanded quarters in New 
HOLMES, executive 
JOSEPH ZIOBER as sales 
Ziober, had 


International 


vice-president, an 
appointment of 
division. 
Rand 
Supplies Division for more than 32 years. He will work 
HERMAN LuTzZ 


manager of the international 


previously been with Remington 


with manager of the international 
division 
The new expansion was necessitated by the need for 


staff and 


ational division's growth. Columbia 


additional space, management facilities re- 
quired by the intert 
has manufacturing plants or subsidiaries in London, 
England; Toronto, Australia; Sao 
Paulo, Brazil; Buenos Zurich, 


Switzerland 


Canada; 
Aires, 


Sydney, 
Argentina, and 


EASTERy 


339 


"1g ae 5 HOW 


OCTOBER 14 ® 17 


500 8th Avenve 
New York 1, N.Y. 


the WARSHAW 


MFG. CO., INC. FILING PRODUCTS 


THE FREE HAND BINDER 
Reg. U. S. Pat. Off, 





How many times have you 

wished for another hand to keep 

things in order and moving in 

the right direction? The, FREE 

HAND BINDER saves much 

time in handling and 

filling out blank forms, 

invoice and order blanks, 

etc. Simple operation 

more efficient than arch 

or clipboards. Sheets do 

not require punching— 

binder easily opened or 

closed with one hand. 

Write for details and 
prices. 


Descriptive Price List of 
Stock Sizes Sent on 
Request 


Free Hand Binder Co. 


Wagoner's Pat. Model ‘'A 43 Fulton St., New York 38, N. Y. 
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Built for 
COMFORT 


NSOEA, SPACE 636 


CONRAD HILTON HOTEL 


HAMPDEN’S HANDSOME, NEW 
FOLDING CONFERENCE CHAIR 


No. 304 


Foam seat, back and arms with 
extra-sturdy tubular steel frame. 
Finished in boked-on enamel. 
Ideal for conference or waiting 
room; handsomely cat home in 
foyer, office, or auditorium class- 
room. Built for beauty too, and 
years of rugged use. Available 
with or without arms. Write for 
Catalog: Dept. F-5 HAMPDEN, 
295 Fifth Ave., New York, N.Y. 





Seat lifts up and away 
at 2 finger touch. 


Folds fiat for —y 
and compact storage. 


Hampden 


295 Fifth Ave., New York, N.Y. Factory: Easthampton, Mass. 
Manvfocturers of: 


PUBLIC SEATING + OUTDOOR end JUVENILE FURNITURE + BRIDGE SETS 


161 











People and Events continued 


ONLY The “Precise” , WSA Issues Stationers’ Industry Manual 
TRIMMING BOARD 
The ‘1961 Stationers’ Industry Manual’’ was issued 
recently by the Whoiesale Stationers’ Association. The 
manual serves as a special year-long reference book for 
manufacturers and wholesalers regarding actual market- 
ing policies of the firms in the industry, the actual dis- 
tribution facilities of wholesalers, and current findings 
on the cost of operations and practices within the in- 
dustry. More than 1,000 manufacturers and wholesalers 
were holders last year of copies of the “Manufacturers 
and Wholesalers Directories’, predecessor to this man- 
ual. Regular supplements are provided during the year. 
Copies may be obtained by writing the office of the 
Has All These Wanted Selling Features Wholesale Stationers’ Association, 1609 Sherman Ave., 
® Patented Finger Tip Controlled Paper Guide Evanston, III 
®@ Finest Steel Blades, Carefully Ground 
@ Two White Scales on Black Background 


@ Only Finest Seasoned Hardwood Used 
@ Every Board Completely Guaranteed 


Underwood Buys New York City Building 


: ¥ -. Meow The Underwood Corp., of New York City, has pur- 
You offer the finest in the New “Precise” Trimming ; 80.000 . foot. £ oie alee in 
Board. It has everything your customer should have for cnasea a Ov, Square 100, OUl-ROty CUKE, SnHOw- 
trimming, cutting paper, paper board, etc. The patented, room and warehouse building at 122-130 East 23rd St., 
— =" — vee og releases with a finger New York City, from the Wilson Jones Co., of Chicago. 
IcK, white scales on ac ry : 4 ° ° 

AR SIZES 2 s New 
background speed accuracy and | Gas ~~ rer _ Wilson Jones had used the building for its New 
measuring time. Models 5,6 & | No. 4—121/”"—Blade York headquarters, which were recently moved to Eliza- 

; ; aoe 

7 have special safety spring. | art Pe beth, N.]. 
The “Precise” is a steady seller 7—241/,"—Blade - 
wherever displayed. ; , The Underwood Corp., plans to use the newly ac- 
quired four-story building to house some of the com- 
pany'’s sales and service facilities which it intends to 
centralize. Use of the building will also provide more 


room at Underwood's main NYC office. 


Prompt Delivery — Order Your Needs Today! 


AMERICAN PHOTO LABORATORIES 
2511 W. MOFFAT ST. Dept. A = CHICAGO 47, ILL. 

















rudiber bands complete the picture! 


e 


Now - The famous MONARCH brand completes its line by offer- 
ing the widest selection of fastening devices available for Stationers. 
Combine orders for clips, staples, pins, brass fasteners, with our 


new line of RUBBER BANDS. 


PURE CREPE QUALITY 
Manufactured from the highest quality natural gum rubber, the 
new MONARCH bands meet exacting specifications for uniform 


thickness, and long life. Wide assortments in attractively styled 
MONARCH polka-dot boxes, can S T R E T C H your sales volume. 


PRODUCTS OF VAIL MANUFACTURING COMPANY 
900 EAST 95th STREET CHICAGO, ILL. 
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Jackson, Mich., Firm Purchased 


Office Supply House, 129 §S. Mechanic, Jackson, 
Mich., owned by the Adolph G. Daferner estate, has 
been purchased by Mr. & Mrs. G. E. CLEVER. 
The firm will be known as the Jackson Office Supply 
House, Inc., with Mrs. Clever as manager, assisted by 
Mrs. MARGUERITE A. REsoR, who has been with the 
company seven years. Mrs. BLANCHE PEACH, who has 
been manager of the firm and executrix of the estate, 
will be retained in an advisory capacity. 

Under a reorganization plan, the new owners will 
expand the firm's outside sales, typewriter repair and 
service departments 


Horder’s Holds Annual Outing 


The annual golf outing of Horder’s Stationery Stores 
was held last month at Glendale Country Club outside 
of Chicago. Joining in the party were many Horder 
suppliers, nearly all of them members of the Great 
Lakes Travelers Club. The entire afternoon was given 
over to golf, the evening to dinner and prizes. 


Fire Destroys Warehouse 


Fire of an undetermined origin completely destroyed 
the Business Systems, Inc., warehouse in South Bend, 
Ind. The fire caused an estimated damage of $10,000 
to the building and about $4,000 to contents. 

Julius Tucker, Business Systems owner, said the build- 
ing housed office equipment sold by the company. In- 
cluded in the loss were desks, chairs, files and rugs. 








UBA 
ABINETS 
BUILT RIGHT! PRICED RIGHT! 


Cabinets & 
Wardrobes 


Heavy gauge 
steel, with 
baked-on 
office-grey 
enamel, 
chrome 
handles with 
lock, 
adjustable 
shelves. 
Shipped K.D 
One per 
Carton 


CUBA 9 MANUFACTURING CO., CUBA, MISSOURI 








Why Dealers Who Handle PLAN HOLD.) Find Their Sales Expanding 





Market potential: PLAN HOLD vertical and 
roll filing equipment is the essential business 
tool for all who use large sheets: architects, 
banks, builders, contractors, design engineers 
throughout industry. They are catching on fast 
but the market potential is barely scratched. 


Self-selling: PLAN HOLD leads you to cus- 
tomers you never before reached. And once 
you’ve made the first sale, you are sure to make 
more because PLAN HOLD in use sells itself. 


Constant promotion: PLAN HOLD national 
advertising and industry exhibits generate 
thousands of prospects referred to you as live 
sales leads, PLAN HOLD gives you local sup- 
port in the Yellow Pages. Supplies you with 
sales aids, direct mail and invoice stuffers 
acclaimed by dealers as best in the industry. 
Act Now. Find out why PLAN HOLD deal- 
ers are finding new customers and increasing 
profits. Write Marketing Div. or call collect 
LOrain 7-2151, Los Angeles, or TWX LA 1196. 





PLAN HOLD CORP. 
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5204 Chakemco St., South Gate, Calif 
251 S. River St., Aurora, Illinois 

















SPEED-O-PRINT 
Worlds Finest Photo -Copicr 


COPIES EVERYTHING 
IN SIGHT...IN SECONDS 


lf you have been under the impression that all 
photo-copiers are pretty much alike, don't buy any 
machine until you see the Speed-O-Print. 

In 59 seconds, your Speed-O-Print dealer will 
show you why hundreds of thousands of users— 
from one-man offices to leaders in business and 
industry—prefer this superb Photo-Copier to 

all others. Or, if you prefer, send for illustrated 
brochure describing the six Speed-O-Print 
nalelei-1h-emm Mel MIM ital Mmelal-Mdat-lar-> t-len ah) 

meets your budget and surpasses your 


most exacting requirements. 


Soced-O-Fhint CORPORATION 
1801 WEST LARCHMONT AVENUE, CHICAGO 13, ILL. 


Gentlemen: 


1! want to know why the Speed-O-Print Photo-Copier is 


superior. Please send, without obligation, complete details, inc/uding Shoced-O-Fhint. 


a photo-copy of this request. 
_ CORPORATION 


Title __ 
5 1801 WEST LARCHMONT AVENUE 
CHICAGO 13, ILL. 


Company 
Address__ 


‘ City 
an “ 
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STAN to 
MAKER 


ACCOGRIP® is the revolutionary 
new instant binder by Acco 

It opens and closes at the 
touch of a finger. It grips 

better, wears better, and has 
greater consumer demand than 
any other instant binder 

on the market. Unique 
spring-action clamp. Genuine 
pressboard cover. 


Now available in 12 colors. 


CCOGRIP 
IS FIRST IN SALES 
BECAUSE ITS 
FIRST IN QUALETY 


Year after year Acco sales-makers help you meet 
the demands of modern office efficiency. For pres 
tige and profits throughout 1961, feature the com- 
plete Acco line, including these long-time favorites. 


ACCO PRODUCTS A Division of Natser Corporation, 


Ogdensburg, N.Y. « In Canada: Acco Canadian Co., Ltd., Toronto ACCO FOLDERS ACCO BINDERS ACCO FASTENERS 





“Just a few...” 


of the best profit 

marking devices 

by FULTON! (=) 
’ 


e FULTON 


NUMBERER 
«FULTON 
RUBBER TYPE 
OUTFIT 


* 
"  grame pal 


FULTON e 


DRI-KWIK 
INK 

















°* FULTON 
SIGN MARKER 


* FULTON DRI-KWIK STAMP PAD 


a" 


any special 
ink problems 
submit 
sample for 
extra fast 
service 
Write for 
FREE CATALOG 
and PRICE LIST 
Prompt deliveries 


* NU-TYPE FOAM RUBBER 
STAMP PAD 


FULTON MARKING EQUIPMENT CO., INC. 
82 Fulton St., Elizabeth 1, New Jersey 


“Manufacturers of Marking Devices. for Over 50 Years” 


We welcome 


Men on the Move 


GEORGE H. ATKINSON has been 
appointed dealer-agent field man- 
ager of the Remington Rand Office 
Machines Division, Sperry Rand 
( orp 

Atkinson started his career with 
Remington in 1934. In the succeed- 
ing years he has served as service 
manager, assistant branch manager 
in the adding-bookkeeping-calaulat- 
ing division and machines and supplies assistant branch 
manager in Denver. In 1956, he became branch man- 


George Atkinson 


ager. 
In his new position, Atkinson will be responsible for 
coordinating nation-wide dealer activities with home 


office 


At BATTIs, eastern regional sales manager of the 
business equipment division of DeJur-Amsco Corp., has 
assumed the additional duties of national field sales 
manager for ‘‘Stenorette” dictating machines. 

In his new position, Battis will be responsible for all 
sales and marketing involving the machines and will 
have reporting to him the regional managers in Chicago 
and Los Angeles 

Assisting him will be Miss GrETEL CUMMINGS, who 
will be in charge of the division’s home office in Long 
Island City, N. Y. 


ROBERT STRICKLAND has been 
appointed West Coast district sales 
manager of Globe-Wernicke’s Sys- 
tems Division, according to an an- 
nouncement by WILLIAM C. AYL- 
WARD, vice-president, sales and sys- 
tems 

Strickland will work with dealers 
in northern California, Oregon and 
Washington promoting filing sup- 
plies, office accessories and filing systems. 


Robert Strickland 


J. KerrH Crark, president of Keith Clark, Inc., has 
announced the election of new officers for the firm. 

R. L. NEVIN has been named vice president-sales. He 
was formerly general sales manager. JAMES G. O’NEIL 
becomes vice-president-production. O'Neil was formerly 
plant manager. A. G. MITCHELL is vice-president; Sake 
MAcINTYRE, sales manager-Defiance Calendars. 

New Keith Clark representatives are Lou WINGER1 
and Lou WINGERT, Jr., St. Louis and Britt WINGERT, 
Chicago, who cover the Central States; James B. WIL- 
SON, Jacksonville, Fla., Southeast; BiLt ELDRIDGE, New 
Orleans and E. M. Stewart, Jr. Southwest, namely, 
Texas, Oklahoma, Arkansas and Louisiana. 

The R. L. Smith Company covers the Western States 
with the following personnel: STAN Ross and HANK 
LyLes, Southern California, Arizona and Southern Ne- 
vada; DAN Kerr, Northern California, Reno, Nevada 
and Hawaii, JOHN BurNs, Washington, Oregon and 


Continued on page 168 
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“CUSTOMER-KEEPING” through progress! 


Processing CUSTOMER-KEEPING office papers and 
paper products for modern offices and modern equip- 
ment—that's what you will find at our new plant in Elk 
Grove Village, Illinois. A 10-minute drive from O'Hare 
Field; visit us the next time you're in Chicago. 

All paper converting equipment and warehouse fa- 


cilities, as well as our entire administrative and pro- 
duction staff, are now UNDER ONE ROOF. They team 
up to bring you a truly quality line of CUSTOMER- 
KEEPING Office Papers and Paper Products. 

Our catalog and price list will be mailed promptly to 
all qualified dealers on request. 


KEEP CUSTOMERS SATISFIED WITH R-B QUALITY OFFICE PAPERS AND PAPER PRODUCTS 
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* Drafting Instruments * Drawing Equipment 
* Drafting Materials + Measuring Devices 
* Drawing Sets - Designing Aids 


The One COMPLETE 
QUALITY LINE of 
DRAFTING & DRAWING 
SUPPLIES 


QUICK SALES’ BIG PROFITS 
with these Sales Stimulating 


COUNTER DISPLAYS 


No. P395D <aivin- 


DRAFTECH TECHNICAL 
FOUNTAIN PEN DISPLAY 


12 precision pens for all types of draw- 
ing. Super fine to Extra Broad nibs. 
Extra large cylinder for long lasting 
ink supply. Eye-catching display for 
store or window. Display FREE. 
Retail Price 
Your Price 


Profit 


PROFESSIONAL & SCHOLASTIC 
DRAWING SCALES DISPLAY 


Superior quality boxwood, pearwood 
and plastic triangular and flat 6” and 
12” drawing scales. in self-selling dis- 
play. Stands 22” high with 2 flanges 
8” ‘wide that fold to form a rigid 
stand. Overall width 32” 

Retail Price $75.00 

Your Price . 45.00 


Profits 


STOCK <> --- UP TO 50% PROFITS 








No..5555 POCKET LEAD POINTER 
**Kleen-Point'’ pocket lead pointer 
Graphite cup retains lead shav- 
ings. Guide tube prevents lead 
snapping ond insures sharp tapered 
points. Durable construction, eco 

$1.95 ea. Retail nomical, practical, neat. For home, 
office, school, shop use. 


No. 604 6” BOW COMPASS 
An economy bow ‘compass svitable 
for scholastic or Commercial use 
Circles from Ye” to 9” diameter 
Designed fo Anodoized Aluminum 
with steel center assembly. Com- 
$2.75 ea. Retail plete in vinyl plastic sheath. 


MECHANICAL LEAD HOLDER 
No. 50218 $1.45 ea. Retail Push-Button mechanical lead holders 
permit quick lead adjustment. Holds 
any standard size drawing lead 
No. 5021 $1.45 ea. Retail Perfectly balanced featherweight bar- 


re ==! IS or) for yoors of lasting 
service. 
No. 5020 $1.35 ea. Retail 








Write for 124 page catalog 
today . . . showing the com- 
plete Alvin line of displays 
ond merchandise . . . Makes 
on ideol sales tool. 
Additional Discounts on Quantity Purchases 


Quality at the Right Price” 
ALVIN & CO., INC... WINDSOR, CONN. 


Men on the Move continued 


Montana; R. L. SMITH, Jr., Colorado, Wyoming, Utah 
and New Mexico. 

DaN Nicro, Ep KugsTerR, Don ENDO, FRANK 
CAVALLINO and DAN Hur ey of Nigro-Kuester Asso- 
ciates represent the company in New York, the New 
England States, Pennsylvania, Maryland, Delaware, 
New Jersey and the District of Columbia. 


Ron Mundigel J. Cieslinski 


Clarence Hagen Robert Birch 


MarK M. GILL, president of the J. K. Gill Co. an- 
nounced the election of four new officers to the com- 
pany. They are: RON MUNDIGEL, vice-president, Retail 
Division; JAMES CIESLINSKI, vice-president, wholesale 
and school division; CLARENCE HAGEN, vice-president, 
school book division and ROBERT BIRCH, treasurer. 


CaRL B. SMITH and FRANK SPANIEL have been ap- 
pointed general manager and general superintendent, 
respectively, of the Penco Div., Alan Wood Steel Co. 

Smith was formerly acting general manager of Penco 
and Spaniel was previously manager of production. 


CARL H. GABRIELSON has been 
appointed manager of marketing 
administration for Smith-Corona 
Marchant Inc., it was announced 
by LesLie C. OVERLOOK, vice-pres- 
ident, marketing. 
In this capacity, Gabrielson will 
supervise branch office operations 
and administration, and sales sta- 
tistics. Until recently, he was Cor- C. Gabrielson 
porate manager of branch operations. 
He joined the company’s accounting department in 
1933. In 1951 he entered the sales department and in 
1955 became manager of branch operations. 


ARTHUR W. SELLERS has been appointed sales man- 
ager of Hampden Specialty Products Corp., it was an- 
nounced by Davin S. LAPINE, vice-president in charge 
of sales 

In his new position, Sellers will report directly to 

continued on page 170 
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MAKES COPIES OF SINGLE SHEETS, BOOKS, 
BLUEPRINTS, CHARTS, ETC., ANYWHERE 
FOR: lawyers e engineers e architects e li- 
brarians e accountants e investigators e stu- 
dents e writers e many more! Ideal for company, 
association, institution, and public libraries. 


ILLUSTRATED ABOVE: TWO UNITS IN ONE: The 
Standard Attaché with its built in exposure and de- 
veloper sections plus the removable Book Copier, 


arapto ,inc. 
A Subsidiary of 
ANKEN CHEMICAL AND FILM CORP. 
NEWTON. N. J. 
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ANKEN ATTACHE 
CONTOURA 


World’s most versatile photocopier designed to travel 


Why be stumped when you want to make photocopies 
of pages out of hard-bound books, any over-size ma- 
terials, as well as standard single sheets! It’s no longer 
a problem! The new Anken Attaché Contoura gives you 
all the advantages of a completely portable photocopier 
plus the extra versatility of the Contoura Book Copier. 
It copies all printed, written, typed or photographed 
materials. And there’s never any damage to originals 
or book bindings. That’s the amazing versatility that 
goes with you to meetings, on office calls, to job sites, 
into libraries, aboard trains and planes. Write for the 
full story of how to copy on the go — without exception. 
ALSO AVAILABLE: ANKEN ATTACHE STANDARD 


HANDSOME! Natural luggage finish — in brown. 
COMPACT! 1742” x 1233” x 634”. Lightweight, too. 


MAIL COUPON NOW! 
Ampto, Inc., Dept. 262, Newton, N. J. 
I like the idea of the Anken Attaché Contoura. 
Tell me more! 
Set up demonstration Send me literature 


Name 





Company Phone 





Address 





City Zone 








indfold 


him! 


HE MAN in this picture is a cancer 
‘eee scientist. The device he 
is using looks like something out of 
science-fiction— but actually, it’s an 
electron microscope. It shows him the 
sub-microscopic detail of a cancer cell 
—magnified 100,000 times. The cost of 
one electron microscope is $35,000. 

Some of the equipment needed for 
cancer research, and purchased with 
American Cancer Society funds, is 
even more expensive. 

The American Cancer Society grants 
millions of dollars for research to some 
1300 scientists who are at this 
moment working to find the 
cause of cancer—and ultimately, 
ways to prevent cancer, 

Your help is needed to enable 
the American Cancer Society to 
continue this support. 

Don’t blindfold cancer re- 
search. Give to it. Send your con- 
tribution now to CANCER, c/o 
your local post office. 


AMERICAN 
CANCER SOCIETY 


Men on the Move 


Lapine in supervising the sales activities for the com- 
pany’s three major divisions: outdoor furniture, juvenile 
and folding furniture. He will be located at the com- 
pany’s New York offices at 295 Fifth Ave. 

Prior to joining Hampden, Sellers served from 1959- 
61 as vice-president-sales for Colorite Plastics, Inc., Pat- 
erson, N. J. From 1953-59, he was vice-president-sales 
for R. D. Werner Co., New York, N. Y. 


Fred Hulburd George Reich 


FrReD G. HULBURD, Victor Adding Machine Co.'s 
director of advertising and sales promotion for the last 
21 years, announced his retirement to Cape Coral, Fla., 
effective June 30. GEORGE R. REICH, who has been the 
firm’s sales promotion manager for the past seven years, 
has been named advertising and sales promotion manag- 
er 

Hulburd plans to keep active in retirement as an 
advertising and sales promotion advisor to a limited 
number of Florida firms. ‘‘Strictly as a hobby,” he said, 

it's time for me to seriously engage in photography, 
music, and boating.”’ 

Reich said, ‘There will be no appreciable changes 
in Victor's advertising and promotion programs. We 
will realign department assignments to keep abreast of 
Victor's expanding distribution.” 


ROBERT D. JOHNSON has been 
appointed southeastern division 
sales manager for the Waterman- 
Bic Pen Corp. 
He will be in charge of the com 
pany’s expansion program now un- 
der way in the southeastern region 
Prior to joining the firm, John- 
son was associated with the W. A 
Sheaffer Pen Co. and the Johnson Robert Johnson 


x Staley Co 


CarRL H. BOWEN, a vice-president of Art Metal, Inc., 
has been appointed the new director of sales and mar- 
keting for the firm. Bowen has been associated with 
Art Metal since 1922. 


JoHN G. WRIGHT, president of Wright Office Prod- 
ucts, Inc., has been named president of Great Lakes 
Carbon Co., which will occupy joint offices with Wright 
at 4117 Prospect Av., S.E., Cleveland. 

Wright succeeds ROBERT N. Carr, who remains 
with Great Lakes in a sales and consulting capacity. 

Wright formerly was located at 3538 W. 140th St., 
Cleveland 
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L. J. MILLIKEN has been elected 
president and executive officer of 
Charles G. Stott & Co., Inc. 
<P Milliken, associated with the firm 
for more than 20 years and vice- 
president since 1948, succeeds 
CHARLOS A. Stott, who will con- 
ral | tinue as board chairman. 

Henry A. NIVEN, JR., commer- 
L. J. Milliken cial sales manager, was elected to 
the board of directors. B. F. RupPERT was re-elected 

treasurer and E. W. LAND was renamed secretary. 


R. G. Busse has been named general products sales 
manager for the Burroughs Corp. Indianapolis district 
office. He was formerly manager of that district’s cash 

oistet de] irtment 

ALBERT J. WILKINS has been 
ned district sales manager of the 
Autopoint Co., Div., Cory Corp 

He will sell and service accounts 
the Tennessee and Kentucky 
iS 
Wilkins was formerly with As- 
iated Stationers, Mystik Tape 


sa. ‘ 
Albert Wilkins and the Tuck Paper Cort 


Edward Jones 


Thomas Conklin 


Donald Frank Richard Brown 

Lyon Metal Products, Inc., has announced the cre 
ation of a new Product Diversification Department and 
the realignment of executive personnel. The department 
will investigate new products and new markets and will 
be concerned with market analysis, sales, production 
ind similar problem 

With the creation of 
received new assignments 


Manager of the Production Diversification Depart- 
ment will be THOMAS R. CONKLIN, former sales man 


this department, four men have 


ger, Eastern Regior 

Moving up to replace Conklin at the home office as 
Eastern Region will be Epwarp E 
JONI S, rormer manager ot the ( hicago office 


sales manager 


DONALD R. FRANK, was promoted to district man- 
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A wonderful new-Cl 


way to correct 
typing errors! [ 7) sera 


FOR 
$1.00 


Just paint on—type over! 
SNOPAKE is a handy desk 
mate for every typist. esate ene 


and Discount Schedule 


LITHO-ART PRODUCTS, Inc. 
Chicago 13 


3405 N. Jonssen 





Loose-leaf envelopes 
punched card-holders 
any ize, menu covers 
factory record pro- 
tectors; tag holders 


bill-fold envelopes 





ontainers etc 


MARKILO Capitol Stat Box 6452 « Phoenix 7, Ariz 
MANUFACTURERS OF CELLULOSE ACETATE PRODUCTS 


Made of acetate 


flame resistant 











transperent cellulose 


We build to fit your 








porticulor need 


Write us detorls 





ROLLING STORE a 











ROLLING adie from 
Oak or Birc! 

SIDE and CEILING TYPES—with 
steel track for mounting on shelving, 
filing cabinets or ceiling. 

“A” and LIBRARY TYPES—require 
no track and are mounted on wheels 
with Automatic Safety Brakes. 
WELDED STEEL SAF LADDERS 
—Made from 1” diameter round 
furniture tubing, with expanded 
metal steps. Mounted on Swivel 
Brake Casters. Ladder can be rolled 
freely when no one is on it. When 
you step on the ladder the rubber 
tipped legs rest on the floor and 
prevent rolling. Made in 1 to 13 
step heights, and 4 widths. 


Send for Circulars 58WOA (Wood) & 56-OA (Steel) and Dealer Discount. 
Manufactured by 


D. COTTERMAN — 


123 W. Spring 
Naperville, Illinois 








Visit us at Booth 81—Chicago Convention 


GUILD OF AMERICA 


PHILADELPHIA 2, PENNA 


STATIONERS’ 


1421 CHESTNUT STREET 








Men on the Move 


. continued 


ager at Chicago, formerly manager at Kansas City 

RICHARD E. BROWN, was promoted to manager of 
the Kansas City district, formerly a salesman in the 
Milwaukee area. 


JoHN W. CLADER has joined th 
sales staff of Royal H. Eckert, Inc. 
For the past 28 years he had been 
associated with the Underwood 
Corp. as manager of its Allentown, 


Pa, branch 


John Clader 


DANTE A. Turri, for more than 20 years with the 
Olivetti Corp. of Italy, has been appointed Underwood 
Corp. area supervisor for Texas, with headquarters in 
Dallas. 

He will direct sales activities in Dallas, Fort Worth, 
Houston, San Antonio and other major Texas cities 


The Burroughs Corp. announced the appointment of 
two men to top executive positions in its marketing op 
erations. 

HENRY F. SHERWOOD is special assistant to the vice 
president of marketing and FRANK MCKENNETT is 
consultant to the vice-president of marketing 


Sherwood formerly was manager of the computer 


systems department of Touche, Ross, Bailey & Smart, 
international public accounting firm, while McKennett 
was marketing consultant in the office of the IBM di. 
rector of marketing services. 


The appointment of TRyGv! 

HAGBARTH as manager, dealer sales 

was announced by DOUGLAS 

KEEFE, director of marketing, 
Remington Rand Ltd., Toronto 

Hagbarth has had broad sales 

management experience related to 

business machines and systems. He 

; ‘ was formerly manager of the dealer 
Trygve Hagbarth pth 

sales division of a prominent Cana 

dian organization and previously held administrative 

posts in the United States, Great Britain and Norway. 


The appointment of ARTHUR N. 
Getz to the post of director of 
sales for Lit-Ning Products Co. 
was announced by JozE M. Davis, 
president. Getz will be in charge 
of the new regional sales office lo- 
cated at 1791 W. Howart St., 
Suite 313, Chicago, IIl. 

He was formerly associated with 
the Reflector Hardware Co. of Chi- 
cago as sales and service manager. 


Arthur Getz 


Continued on page 174 


Famous Pebsuge 1/16 ounce “Silver Dollar Test” Accuracy 


BRAND NEW LOOK 


PELOUZE PETITE 
1LB. POSTAL SCALE 


More sales appeal than ever in this new, improved model 
of the nation’s largest-selling 1 lb. Postal Scale! Beautifully 
styled, richly finished, famous Pelouze quality throughout! 
Gives complete Ist class and air mail information. 4” high x 


i” deep x 2” wide. Capacity 1 Ib. x 1 oz. $2.95 list. 


NEW IMPULSE-SELLING SELF-DISPLAY CARTON! 
Holds a dozen Petite Scales sets up 

in a second as a colorful counter display 
that takes only 81.” x 13” of space. Helps 
sell prospects for home and office use! 


ey O= 





WIN A FREE COMPLETE POLAROID CAMERA 
KIT! BOOTH 83 NSOEA SHOW. See the New 
Petite Scale... Fill Out Our Guessing-Game Blank... 





And You Can Be a Winner! 





ASK YOUR JOBBER OR WRITE TODAY! 


PELOUZE MANUFACTURING COMPANY 


1212 Chicago Ave., Evanston, Illinois 
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Complete line of 
DELUXE ALL LEATHER 
or CANVAS & LEATHER 
Write for Circular, Prices 


CAN: DRO 2... 


32 E. McWilliam St. 
Fond du Lac, 
Wisconsin 





The New ‘Space Saver’’ 


GLIDEX EXTENDA PHONE 


The Telephone Bracket that keeps | 
desks Phone Free!" 


®@ Increases Efficiency 
@ Reduces Fatigue 
© Fits Anywhere 


for literature 


| 
| 
Write today | 
and Dealers Prices 


ei le) —> Ge eote) 1.20], 7 eele), | 


4538 W. ROOSEVELT ROAD CHICAGO 24, ILLINOIS 





PROTECTO 
Study Stand 
on 
Display 
Card 


“ WEW! CONVENIENT 
Sa STUDY AID .. 


an anmet 10 Aner oP 


I Eases 
eye strain. Keeps 
hands free. Nick 
el Plate Retails 
89c. 


tion 


Protecto Manufacturing Company 


237 East Front St., Owatonna, Minnesota 








W-2 FORMS 
Approved Federal, State and City 
wage-tax reports for 1-write oper- 
ation for NCR, Burroughs Sensi- 
matic. Also IBM Continuous, mar- 
ginally punched; and State cards. 


STOCK FORMS 
Invoices, bills of lading, purchase orders, 
reply messages, etc. You take the order, 
we fill it in your name. 

Forms imprinted or plain. 
PROMPT SHIPMENT e MILLIO... OF FORMS 
ALWAYS IN STOCK 


Excellent profits—write for PROFIT-PLAN 
now! Serving the trade coast to coast! 


99 Hudson Street 
ork 13, N.Y. WA 5-4050 

















eiT FOLDS 

*°*iT SCORES 

°eiT CAN SLIT 
or PERFORATE 


WITH or WITHOUT 
FOLDING 


Only 
$32500 


HEAVY DUTY MODEL FH-SHON pluSFET 


THE PRINT-O-MATIC CoO., INC. 


724 W. WASHINGTON BLVD. © CHICAGO 6, IL 


OA—10/61 








Write for Dealer 
Literature & Prices 


HARDBOARD FABRICATORS, inc. 


5S? BRANCH ST tours 7 


maal 
LETT BREA 


First Name in Carbonsets 








THE LETTEREX CORPORATION 
Washinaton 24, D. ¢ 


(a division of Allied Paper Corporation 


“4a MAILERS STAMP 
Si AFFIXER 


AFFIXES ACTUAL STAMPS AT 
150 PER MINUTE 
Holds roll of 500 stamps in 
many denominations 
DEALER INQUIRIES INVITED 
= Request 24 Page Catalog 
aS SB of All ADDRESSING & MAILING 
_—_ = EQUIPMENT 


MAILERS EQUIPMENT CO., INC. 
Dept. AP, 40 W. 15th St., New York 11, N.Y. 
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they sell on sight! 


eR eg aoe ece F 
garment racks 


make sales fast! 


Borroughs “Executive” Garment Racks have so many 
obvious “sales” features that they practically sell them- 
selves. They’re extremely good looking—quality built— 
and expertly designed—in a wide range of standard models 
and special combinations. The suspended “Wonder” Bar is 
vinyl-clad and mar-resistant, 
and can be reversed for extra 
hanger capacities. Smart de- 
signer bases have functional 
umbrella holders—apex- 
ridged shelves keep hats neat. 
More facts for the asking! 


Styled 
by Dietrich 





illustrated 
price list 





Model E6 





7 








Model E15 


BORROUGHS MANUFACTURING COMPANY 


OF KALAMAZOO 


A SUB ARY OF THE AMERICAN METAL PR T MPANY OF DETROIT 


3004 NORTH BURDICK ST amp KALAMAZOO, MICHIGAN 
“ 


Men on the Move .. . continued 


STANLEY BLAUSTEIN has been appointed wholesalc 
manager of the Commodore Business Machines Corp 
He was formerly eastern regional manager for the 
adding machine division of Remington Rand. 


JERRY PELLETIER has been promoted to manager of 
the main store of Gregory, Mayor & Thom Co. at 41 
Cadillac Square, Detroit, Mich 

He was formerly a salesman and assistant to the pur 


chasing agent 


Pat McENANY was appointed 
Southeastern sales representative 
for Martin Yale, Inc 

He will call on stationery, office § 
equipment and graphic arts dealers fier 
in Florida, Georgia, Mississippi, 
Alabama, North and South Caro 
lina and Tennessee. McEnany will 


headquarter at 8221 S.W. 25th St 
Miami, Fla Pat McEnany 


GRANT S. NEWLOVE has been named Eastern area 
manager for Hunter Photo Copyist, Inc. He will be re 
sponsible for establishing new ‘Royal Scot’’ sales out 
lets and maintaining company liaison with both new 
and established dealers 


W. Jay MINcKs has been pro 
moted to assistant sales manager 
of the commercial division of Rub 
bermaid, Inc 

In his new assignment he will 


_ 
work on sales of commercial prod — = 
uts to hospitals, restaurants, hotels 

and motels, stationery stores and @. 


institutions 
Mincks has been associated with W- J. Mincks 


the company’s housewares division for four and a half 
years, most of which has been as a salesman for the 
central division with headquarters in Chicago. 


GERALD S. ARBOR has been named regional sales 
manager for the New England area by Photek, Inc., a 
Textron, Inc. subsidiary. He will be in charge of the 
selection of servicing of Photeck’s new national dealer 


network in the New England states 


FRED A. ALLEN has been elected 
vice-president of Replogle Globes, 
Inc., an affiliate of Meredith Pub 
lishing Co 

Allen has served as vice-president 
and general merchandising manager 
since joining the company in June, 
1953. Prior to this, he was vice 
president and general merchandis 
ing manager of Wieboldt Stores, F. A. Allen 


Inc. of Chicago 


WILLIAM STEPHAN has been appointed assistant na 
tional sales manager for the Multigraph Div. of Ad- 
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dressograph-Multigraph Corp. in Cleveland, Ohio. 
NicHotas P. Rot will succeed Stephan as branch 
manager for the Multigraph Div. at Toledo. 


The appointment of LAWRENCE 
M. AIKENs to the newly-created 
position of field sales manager has 
been announced by the A. B. Dick 
Co. 

Aikens will be responsible for 
field sales operations which in- 
clude all domestic sales made 
LM Athens theough distributors and subsidiar- 

1es. 

During his 18 years with the company, Aikens has 
served as salesman in the Milwaukee and Cleveland 
branches, district sales manager, export sales manager 
and general manager of the Detroit subsidiary. Most 
recently he was manager of the northwest region with 
offices in New York City. 


Barry Escort has been appointed product planning 
manager for the Remington Portable Typewriter Div. 
of Sperry Rand Corp. Escott previously served with the 
IBM Data Processing Div. 


Ennis Business Forms, Inc., has appointed JAck 
CuRL as manager of the Dallas, Tex. office. Prior to 
his appointment, Curl traveled the South Texas district. 
He has been with the company for six years. 

GLENN GENOWAY has been assigned the territory 
which Curl formerly worked. Genoway has been head 
of the Art and Photographic Platemaking Department 


Justin L. TURNER has been 
named president of the Sound- 
Scriber Corp. Turner succeeds 
STANLEY C. Hope who has been 
elected chairman of the board. 
WILLIAM L. LEss, past chairman, 
has been elected chairman of the 
executive committee. 

Prior to his appointment, Turner 
was president of the Foregger Co., 
Inc. and was previously associated with Remington 
Rand and the American Can Co. 


J. L. Turner 


Jack VEEGER has been named 

manager, foreign sales, for Ditto, 

Inc. He succeeds H. E. Horn, 

2 who was vice-president, foreign 
“ sales, until his death on March 


all 19 
Veeger was assistant manager of 
i the division before his promotion. 
He joined the company in May, 
1956, after having been assistant 
district sales manager for a rubber company from 1953 
to 1956. A native of Holland, Veeger worked as a 
newspaperman before coming to the United States in 
1953. 


In his new position, he will be responsible for the 


Jack Veeger 
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General Multi Forms Sales Com- 
pany markets its entire production 
through authorized dealers exclu 


dealers 
are OUP sively. We do not sell direct. GMF 
- personnel are trained technicians 

b Both Snap-i-Sets and Line Hole 
usiness Punched Continuous orders (we do 


not manufacture Autographic Reg 
ister forms) are expertly processed 
from the time the order is received 
through the final stage of produc 
tion. Your customers satisfaction is 
our prime consideration 


FREE OFFER 


| GENERAL MULTI FORMS SALES CO. 


| 1309 A Charlotte Ave., P. O. Box 1094 Nashville 5, Tenn 


| Write today for a free copy of “Pathways to Profit” our 
| training manual for dealers and their salesmen. 


l Name 


| company 
| Street .. 








ular Steel Garment Costumers 
Tubular Steel — mirror bright Chrome or Baked Enamel 
Win Free Costumers — Booth 31O0W NSOEA 


Floor Pedestal Coat and Hat Racks 

S| / Stumble 
proof 

legs. 

3 Hook 

$7.95 

list 

4 Hook 

$9.95 

list __ 36” Double Shelf $16.45 — 

Single, Double, Triple Shelves 2 to 6” lengths. 

Also Floor Models and Hangers 


XM 


Immediate 
Delivery 

Shipped KD 

Flat 1 to a carton 
for Parcel Post. 
Reduce Storage 
and Delivery 
Expenses. 








Hook Bar 


ie 





CC mm. 


v u “ Wall Bracket \¥ 
18 to 60” lengths 24” as shown $3.45 $3.45 


BEVCO Precision Mfg. Co. 23° Shicoge Ave. 




















"Stocking up on 
TUTTLE Xmas Wraps 
results in surprising 

holiday profits! 


FOUR 
ROLL GIFT 
WRAP BOXES 


GIFT PACK 
ENSEMBLES 
WITH RIBBON 
AND CARDS 


GIFT WRAP ROLLS 
IN CORNER WINDOW 
CUTTER : 


PLAIN OR 

DECORATED 
SINGLE ROLL 
GIFT WRAPS 


JUMBO 
GIFTWRAP 
FOLDS & 


CHRISTMAS 
TABLE ENSEMBLES 


Gay ‘‘Holly-Tree’”’ pattern 

is sure to be a big seller 

— features wet-strength 

Table Covers, 

Luncheon and 

Cocktail Napkins, 

Plates and NEW YORK 

Handle Cups 225 W. 34 
PEr 

CHICAGO 
20 N. Wa 

Entral 6 


OTT 
‘Pager Quads 


TUTTLE PRESS COMPANY 
APPLETON © WISCONSIN 


Paper Specialties yeu want from One Seurce 


Men on the Move ... . continued 


sale of Ditto products in all countries throughout the 
world except the United States and Canada. He will 
report directly to OGDEN C. WHITE, vice-president, 
marketing. White's responsibilities have been expanded 
to include both domestic and foreign sales. 


Murray A. Cunitz has been elected president and 
director and JosEPH PERROTTI vice-president and direc- 
tor of the S. ¢ upples Envelope Co., Inc. 


RALPH MOsER, senior vice-presi- 
dent of the Carpenter Paper Co., 
has been inaugurated president of 
the Wholesale Stationers’ Associa- 
tion 

Moser has spent 27 of his 42 
years with Carpenter in the whole- 
sale stationery business, beginning 
his work as a salesman for Car- 
penter Paper in its Oklahoma City Ralph Moser 
branch 

He has announced his plans as new president of 
WSA: namely, to build the Association and help the 
wholesaler to be of more value to both the manufacturer 
and the stationer 


Cart P. Ray, vice-president of marketing for the 
Royal McBee Corp., was elected a director of the com- 


SELLS 


Strong publication advertising creates quick turnover and 
steady repeat business for this new and improved finger- 
tip moistener. Every bank needs it, every office a pros- 
pect. Packed one dozen boxes in colorful display carton. 


Write for full particulars, discounts, etc. 


RITE-LINE 


Suresfouch 





Rite-Line Corp., Dept. SD-210 4209 39th St., N.W., Washington 16, D.C. 
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pany. He joined Royal in 1959 following 29 years as 
an executive in the business machines industry. 


S. W. Abel, Jr J. E. Anderman 


A. Pomerantz & Co., Philadelphia, Pa., has appointed 
S. WALTER ABEL, JR. as manager and buyer of loose 
leaf equipment and supplies and JAMES E. ANDERMAN 
as purchasing manager, stationery division. 


THOMAS A. MULLIGAN has been named regional 
sales manager for the South Central Region by Photek, 
Inc 

Mulligan will be in charge of the selection and serv- 
icing of retail dealers for Photek’s new national dealer 
network in the states of Kansas, Missouri, Oklahoma 


and Arkansas 


FRED L. HERSHOM has been appointed to represent 
the Indiana Desk Co., Inc. in the states of California, 


Arizona and Nevada 





FRONTIER OFFERS 
THE BEST DEAL - 


in a complete line of steel equipment 
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— 
& Open and closed 
shelving and racks 


. ra tee 
4 Self ey ae, 
Service Slotted . 
shelving Angle > 
RON lz ® 


MANUFACTURING CO’ 
P. O. Box 13266 - Dallas 20, Texas 


write For titerature — FREE / 


: SS OE ea TES 
BE aaa : . Z : > 
’ . Slotted Map 


Shelving Bins Self Service Angle Carts Benches Racks 








Open ’ 
shelf filing 
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DURABLE and SMART 


furniture 
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_ AMERICAN CHAIR COMPANY | 

; Manufacturers _ ) ait. 
Sheboygan, Wiscon: a 

Displays: Chicoge * New York * Miami * 
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TALK ABOUT A TIME SAVER! 


MUTUAL ies 
No. 450 HEAVY : 
DUTY CENTAMATIC PUNC 


Up to 50 sheets of 16 lb. paper at one time... that’s the 
capacity of this recent addition to the Mutual line of qual- 
ity punches. The No. 450 has a truly generous capacity... 
a great time saver. In addition it has patented Centamatic 
guides which center paper automatically, Fully adjustable 
to punch one, two or three 4” round holes. Equipped with 
hardened and ground punches, nickel plated handle and 
guides. Grey hammertone base. Paper widths to 14”. Write 
or ask your distributor for details. 
Mutual... the first name in punches 


A eons mee) Vb Ane 








and ECONOMY... 


uit to las 
pice to s 


Four Drawer, Two 
Drawer and One 
Drawer Files with 
Nylon Rollers and 
Compressor Blocks. 


lemzriew Of QUALITY 


FILING EQUIPMENT 





Seven Styles 
and Sizes in 
Durable Grey, 
Mist Green. and 
Desert Sage. 
Beautiful 
*‘DURA-STYLED” 
Plastic Molding 
in matching 
colors. 








BLUEPRINT CABINETS 


Write for our attractive color 
Catalog Illustrating the com- 
plete line of Tables...Desks... 
Filing Equipment... Sectional QA 
Desks... Bookcases and Sec- 
tional Bookcase...Telephone 
@ meta PROOucT 


and Utility Equipment and Engi- a ae 
neering Blue Print cabinets. 


PROMPT SHIPMENTS FROM OUR WAREHOUSE STOCK 


DURABLE DESKS ARE CAREFULLY PACKED IN 
STURDILY CONSTRUCTED WOODEN CRATES 


DURABLE FILES ARE PACKED IN INDIVIDUAL CARTONS 


DURABLE 


DEPT. O-11 
38-42 REVIEW AVE., LONG ISLAND CITY I, NEW YORK 
RAvenswood 9-3580 
SEE US AT THE NSOEA CONVENTION 
IN CHICAGO—BOOTHS 363-364-365 





Men on the Move 


Charles Ryan Ross Castles 

CHARLES C. RYAN, formerly national field sales man- 
ager, has been named sales manager of LePage’s, Inc., 
a subsidiary of the Papercraft Corp. Ross J. CASTLEs, 
eastern regional sales manager, succeeds Ryan as na- 
tional field sales manager 

Ryan joined LePage’s in 1955 as sales representative 
and served as field manager, division manager, and 
mid-west sales manager before assuming the post of na- 
tional field sales manager in 1960. 

Castles was associated with Congoleum-Nairn as chain 
store sales representative and previously served with 
Affiliated Retailers of New York, and Glamorene, Inc. 
He also held the post of vice-president and sales man- 
iger of Wallkill Machine Co. before joining LePage’s 


The Rochester Stationery Co., Rochester, N. Y., has 
appointed SEwARD L. HOUGHTON as general manager 


We've got your 
NUMBERER! 


REX © PACEMAKER © MONARCH 


Packed in beautiful counter and shelf 


display cartons containing one dozen 





of any size. 4 and 6 band capacities. 








| IMPRESSIONS SHOWN ACTUAL SIZE 
| No. 0 Numberer 
No. 0-4 Bands No. 0-6 Bands Numbers In 


1234 234567 in eight 


No. 1 Numberer quired number 
No. 1-4 Bands No. 1-6 Bands bands available. 


1234 234567 


No. 2 Numberer 
No. 2-4 Bands No. 2-6 Bonds 


1234 234567 





\ 


Liberal Profitmaking 


Selection of Sizes & Styles 


e Guaranteed Quality for illustrated catalog. 


CONSOLIDATED STAMP MFG. CO, INC. 


CHICAGO « DALLAS « LOS ANGELES » NEW YORK CITY « SPRING VALLEY. N Y + 
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from 1/16” to 1” 
in height and assem- 


For profitmaking opportunities 
Discounts »« Greatest with fast selling, nationally 
known Marking Devices write 


of its subsidiary, Business Methods, Inc. 


Houghton has been associated with Remington Rand's 


business machines division for 14 years, most recently 


as Rochester district manager. Later he joined the Victor 


Adding Machine Co. as branch manager in Rochester. 


F. E. MicHev has joined Tiox, 
Ltd., European manufacturer of 
pressure sensitive tapes. Michel has 
been associated with the Kores 
Mfg. Co., for the past 12 years as 
managing director. 


F. E. Michel 


J. Howard Patrick, of Patrick & 


Co., San Francisco, NSOEA presi- 
dent announced the appointment 


of Gerald F.. Richards, Jr., as 


Eastern Field Representative of 
NSOEA. 

Richards, who will resign his 
position as a tax attorney with the 
Internal Revenue Service in Wash- 
ington, D.C., will work out of 
NSOEA’s Washington headquarters. 

His first assignment will be a series of interviews with 
NSOEA members in New England. 


G. F. Richards, Jr. 











NEW MODERN, GRACEFUL 
SMOKERS COMBINING SOLID 
WALNUT AND LONG LASTING 
ALUMINUM 


by LaSalle Products 


SAFETY LINER, POSTS and TRIM in choice of 3 finishes. 


Walnut tops, bases in choice of 
lacquer or oi! finish 
Please specify your choice 
Smoker 133 illustrated: 
8” heavily weighted square walnut 
base 
812” walnut top. 8” Safety Alumi- 
num Liner 
1” square aluminum post. 5%/2” 
Aluminum decorative circle 
Shipping weight 8 Ibs. 
Finishes—Liner, Post and Trim 
No. 133-1 Mirror-bright triple 
Cigarettes plated chrome over aluminum 
held firmly No. 133-2 Satin Finish clear 
without (natural) anodized aluminum 
crushing No. 133-3 Satin Brass Finish 
cannot fall anodized aluminum 
or be List $25.00 
brushed off 
safety rests Matching Desk Ash Tray No. 30 
82” walnut — (same as top of 
133 smoker) 
8” Safety Liner in choice of same 
3 finishes. List $10.00 


Smoker 119 — same as 133, with 
8” Glass Liner instead of Safety 
Aluminum Liner 

List $22.00 


Ash Tray No. 19 — 8%2” square 
walnut, 8” Glass Liner — List 
$7.00 

Other walnut-aluminum smokers with 
round walnut bases and tops, tapered 
aluminum posts, 8” Safety Alumi- 
num Liners or 8” Glass Liners 


Write for new illustrated catalog 


LaSalle Products os 1a peeve ie 





SELL PROTECTION! 
That Insurance Cannot Buy 


Fire and Burglar Protection for vital records. SAVINGS 
in Insurance Premiums will help to amortize their cost. 
Schwab's Class A-Label Safes give fire protection of 
records for four hours up to 2000°. Available in single 
and double door type in 14 sizes. A 40% reduction in 
Insurance Premiums! 


T-Label and Relocking 
Device Label — En- 
titles owner to 20% 
and 10% reduction 
in Burglary Insurance 
Premiums. SCHWAB 
offers you a complete 
line of insulated 
products: A, B, & C 
Labeled Safes Burglar 
Chests Letter Files 
Ledger Files Home 
Chests Wall Safes 
Send for descriptive 
literature and prices 

















Rugged Quality Since 1872 


Overnight service from nearby Warehouse 


SAFE CO. INC. 


LAFAYETTE, IND. 
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BOSTON 


PENCIL SHARPENERS 


easy mounting 
on any surface 


Now Boston’s all-metal pencil sharp- 
eners can be mounted anywhere. 
There is a Boston for every purpose 
and the mounting kit fits 

every model. All sharpeners ZHU 
are guaranteed for 1 year. —_ 


C. HOWARD HUNT PEN CO., CAMDEN 1, NJ. 








e mean 


s/c uf 


SMITH -COROQNA MARCHANT INC. 


4'0 PARK AVENUE NEW YORK 22 NEW YORK 


GEORGE F BURNS 
VICE PRE wt SA 


wer 
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SMITH -CORQNA MARCHANT INC. 


4/0 PARK AVENUE NEW YORK 22 NEW YORK 
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Eastern and Canadian OMDA’s 
Ready For Combined Convention 


The time for the “‘first’’ Combined Convention of 
Eastern Regional and Canadian OMDAs is her 

The first Combined Convention will open under 
the banner of “Two Nations-One Purpose-One Goal.” 

Emphasis will be placed on the dealer's service prob- 
lems. A three hour panel discussion on this subject will 
be conducted by Gerry RUDNER of National Typewriter 
Inc., Montreal, Canada. The members of this panel 
are: SAM COHEN of Union Business Machines, Union 
City, N. J. (and current president of the New Jersey 
OMDA); GeorGE Carr, Carr Business Machines, 
Great Neck, N. Y.; Davip SCADDEN of Loughlin Type 
writer Co., Paterson, N. J. and JoseEPH EDWarps of 
Edwards Typewriter Exchange of West Reading and 
Pottstown, Penn. 

RICHARD BARKER, eastern district sales manager for 
the Dictating Div. of the North American Philips 
Co. will speak on ‘Planning an Effective Direct Mail 
And Newspaper Advertising Campaign.” 

President EpGAR NoLt of NOMDA will deliver 





4 0 0 M you! 


EASTERY Sr, 


339 


OCTOBER 14°17 OnE. S s How 


500 8th Avenue 


New York], N.Y. 
FILING PRODUCTS 


the WARSHAW 


MFG. CO., INC. 











FUTURISTIC 
GALAXIE PLATENS 


and Office Machine Rolls 


Typewriter Tools — Parts — Supplies 
SERVING THE OFFICE MACHINE TRADE ONLY 


AMES SUPPLY COMPANY 


ATLANTA DETROIT 

1190A N. Highland, N.E. 6527 John C. Lodge Expwy. 
CHICAGO NEW YORK 

564 W. Randolph St. 37 Murray St. 


DALLAS SAN FRANCISCO 
1232 Crampton St. 545 Mission St. 
CLEVELAND 
2145 Prospect Ave. 


AGENTS IN ALL PRINCIPAL CITIES 








address on ‘‘Leasing’’ and will divulge the method used 
by his company in expanding its leasing operations. 
N. H. Von Soosten, president of Von Soosten and 
Co., will speak on Adding Machine 
Market. 
Bert WILLIAMS of IBM will present the new IBM 


72” electric typewriter to the office machine 


“the Changing 


Selectric 72 
dealers. The machine will be available for examination 
and Williams will explain its features and IBM's 
policy relative to the sales and serving of this machine. 

Presidents DouG Waters of COMDA and Bos 
WoLetz of EROMDA state that in addition to the 
program offered by many manufacturers have reserved 
display suites and will have items of interest to all 
dealers in these display rooms 

A list will be published at the convention giving the 
location of these rooms and the times that they will 
be open. (Combined Convention will be held at the 


Concord Hotel, Kiamesha Lake, N. Y., October 5-8) 











GIVEN 


WANTED Franchised dealers to handle a remarkable 
new furniture system ... one that works with rare versa- 
tility in the office, salesroom, display area or home ..... 
a system that assures an unusually.high profit return on 
a minimum initial investment and requires no costly 
inventory. For complete information write OMNI, 
Structural Products, Inc., Dept |-10, Charlotte, Michigan. 
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Combined Convention Contest 


Eastern Regional OMDA will hold 

a " a contest in order to reward those peo- 

-_ ; — ple who get the greatest number of 

Ted Costain Gerry Rudner S. L. Cohen David Scadden : : : 

registrations for the coming Concord 

Convention. First prize will be free ho- 

tel accommodations at the convention 

Second prize will be a free convention 

registration and third prize will be 
free gratuities. 

Any one connected with the office 
machine industry is eligible to win. In 
order to qualify, the contestant must 
sign up at least 10 registrants. The 
person signing the greatest number of 
registrants (over 10) will be the win- 
ner. In order to receive credit for sign- 
ing up a person for the convention, 
each contestant must put his name on 
the registration blank of the person 


Edgar Noll H. V. Williams Robert Woletz 


s and speakers shown above are: (left to right, at top) 


f COMDA,; Gerry Rudner, chairman of the service panel; whom he signs up. The winner will 
NJOMDA; David Scadden, of Loughlin Typewriter Co be announced at the Combined Con- 
rican Philips Co.; Edgar Noll, president of NOMDA vention of Canadian and Eastern Re- 
pert Woletz, president of BROMDA gional OMDAs at the Concord Hotel 





hor sophisticated offer 


|=) Poe OM he Bo Os DB 
CHAIRS 


2 
Aye BE SURE TO SEE OUR 
TWO NEW MODERATELY PRICED GROUPS 
AT THE NSOEA CONVENTION 
ROOMS 505-507 


JASPER CHAIR COMPANY, JASPER, INDIANA 
SHOWN HERE: THE 950 GROUP 
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de-Vel-ji-is 
300 SERIES files 
A5 stock SIZES 


DOLIN offers the most 
complete line of spe- 
cialized, economical 
records storage equip- 
ment sold through 
400" SERIES the dealer. There's a 
DOLIN file to meet 
your customer's every 
requirement and sys- 
tem. Make this year 
end records transfer 
time your opportunity 
for new and repeat vol- 
ume sales of DOLIN 
"profitmakers.” 


* BUILD-UP 
SHELF FILES 


_ #1 SHELF & 2 SHELF 
LETTER AND LEGAL 
COMPLETELY ASSEMBLED, 
READY TO STACK 
WITH EXCLUSIVE 
“ ADD-A-DOOR” 
FEATURE 











' * FOR TAB CARDS: 
4 TYPES OF LOW 
COST CARD FILES 





a Se 


EPO LEINE METAL PRODUCTS, Inc. 


315 Lexington Ave., Brooklyn 16, N. Y. 


184 


Again this month, OA takes pleasure in introducing 


l 
several more of our correspondents who write the month- 
ly reports from various sections of the country. In their 
own areas, and beyond, they are well known. We feel 
that all readers of OA will be interested to meet them 


Ed 


Pat Patterson C. Malone 


PAT PATTERSON has been the Fifth District corre- 
spondent for the past eight years and has worked in that 
district for the past fifteen years. He is a manufacturers 
representative, specializing in office supply lines. 


CHRISTOPHER (CHRIS) MALONE is the news corre 
spondent for the Sixth District. He represents the 
Eureka Specialty Printing Co. in the territory comprising 
Chicagoland, Northern Indiana and Southern Wiscon- 
sin. Prior to joining Eureka five years ago, he covered 
the area for the Avery Adhesive Label Co. 

Chris is active in the Great Lakes Travelers Club and 
is the Secretary of that organization and is also a mem 
ber of the Field Division of the NSOEA. He is married 
and resides in the Austin section of Chicago. 


A. R. Dockstader Milton Stone 


ALBERT R. ‘““Bup’’ DocksTADER, who sends in the 
news of the 11th District, began his career as a delivery 
boy for a stationery store. He was soon promoted to 
inside and outside sales work in Everett and Seattle, 
‘Wash., positions he held until 1947. 

In 1948 he represented the Esterbrook Pen Co. in the 
four Pacific Northwest states. Since May, 1958 he has 
been with the Joseph Dixon Crucible Co., traveling 
the same four states with an annual trip to Alaska. 
Dockstader won the company’s “Horace B. Van Dorn 
Award” as the outstanding Ticonderoga Pencil Sales- 
man of 1960. He is currently first vice-president of the 
Oregon Trail Travelers Club, having already held the 
positions of secretary and second vice-president. 
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District 2 reporter MILTON STONE is a second gen- 
eration member of the industry. He started his carreer 
by working in his father’s stationery store while attend- 
ing college where he took two degrees, both in law, 
and was admitted to the Bar in 1934. 

He took over the management of his father’s 
business until 1938, when he sold it and became a 
manufacturers’ representative. Sam Newman joined 
Milton in 1950 and they operate under the name of 
Stone-Newman Associates. 

Milton has served as president of the Stationers 
Square Club of New York and is a co-founder and past 
president of both the Metropolitan Travelers Club and 
the Offureps Club of New York. 

He does not practice law, but teaches it, part time, 
at Pace College in New York City. He also serves as 
an arbitrator in the New York City Small Claims Court. 


PACIFIC NORTHWEST 


The Oregon Trail Travelers, to a man, are boosters 
for the one-day sales clinic scheduled for the Seattle area. 
Monday, October 23. RAy MCDONALD, Gra-Mac Office 

ipply, Seattle, is second lieutenant governor of District 
8 and is in charge of publicity and local arrangements. 
While the clinic, conducted by Mike SANyouR of Har- 
bridge House, is primarily for dealer salesmen it is open 
to anyone in the industry. Low cost, too. 

A salute to HARVEY MATHIESON, salesman for Trick 
and Murray of Seattle. Harvey is Marshall of the Seattle 
Norwegian Male Chorus and was Grand Marshall of the 
Pacific Coast Norwegian Singers’ Association Sangerfest 
in San Francisco Modestly, Harvey admitted that this 
honor has been his for a number of years at previous an- 
nual conventions of the singing groups. 

We hear that NorM and HELEN LINCOLN are off 
to visit those romantic places of the Orient such as 
Tokyo, Malinal, Hong Kong, Bangkok, etc. Norm re- 
cently retired from Eaton Paper Co. 

The Gerry WHITCOMBS vacationed in Nova Scotia 
and way points. Marie visited her family after a “long 
time no-see.’ Gerry represents Venus in Washington 
ind Oregon 

The Oregon Trail Travelers met at The Tropics in 
Seattle August 23 to conduct a quarterly business meet- 
ing and elect officers. ViRGIL MESKEL, Swingline, is 
president and BuD DocksTaDER, Joseph Dixon Crucible 
Co., is vice-president. Elected were MARVIN GROSSIE, 
Minnesota Mining and Mfg., as second vice-president; 
ArT Joy, mfrs. rep., secretary; and Det Conca, J. M. 
Davis Corp., treasurer. Since by precedent the second 
vice president writes this column Marv Grossie will be 
doing the honors in the near future. 

Bi_t LASHBROOK, for some years a member of the 
Oregon Trail Travelers died recently of a heart attack. 
While Bill lived in the Los Angeles area he was district 
manager for the Esterbrook Pen Co. and in that posi- 
tion he was my immediate superior. Bill was a terrific 
golfer, a fine traveling companion and a good friend. 
Although Bill had moved to New Jersey to be a home 
office man I am sure his heart was out west. Certainly 
he left a host of friends all over the country 
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NEW! 


improved channel 
anodized (no-smudge) 
aluminum edge 
drawing boards 


7 sizes at reduced prices! 


Made of the same fine grade of smooth sanded select lumber 
as in all ANCO boards, for cleaner more accurate drawings. 


SIZES: LIST PRICE 
No. 710M-1 12x17” $2.00 
No. 710M-2 16x21” 2.95 
710M-3 18x24” 3.85 
. T10M-4 20x26” 4.45 
. 710M-5 23x31” 5.80 
. 710M-6 24x36” 7.25 
. T10M-7 31x42” 11.65 


Available through Art Materials, Drafting Supplies and Stationery Dealers. 


ANCO WOOD SPECIALTIES, IN( 














BECKLEY/CARDY IS OVER 
50 YEARS FAMOUS FOR 
FINE CHALKBOARDS AND 
TACKBOARDS 
Your customers know and rely 
on this enduring quality. The 
most complete line of matched 
wood and aluminum framed and 
portable boards. 





Opportunities galore in every 
type of business and institution. 
All standard sizes and specials 
on quick delivery. They're great 
for displays in your own store! 








1900 N. Norrogansett Ave Chicago 39, Illinois 














INCREASE Your PROFITS with 


Magnetized 

Copy Holder © 
and 

Line Guide 


Here is the most compact and versatile copy holder and line guide to speed 
up and take the drudgery out of copy work. Your customers w be amazed 
at its simplicity and ease of operation that a few seconds demonstration will 
ring up a fast $6.95 sale 
@ Both Copy Holder bar and Line Guide magnet 
of durable Alnico (same as now being used 
doors) and will last indefinitely. 
@ Copy Holder bar securely holds up to 6 sheet 
@ Line Guide slides up and down at perfect right 
either left or right hand side. 
@ Opens and locks to easel position 
drawer when not in use. 
@ Sturdy, all-metal construction. Attractiv 
proof finish. 
You will find Kopy-Aid a real “extra profit’ maker for your store. 


A demonstrator Kopy-Aid is available at a special price. Write for 
further particulars and quantity discounts. 


EDANBOB MANUFACTURING CO. 
1025 Harlem Ave. Glenview, Ill. 

















the worlds largest selection of 


Select ROUGH and REBUILT 


OOGOOEG 
HOGODOGS 


EVERY MAKE — EVERY MODEL 
AT TREMENDOUS SAVINGS! 


mmm @ ADDERS + BOOKKEEPERS * CALCULATORS 


COMPTOMETERS * BANKING MACHINES 
me GH ADDRESSING MACHINES 
CABINETS AND SUPPLIES 


ammcmemememnes @ OFFSET and DUPLICATING MACHINES 


SELECT ROUGH — machines complete and in operating con 
dition for quick reconditioning and sale 


REBUILT — machines guaranteed to LOOK and PERFORM like 
wae 42 years of Ask for Newest Dealers 


Reliability @ Adder @ Calculators Wholesale 
f Price Lists 


INTERNATIONAL OFFICE APPLIANCES, INC. 
Department Store of Office Machines 
326 Broadway, New York 7, N.Y 

WOrth 2-3200 


Regional Notes 


NEW YORK 


GEORGE WERTHEIMER has the best wishes of his 
many friends as he joins the sales force of the Lindy 
Pen Co. 

LEO COHEN, the highly esteemed manufacturers’ rep, 
proudly introduced his son STEPHEN as they made the 
rounds together this past summer 

After doing a tremendously successful job of get- 
ting the house organ of the Metropolitan Travelers Club 
on the road, Editor of “The Briefcase,’ SAM LEVINI 
(Acco Fastener Corp.) is turning over the reins to PET! 
AMBERG (Amberg File & Index Corp.). Pete is taking 
over enthusiastically and promises to continue the really 
high standards set by Sam 

ERNIE BECK, formerly a manufacturers’ rep, is now 
connected with Christopher & Co. as a securities sales- 
man. This item is mentioned for the benefit of the many 
friends who have been inquiring as to his whereabouts. 

CHARLIE GLUECK and HANK SILVERMAN of Type- 
writer Equipment Co. are busily compiling their new 
catalog and hope to issue it before the end of the year. 

Plans are afoot for the first fall seminar to be held 
for sales personnel of the New York area office furni- 
ture dealers. This will be sponsored by the Offureps 
Club of New York. Dinner will be served before the 
business of the evening is tackled 

The Offureps Club, under the able leade rship of ART 
FoLEy (Security Steel), is moving ahead to cooperate 


SIGNED, SEALED AND DELIVERED 
wyyYYY 


FIGHT TB WITH 
CHRISTMAS SEALS 


Answer Your Christmas 
Seal Letter Today 


PLL LI 
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once again with NOFA in its upcoming New York 
show at the Coliseum in 1962. 

Friends of Mitt SKALA, former Offurep’s president, 
who wish to write him can do so at 1326 Florida St., 
Long Beach, Calif 


Milt 
20 
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MIDDLE ATLANTIC 


RICHARD WIDMYER, president of the Baltimore Sta- 
tioners Association, has announced that the monthly 
association meetings will be held on the third Tuesday 
of each month at the Park Plaza Hotel. Dinner will be- 
gin at 7:00 PM 

The Baltimore and Washington Stationers Associa 
tions and Penn-Mar-Va will hold their annual picnic 
October The site for this affair will be the Chartwell 
Country Club located in Seberena Park, Md. 

The Philadelphia Stationers Association will hold 
their monthly meetings on the third Tuesday of each 
month Franklin Hotel with dinner 
beginning promptly at 6:00 PM. 

All members of the Philadelphia Stationers Associa- 
reminded that the Blood Bank donations start 


5 


at the Benjamin 


tion are 
in September 

Bainbridge-Maryland, wholesale stationers located in 
Baltimore, has announced the opening of Bainbridge- 
Virginia. This new branch will be located in Richmond, 
Va open for business this fall. Bainbridge- 


Virginia will service accounts mainly in Virginia and the 


and will be 


surrounding territory 


a ee 


QUALITY. .... 


DESK and FLOOR Model SMOKERS 
SAND URNS ASH TRAYS 


BIGGER 


See Us At The NSOEA Show 


PROFITS 
VALUES 
DISCOUNTS 


Chicago —- Hilton Hotel 


Booths +311W-312W 


SMO-KING PRODUCTS, 


MA 4-2676 
Dept. OA, 111 Pioneer St., Brooklyn 31, New York 
4. 
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Sept. 23-26 


Inc. 
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See Them-Booth 8-NSOEA Convention 


New plastic heads that are unbreakable under 
any normal usage; form-fitted blister packing 
which permits removal of one push-pin at a time; 
a colorful red, white, and blue card punched 
at the top to facilitate hanging on Moore's 
1080 counter display —that's the Moore Push-Pin 
story in this, our 61st Anniversary year. 


No change in Moore aluminum head Push-Pins 
except for the packaging which is now blister 
pack, too. Be sure you have adequate stocks of 
these two 61-year favorites in their new modern 
package. Your jobber can supply you. 


hele). i a tek) Bld, Beier 


Makers of Famous Moore Picture Hangers-Metilhed Maptacks 
113-25 BERKLEY STREET PHILADELPHIA 44, PA 





DESTINED 


® 


Fauna 


See a new concept in Transfer Storage Boxes, 
and the new “’RE-TAINER” portable file con- 
tainer at the N.S.O.E.A. show — plus, many 
other Faymus office products. 


BOOTH 162 


“If it's Faymus — it’s a snap to use” 
0042. DIV. BANKERS & MERCHANTS 
4410 N. Ravenswood Chicago 40, Ill. 














Regional Notes . . . continued 

The Penn-Mar-Va Travelers Club has announced two 
fall events. The first event wll be Penn-Mar-Va Garden 
State Day which will include complete luncheon with 
reserve seats in the Clubhouse of the Garden State 
Raceway. This function will be held on October 26 and 
is limited to 35 persons on a first come first served basis 

The second event will be held on Sunday, November 
5. This will be Penn-Mar-Va Eagles Day which will 
include cocktails before the game at the Penn-Sherwood 
Hotel, 38th and Chestnut Sts., reserve seats and a buffet 
dinner after the game. This event will be limited to 50 
persons on a first come first served basis 

Dealers, wives, and ladies are urged to attend both 
events and to bring their friends. All persons interested 
should contact DAN HopkKINs of the Oxford Mfg. Co., 
634 Pierre Ave., Center City, Mantua, N. ] 
Kevin F. O'Gara 
Philadelphia Bourse 
Philadelphia 6, Pa. 

ROCKY MOUNTAIN 


With vacations over for the most part, most of the 
factory men and manufacturers’ reps are getting back 
to their out-of-town schedules for the fall and winter 
in the Mountain States areas. 

The Carpenter Paper Co. of Denver recently held 
open house in its new warehouse at 4800 E. 48th Ave 

A total of 640 dealers, their employees, buyers and 
manufacturers’ representatives were conducted on a tour 
of the new building. 





We were sorry to hear that Forrest “Boots” BooTH 
had suffered a heart attack on August 11. However, I’m 
happy to report that he is due out of St. Anthony's 
Hospital soon. ‘‘Boots’’ had recently joined United Sta- 
tioners and had returned from his first trip for them 
when he had the attack. 

Also under stand that ELMER “PETE” PETERSON 
(Western Tablet) is recovering from a heart attack suf- 
fered on August 1. 

Mrs. Dotty LANGLEY, owner of the C & L Office 
Supply in Denver, is recovering from lung surgery and 
should be back on the job soon. 

Here's hoping all of you fine people had the last of 
your bad luck from now on 


Dean Wimer 
1240 W. 82nd Ave 
W estminster, Colo 


NORTHWEST 


The 29th Annual Golf Tournament was held at the 
Southview Country Club August 22. We had visitors 
from Kansas City, HERB JOHNSON, Wilson Jones Com- 
pany; Mr. BUCKNER from Springfield, Mo., Office 
Supply Company; also Mr. Bricker from Bricker 
Office Supply in Norfolk, Nebr; and JERRY OLsoN 
from Chicago, Ill. Mr. Olson travels with the Weiss 
Mfg. Co. in this area. 

Every year, we have a brass breakfast, and this year, 
those attending were Det DemiNG, Governor of Dis- 
trict 6, EARL COLLINS, STAN TAYLOR, BERK ERTL! 
who is president of the Northwest T ravelers, Bitt CAR 


7) 
CB CHANGEABLE LETTER 


———" BULLETIN BOARDS| 
DIRECTORY 


_——— 


CORK AND CHALK BOARDS, NAMEPLATES, METAL 
SIGNS, OFFICE ACCESSORIES...With such a complete 


line of Bulletin Boards and Directories, DAV-SON 


WOOD OR 
METAL FRAMES 


gives you the widest possible sales opportunity. No 
matter what your customers need, you can meet 


their requirements with the largest, the finest, the 
best known line of its kind now on the market. 


WRITE today for complete literature and details on 
DAV-SON’s profit-maker franchise. No inventory .. . no 


stock necessary! 


AMERICA’S MOST COMPLETE LINE... DAV-SON | — == __ 
SINCE 1932 eee 








NOTICE 











A. C. DAVENPORT & SON, INC. 


Dept. OA 311 North Desplaines Street 


Chicago 6, IIlinois 


Telephone: STate 2-6683 
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Travelers, JOHN MIsLAN, BILL WHITING, BILL BucK- 
NER, lieutenant governor; ED ERICKSON, HERB JOHN- 
SON, president of the Midwest Travelers; Bos JERUE, 
and CHARLES Corpray. It really amounts to a pre- 
planning meeting for the coming convention which 
is to be held at the Leamington Hotel in Minneapolis 
next June. It will be the first convention where all 
three districts combined will participate. 

RoBERT Morris is now selling for Associated 
Stationers in the midwest territory. BILL HARLAND has 
taken over the Parker Pen territory in this area. DARYL 
OLSON has left Minneapolis for Phoenix, Ariz. to take 
a position with the Clark Stationery Co. Daryl was a 
salesman for Fireside Office Supply. We wonder what 
Phoenix has got we haven't got. We lost JOHN CHRISs- 
TIANSON a couple years ago — did they desert us for 
the desert? VERNE TEBBE, formerly of Crane’s Office 
supply, is now working for WARREN CARLSON at 
Fireside Office Supply. Incidentally, Warren is a former 
salesman of Joe Crane’s. W. B. NEWHALL has now 
taken a position as salesman with the Thomas & Grays- 
ton Co. in Minneapolis. 

MEL SOWELL had a Fishermen's Festival for fishermen 
and their families. The get-together was at Mel’s cabin 
on Star Lake in Minnesota. Those attending were STAN 
TAYLOR, Ep EricKSON and ROBERT BROWN. I'll bet 
ya some whopping fishing stories were really spun. 

I almost forgot to mention that our Golf Turnout was 
an outstanding success: 174 salesmen including dealers 
and manufacturers. Man, what a bunch of extroverts. 
At COLLATz won the large silver cup. Other trophies 
were won by RoGER HASSINGER, BILL CARROLL and 


Bos HuGues. There were prizes galore, and we had 
scrumptious food. 

GLEN RICHARDSON, of A. W. Faber Co., just recently 
returned from a trip to Europe. I am still waiting for 
the details and films, however, his hair cut seems to be 
O.K. 

Remember the Christmas party, December 9, at the 
Calhoun Beach Hotel in the Century Room. 


Charlie Cordray 
914 W. 80% St. 
Bloomington, Minn. 


SOUTHEAST 

Am looking forward to my forthcoming trip to 
Greenville, N.C. with special interest this time around 
as Taff Office Equipment will have its remodeling job 
completed. When last there I counted ten painters all 
busy at the same time with several helpers moving stuff 
around. Cliff has gone for “the works” and I’m sure 
has one of the show places in the area. Done completely 
in Saginaw Fixtures with check-out counter in formica 
top, Rose Beige Skylark and two runs of islands in color 
combinations of Sand Pink and Papoose Pink (some 
ad man must have “flipped” there). Special treatment 
is given to the end displays which will be new in this 
area. Just in time for the new school term, the new rig 
should keep all hands on the jump trying to take care 
of all the customers. 

Here's another unusual one. What with all the auto- 
mation talk going the rounds, GEORGE TAYLOR, 
Edwards & Broughton Co., Raleigh, N.C., must have 
been “‘bit’’ because he has “mechanized” every single 
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COPY-RIGHT Copyholder 


for over 30 
years the 
“*mostwanted" 
copyholder... 
now manufac- 
tured by Curtis- 
Young Corpo- 
ration. 


lowers copy: 

* Patented ee 
toper, holds 

prem curely- 


brake 








CURTIS-YOUNG CORPORATION 
Copyholders Duplicating Supplies — Carbons — Ribbons 
110 |West 18th Street > New York 11, N.Y. * Cable: CURTYOUNG 


the /uxury look at a modest price... 


~NEW TOP BRASS 


MODULAR OFFICE FURNITURE LINE 


See us at the 

NSOEA 

CONVENTION 

Sept. 23 - 25th 

Conrad Hilton Hotel — Room 612 
CHICAGO 


The image of success anc 

by this space-saving, ye 

ing is immediately apparent h ng 
sleek, elegant new design incorporates al] the 
tails that insure comfort, long life, efficiency in 
and trouble-free use plus organization of rea 
load. Surprisingly low priced, too. A complete 
available for any office need. Descriptive literatur 


Trermnieat 


¢ ptral 


CENTRAL DESK MANUFACTURING COMPANY 


continued 


Regional Notes 


piece of equipment in the store, including the pen cases. 
All of his islands, show-cases and counters are now on 
rollers and can be moved instantly to any part of the 
store without the slightest dislocation of stock. Any 
piece can be mowed into position as a window display 
too, as he has lowered the old raised window display sec- 
tions to floor level. A completely new paint job inside 
and new window framing, plus a new door arrangement 
complete the picture and a really pretty one it makes 
too. But here’s the “‘clincher.’’ None of the work was 
done with outside help, with the exception of the paint- 
ing. The boys in the store did it themselves. 

GEORGE PATTILLO, the ‘“‘office supply’’ section of 
Pattillo Printing Co., Florence, $.C., has re-done his 
section with a new paint job and a new store front. 
Pattillo has been expanding its supplies section right 
along and this latest modernizing shows one and all that 
he intends to keep pace with developments. 

Wilcox Office Equipment Co., Daigton Hy., Flor- 
ence, S.C., evidently doesn’t intend to be left behind 
either as it broke ground August 7 for a new 22 by 50 
foot addition to the present building. The new section 
will be used entirely for furniture and equipment dis- 
play. Wilcox recently added supplies to the machines 
section so now with furniture it comes up with a full 
fledged office supply and equipment operation. 

Had one small ‘“‘inkling’’ that Skipper’s Office 
Supply & Equipment, Ocala, Fla., was getting set for big 
things so now he has done it. They have moved to a 
new location at 309 S. Main St. The new store has 
8,000 feet and 17,500 feet of parking area, all paved. 


ao 


Get Set For 


BIGGER 
PROFITS > 


SEA FOAM BOND 


CARBONSETS 


e Every Carbonset contains 
top-quality water-marked 
Sea Foam Bond. = 

Pein mRe 

e Cost no more than un- “tps aS 
water-marked sets. Se fo 

e Complete instructions 
imprinted on every set. 


GB 


~*~ 
A 
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114 BEACH STREET ROCKAWAY, NEW 
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No other details except that it is a beautiful store and | 
formal opening was held September 8. Good luck, 
Skipper, and may all your troubles be of the can’t-keep- | 
up-with-demand type 

Bos MANN, JimMy Ray's “man Friday” at Raleigh | 


Office Supply Co., Raleigh, N.C., must like to do things 


the hard way. A couple of weeks ago he got his feet | —— 
tangled up and wound up with a small bone busted in mlilae « (( ( slips 
his ankle. Result—in a cast and on crutches for six : ————— 
weeks. That eliminated his driving to work so his wife 
had to take over that chore along with keeping tabs on . ~~ | ante ; 
a couple of fast growing youngsters. Comes now the | Lj asteners 
tough part. They are “expecting” number three any 
minute and when that happens, Bob will have his hands 
and foot full trying to keep pace. You have our best <> Thumb Tacks 
wishes anyway, Bob 
Mrs. Cora Titus, buyer for Orlando Office Supply, 
Orlando, Fla., is now recovering from an operation 
and is expected to be out of circulation for some time 
Don't stay away too long, Cora, or the inventory may 
take a big jump 
Boy!! ain’t nothin’ like having one of my ‘‘contrib- . : 
utors write his own nll 4a when one does I Large Variety of Sizes and Styles. 
don’t mess with it—just hand it over as he wrote it, 
so here ‘tis. CHARLES HARBIN, SR., ‘top gun” at Har- ; ; 
bin’s Office Equipment, idamineiiog Me: is back Noesting considers QUALITY 
in the saddle again after a six week battle with hepatitis. | is of first Thlelelac-La 
Mentioned last month that HENRY Morriss had left 
Hatchers and opened his own store. That left the 


buyer's desk and store manager's spots open. The new | NOESTING PIN nie <5 CO. INC. 
man filling both places is a retired lieutenant colonel | 728 E. 136th Street, New York, N_ Y. 





A LE was THE case 
for ANY office! 


Receding door cases Three sections with 
sliding glass doors i 


Confidential cabinet 
with ‘‘shoji'’ doors 


Hanging as wall cases 


Se a re 


i 


WRITE FOR CATALOG : HERKIMER, NEW YORK 





Regional Notes . . . continued 


“ | from the army, Wita Barker. You will find Witt 
They | alert, easy to know, but all business. Hatchers are look- 
ing for an assistant for Witt who, when found, will 
allow him more time for general supervision. 
all Chapel Hill has a new Alderman in the person of 
° Jor PAGE, owner of Ledbetter-Pickard. Joe was elected 
write fora two year term. 
Mentioned last month that Dave OGDEN, formerly 
: with Bates Mfg. Co., had to come off the road, due 
with to illness, and find employment in Jacksonville, Fla., 
his home. Had a short note from Dave telling me that 
he was now with Acme Fast Freight, Inc., and for all 
us office supply shippers to use Acme when shipping 
to Florida, especially. Keep ‘em rolling, Dave. 
Looked for a while as if Halsey-Griffith, West Palm 
Beach, Fla., was going to have to open a hospital of 
their own. The “big wheel” Jim WaAuGH, SR. was out 
for a hernia operation and JERRY KEITH is now back 
after several weeks’ illness. 
Mrs. RALPH (Doris) ROSSMAN, Stoddard Office 
Supply, Miami, Fla., will be out for several weeks due 
to serious surgery. 
O. H. SMITH, JR., vice president and manager of 
Mayes Printing Co., Pensacola, Fla., died recently. 
Smith was with the firm for 43 years and was widely 
known throughout the industry. He was the father 
of WILLIARD SMITH, Smith-Wilson Co., Orlando, Fla. 
All aboard, you Southern Travelers—you heard what 
the man said. All you gotta do to earn five bucks the easy 
| way is to go to work on any traveler who isn’t already 
One of All-Rite’s /, yl an §.T. and sign him up. That kind of an offer ought 
l ba to give us an increase of at least 100. Besides the five 
pens for every : ill just think what that kind of an increase would 
purpose ... G) do to that “bite” at the regionals. It would make it 
a lot less painful, so get behind the wheel and push 
man, push. 


R. E. Hilburn 
P. O. Box 2835 
Greensboro, N. C 


CENTRAL 


West Virginia Office Equipment Dealers Associa- 
tion has scheduled its fall meetings on October 7 at 
Mont-Chateau Lodge in Morgantown. For the early 
birds there will be a golf tourney on October 6 at Lake- 

OFFICE-RITER view Country Club in Morgantown, followed by a cock- 
614" long desk model: Without cap and clip. | tail party and buffet supper. There will be a business 
feur'an colors: on, 16, prem, binek. meeting the next morning, followed by a luncheon, then 
(Barrel color denotes ink color). | on to football: West Virginia University vs. Virginia 
iin saan Tech. After the game, the session will be concluded 
#022: Extra Fine Une Pon — 20¢ 00. with a cocktail party and banquet. ae 
Marsh Office Supply Co., Ypsilanti and Ann Arbor, 
Mich., has moved the general offices to 113 E. Washing- 
ton St. in Ann Arbor. Proprietor is Governor THOR 
MarsH; PAUL UNGRODT is buyer. 

Grand Rapids Office Supply Co. has moved to 407 
Division St. in Grand Rapids, Mich. Formerly a divi- 
sion of the Michigan Office Equipment Co., Kalamazoo, 


ALL-RITE PEN, iNC. the firm has been purchased by FRANK BUTLER and 


HACKENSACK, NEW JERSEY Les PiersMA. The former will buy supplies; the latter 


will purchase furniture. 
See us at Booth 165, NSOEA Convention The Office Supply House, Jackson, Michigan, has 
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been purchased by GERALD and CHARLENE CLEVER. 
The majority of employees remain with the firm and 
Mrs. HELEN ANGELL is doing the buying. 

M. E. SuMMeRs has opened an Office Furniture store 
at 404 North Main St. in Kokomo, Ind. He formerly 
was the buyer at Humphrey Printing Co. in that city. 

Our genial friend Bupp SMITH is back in the fold 
with the Daniels Company in Muskegon, Michigan. 
In recent years, Smith was with Pounsford Stationery 
Co., Cincinnati, Ohio 

Arrow Office Supply Co., Detroit, Mich., has moved 
the main store and general offices to a new and modern 
location at 16869 Schaefer Rd. in that city. KuRT 
ELLENBOGEN is the owner and buyer. 

Tom Witson, Wilson Stationery Store, Paducah, 
Ky., has just returned from an extended European 
tour, visiting Moscow, Berlin, Brussells, Warsaw and 
Paris enroute. 

GroRGE TritscH, Diehl Office Equipment Co., 
Columbus, Ohio, is just back from his annual Florida 
sabbatical 

HERB BreETZLAFF, Detroit Office Equipment Mart, 
Detroit, Mich., is recuperating nicely after surgery at 
Mayo Clinic. Herb should be back at the salt mines 
by the time you read this. Jor Lamr, Heer Printing 
Co., Columbus, Ohio, is coming right along after major 


surgery 


GREAT LAKES 


The many friends of Rost Powe. will be happy 
to know that she has emerged from retirement and is 
now using her talents and experience at the Crown 
Office Supply Co. in Chicago. Also added to the Crown 
Office Supply's staff is AL ARONSON, formerly with 
Graver-Dearborn Co. of Chicago. 

FRANK RAINEY recently with Cless O. Burras Station- 
ery Co. of Oak Park, IIl., is now a member of the staff 
of the Better Office Supply Co., Chicago. 

CHET SMITH Jr. who represents A. W. Faber- 
Castell Pencil Co., and his lovely wife CHARLENE, have 
returned from an exciting trip through Europe as part 
of the Faber-Castell convention at Nuremberg plant 

Sam Guy, of the Sherwood Suppliers, La Grange 
Park, Ill., announced the appointment of Bop GARNETT 
to the position of manager of that establishment. 

Jack Lyons, of the Lyons Stationery Co., Chicago, 
unfortunately is again a patient at Columbus Hospital 
in Chicago. The nature of his illness has not been dis- 
close d 

Jacobsens, Inc. of Gary, Ind. has opened a new store 
on Broadway and Sixth Ave. More than 1,000 residents 
of Gary and vicinity attended this gala event. Everyone 
received attractive souvenirs and beautiful door prizes 
of substantial value were presented every hour to the 
lucky winners. Live organ music was provided during 
the evenings which added a happy festive atmosphere. 
All the members of the Jacobsen organization were 
delighted with the reception accorded the opening of 
their new store. Their headquarters and warehouse 
will remain at 2210 W. 10th Ave. in Gary. 
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“sec’sappeal” 


DEFINITION: Smooth, efficient—eye-popping appear- 
ance with graceful lines—adds sparkle to any office 
or environment. Always in vogue . . . never tiring. 
And continues to serve you year after year after year. 
That’s Bentson secretarial steel office furniture. 


Seeing is believing! To really appreciate the full im- 
pact Bentson furniture has on both boss and secre- 
tary—see your Bentson dealer. He’s an expert on 


Sec’sappeal ! 


If you can't — the next best thing is to write 
for a colorful catalog showing the complete 
Bentson steel furniture line. 


BENTSON MFG. CO. 


650 Highland Ave. Avrora, Ill. 
TWinooks 7-9237 


193 





From Pole to Pole 
you cant 


PRONG PAPER FASTENERS 
ALL STYLES 


pit 

A complete line of Loose Leaf De- men wenee WX 
vices and Stationery Specialties, ae 

precision engineered of top quality ma- 
terials. 
Write for latest Cat-| see us at BOOTH 
alog showing many NSOEA 205 
new items! 


CHARLES LEONARD, Inc. 


Loose Leaf Devices and Stationery Specialties ‘ TWining 


79-11 Cooper Ave., Glendale 27, N. Y. 4-6832 





OOSE LEAF RINGS 

















All-New Typewriter 


SLIDE-A-SHELF 


for standard and electric machines 


Converts any desk (wood or steel) into a secretarial desk. 
Does not eliminate drawer space—al!l drawers usable. 
3” casters for easy rolling—with brakes. 
* Height is adjustable—folds up for easy storage. 
Sturdy, dependable for electric machines. Top size 16” x 26". 
Masenite rubber or Formica tops. Gray, Tan, and Mist Green 
frames. Packed single, can be mailed parcel post. Weight 11 Ibs. 


manufactured ond guoranteed by 


eae: Pa 6 OP > CD >D = Se @) OF 


822-824 Spruce St. © St. Lovis 2, Missouri 


Note: Write for our new, free, full-color brochure covering the 
entire HASCO line of Office Machine Stands. 











Regional Notes continued 


The last golf tournament sponsored by the Great Lakes 
Travelers Club which was held August 25 in Milwaukee 
was a joyous event and is best described by the old and 
well worn cliche, ‘‘a good time was had by all.” 

FRANK LAzowski, of Office Stationery Co., has re- 
turned to work after a two weeks’ seige in the hospital. 


Christopher Malone 
205 W. Wacker D» 
Chicago 6, Ill 


GOLDEN STATE 


Your correspondent owes you an apology. It seems 
that his camera wasn't working properly the night of our 
annual Golden State Travelers baseball outing and as a 
result we aren't going to see any pictures of those in 
ittendance. We did have a very fine turnout, with 128 
in attendance. Unfortunately, those rooting for the 
Dodgers lost out because San Francisco took the ball 
game from the beginning. This, however, didn’t appear 
to both either KEN FULLERTON or BUD SPANGLER, seen 
having a franfurter with LAUREN BACALL. 

The Golden State Travelers Club will hold its 25th 
anniversary dinner dance at the Sheraton (Town House) 
Hotel on Saturday evening, October 14. Cocktails will 
be served in the Wedgewood Room from 6:30 to 7:30; 
dinner will be served in the Regency Room at 8:00 
P.M. Dancing to good music will begin at 9:30 and you 
may dance until 1:00 A.M. Everyone in our industry is 
invited to attend an evening well planned for your din- 
ing and dancing pleasure. 








A proven way 
$ to accumulate 


$ money 











STEEDS 3 <7R ONG 
COIN HANDLING SUPPLIES 


Sold exclusively through Stationers and 
Office Supply Dealers for over 40 years 


COIN HANDLING ACCISSORIES 
Seal Presses * Legal Seals * Downey Change Trays 
Teller’s Moisteners * Currency Racks * Menual Coin 
Counters * Packaging Trays * Linen Shipping Togs 
Steel-Strong Coin Trays & Lift Pans 


COIN WRAPPERS 
Old Style * Reinbow * A io © Racin 
Kwartet * Tubular * Gunshell 





BILL STRAPS 
Federel * Celered * Banding 


2 
Write fer informatica! 


———_ 


THE C. L. DOWNEY CO. _—HANNIBAL. MO. 
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Good to see IVAN CORNELIUS back in the territory 
after an extended trip. 

CHARLIE BRYAM is progressing nicely after some sur- 
gery and is expected to be back in the swing of things 
in the near future. 

HENRY (HANK) LyLes and family are enjoying a 
combination business and pleasure trip way back there 
in the Carolinas. They plan also to stop in New Orleans, 
Houston, etc. 

In memoriam: WILLIAM G. LASHBROOK, a former 
member and past president of the Golden State Travel- 
ers, died July 31 in New Jersey. WILLIAM GEISEL, hus- 
band of RUTH GEISEL, executive secretary of the Sta- 
tioners Association of Southern California, died August 
7. GERALD HARRINGTON, son of EDWARD HARRINGTON 
(Pasadena Stationer), died recently. We extend our sin- 
cerest sympathy. 

On the evening of August 4, nineteen selected and 
ardent fishermen assembled at Balboa Pavilion, Balboa, 
Calif. to board the fishing craft Bonanza. On board were 
the following: WILLIAM VAN Ngss (E. Faber); PAUL 
West (Oxford); Dick IREDALE (Industrial O. S.) ; 
LONNIE CREASEY, ROBERT HOVEN, MARK ALBERTS, 
REG LANE, RALPH PoorE, GEORGE COLLUP and 
CHARLIE WEEDE, all of Stationers Corp.; PETE MASTER- 
sON (Acco); Roy FRASER and STAN Ross (H. C. 
Lyles Co.); Jim MeyERS (Meyers Staty.); WILLIAM 
JENKINS (Jenkins Index); Lko StENDER (Occidental) ; 
FRANK NOLAN (J. A. Freeman); ERNIE DANIELS 
(Venus); and JOHN HENSHAW (Apsco). 

Bill Van Ness and Pete Masterson in rather rare 


puts EFFICIENCY 
into daily routines 





“DANDY” 
BOX FILES 


As your employees learn more about your business and 
the office supply and equipment industry as a whole, they 
become more vaivable to your organization. You can 
speed up this self-improvement process dramatically by 
exposing them to OFFICE APPLIANCES every month. 

The best method is to give each key staff member an in- 
expensive OA group subscription, which includes the 
annual OA BUYERS INDEX at no additional cost. Over 
200 dealers have taken advantage of OA's special 
group rate of only $2.00 per year per subscription, when 
five or more subscriptions are entered. 

It's sound business practice to keep your employees well- 
informed on industry developments: Take advantage of 
this low-cost way of doing it today. Just send us a list 
of your employees (five or more) and we'll enter their 
subscriptions at once. 


= = Office 
ApPliances 


600 West Jackson Boulevard, 
Chicago 6. Illinois 


FAST 


Jy, PRorit! 


AGATE 
CARD TRAYS 


HEDGES merc. co. 


1441 CIRCLE AVE. 
FOREST PARK, ILL. 





The FINEST name in office chairs 
for over 20 years. Write Joe Pritchard 
for complete information. 


WELLS CHAIR CORPORATION 
Michigan City, Indiana 


~ 


Aristocrat “President” No. 230 
SYNCHRO TILTING SEAT AND BACK 





SPECIAL IMPRINT BINDERS 
CAN INCREASE 
YOUR TURNOVER! 


(Another Profit Tip 
from Royal Vernon) 


orasee mawest 


@ More and more business 
firms are using special im- 
print binders to create a dis- 
tinctive personality for their 
company ... make a better 
impression on their custom- 
ers and sales people. 


Dealers everywhere are de- 
veloping this type of business 
until it has become a big part 
of their total sales. 








@ To assist you in getting your 
share of this profitable business, 
we have established the 
Vernon Dealer Service Center 


SPECIAL 
IMPRINT 
BINDERS 
produced by 
Silk Screen 
Appliqué 
Printed 
Stamped 
Embossed 


Royal 
where designs, copy, art, special 
constructions ... everything you 


need will be done for you. 


Talk to the Royal Vernon 
representative next time he visits 
you. Tell him your Special 
Imprint problem ... 
the Dealer Service Center 
working on it quickly, efficiently 
and inexpensively for you! 


Many materials, 
many colors to 
choose from. Or, 
binders can be 
constructed to 
your” special 
order. 


he will get 








KEEP YOUR EYE ON ROYAL VERNON 
FOR EYE-MAGNET MERCHAND/S/NG 


S.E.& M. VERNON, INC. 


© NEW YORK 13,N.Y 


79 WORTH ST. 


Regional Notes . continued 


form along with Stan Ross took many sights on the 
stars all evening. About 6:00 A.M. at least half of the 
fishermen awoke to see what was considered by all to 
be a very beautiful sunrise with the ocean as calm as 
what we all picture in the south seas. 
Roy Fraser hooked the first albacore, but John Hen- 
shaw beat him to the deck and had the first one aboard 
Saturday we anchored off San Clemente Island and a 
few diehards had their lines back in the water and 
caught one yellowtail, some mackerel and flying fish. 
Sunday morning found us underway again for the 
high seas and it wasn't too long after arriving at our 
former rendezvous that we started pulling in more alba 
core. All in all we took 63 of the chicken of the sea. 
No one aboard was seasick except for possibly Stan 
Ross who developed Malt sickness and at times looked 
like a glass of malt (technicolor). 


Our trip concluded Sunday at about 9:30 P.M. 


Paul West 


1244 Rimdale Dr 
West Covina, Calif. 


MIDWEST 


The most important news to come out of the Midwest 
is the announcement of the winners of the 8th District 
Foundation’s first annual scholarship awards (see story 
on page 00). We wish to congratulate the winners, 
JANICE WIDNER, SUZANNE ‘TARDY and PATRICK 
McGaucny, and thank the foundation’s biggest booster 


You'll find . . 

“THE CROWN LINE” 
OF DATERS 
CLINCHES THE 
EXTRA SALES! 
guaranteed to 
outlast any 
competitively 
priced stamps 


le é 
on the market. j LY, 598 a, 


a ring WG!T. 8 799 
Send for information 


i INT)X thang 
on our complete line ‘7 he 
today! Li e ‘Tova 


R. A. STEWART AND CO.,INC. 


80 Duane Street «+ New York 7, New York 
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ind helping hand, DEAN W. S. BLocu of the Kansas | 
City University. 
BENTON THOMAS, president of Schooley, Inc., is 
always a busy man, but these days he is really the man- ee 55 
on-the-go. Recently, Schooley’s broke ground for its new | MATI C 
home at Indiana and Truman Rd., Kansas City. Thomas | 
expects to have the entire organization moved under one 
roof by January 1, 1962. This will combine stationery, TOM ie EQUIPMENT 
furniture and La Rue Printing in a 50,000 sq. ft. build- 
ing. Showrooms will occupy 5,500 sq. ft., incorporating 


ine latent tips of displays sad fixture. Each employees | MALCOM UCHR OLUTCE aK Cres 
office will be a working model for the company’s lines SEE US — ROOM 637-A 


of Shaw-Walker furniture. 


More moves in our industry: Buxton-Skinner moved NSOEA_ CONVENTION — CHICAGO 

from 306 N. 4th St., St. Louis, to 2419 Glasgow St. 
The change of address also changed the telephone num- | —e 
ber to JE-5-9700. JoHN HuGuHes heads the buying de- 
partment, located on the third floor of the new building. 
Buschart’s, formerly at 16 N. Brentwood, Clayton, 
Mo., has moved to 7929 Forsythe, just across the street 
from the courthouse. Buschart’s is planning a Grand 
Opening for sometime in October. 

Mrs. GLapys HANEY, president of East Tulsa Office DUO-MATIC POSTING TRAYS PORTA-MATIC POSTING 
Supply, and G. Max KEATING, past-president of the AND STANDS TRAYS AND STANDS 
Midwest Travelers Club and manufacturers’ representa- 
tive in the midwest for many years, were married on 
August 19. Mr. and Mrs. Scotr Hupson of Star 
Printery, Inc., Muskogee, Okla., were in attendence, 

Congratulations and best wishes from the members of 
the midest travelers and dealers. 

Clint Cooper 

5615 Harris Ave 

Kansas City, M 





TILT-O-MATIC TRAYS V-MATIC TRAYS 
(For register forms) (Small capacity containers) 


COMPARE THEM ALL. . . YOU’LL CHOOSE 


LIFETIME ACCESSORIES 


VALCO’s new Garment Masters 
are the answer to a need... a 
need for sturdier attractive units 
at a competitive price. They are 
the result of the careful engineer- a 
ing and thoughtful construction . 0 HANDI-MATIC TRAYS 
characteristic of all VALCO 


products. Heavy gauge rolled ne Ve Saee on8 


hly loan? Th machine accounting—records GPAIS-RATG : 

te ee ge lentes deans requiring small capacity neg for installations 7” 
tional proportions. The func- naan ceed nella, sme 
tional style and glistening finish 

make VALCO Garment Masters 

adaptable to any setting. 


TILT-O-RACK 
Model 
102 WGM Desk organizer PRESTO TRAY 


VALCO’s Wall Garment Master pyre Pit Me Mens — 
is designed to be easily mounted 

to walls with a special mounting 
bracket. Any length may be 
created by simply mounting two 


= 

COLORS—Silver Gray, 

foot increments side by side. Mist Green, Desert Sand. | PD _ mweav- LEE Associates 
[ assocvares 


Write today SOLE DISTRIBUTORS FOR 
‘ for our new, POSTING EQUIPMENT Geev-ncittion 
fe complete catalog 1721 Elmwood Ave., Buffalo 7, N. Y 
311 ANN AVE. ST. LOUIS 4, MO, 
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NSOEA Convention Program 


. continued from page 131 


Charles W. Gilbert, Publisher 
OFFICE APPLIANCES and Bust- 
NESS AUTOMATION Magazines, 
chaired a Committee of NSOEA 
members who programmed this 
session, and “An Application 
Seminar on How to Use Auto- 
mation in Your Own Business,” 
Monday, September 25, at 3 
p-m 


Vice President of McClain Hed- 
man & Schuldt, Harold B. 


Robert S. Jerue, Executive 


Speicher, Application Division 
Manager of the Eureka Specialty 
Printing Company, and A. C. 
Aigner, President, G. J. Aigner 
Co., will lead the discussion. 


8:30 p.m. NSOEA’s Casino Party, 


in the Grand Ballroom. For all 
registered delegates. 


Sunday, September 24 


8:30 a.m. Breakfast for Presidents of 


the Travelers’ Clubs, in the 
North Imperial Suite. Clem 
Clemen, Vice President of 
NSOEA and Chairman of the 


LAWSON 
TORPEDO’ 
STEEL WASTE RECEPTACLES 


No. 6006 

WALL HUNG WASTE RE- 
CEPTACLE. Easily removed 
for emptying. Provides 
clear floor area. 














Sleek-looking, handsomely de- 
signed for modern interiors in 
baked enamel finish. Economical 
and practical to maintain. Quality 
construction with self-closing 
push door of stainless steel; 
rounded top; easy to clean; hot- 
No. 1001 dipped galvanized inner con- 
(also other sizes) tainer resists rust. Outer shell, 15” x 37”. 
Container, 13” x 27”. 15 gal. capacity. Like 
all Lawson products—"‘built to last.”’ 


rHE F. H. LAWSON company 
re CINCINNATI 4, OHIO 


KNOWN FOR QUALITY SINCE 181€ 


) © tw eg 


VE OF SAN 


A 


Field Division, (vice-president, 
sales, the G. J. Aigner Co.), 


will preside. 


10:15 a.m. Sunday Morning Service, 


in the Grand Ballroom. Ben Phil- 
brick, Convention Co-Chairman, 
will direct the service. Guest 
Speaker this year is the Rev 
James Currie McLeod, Dean of 
Students, Northwestern Univer 
sity. 


12:00 Noon-8:00 p.m. NSOEA Ex 


hibits are open. 


3:00 p.m. The Ladies’ Tea and Re. 


ception, in the Grand Ballroom 


Monday, September 25 


9:15-11:45 am. “Idea Exchange 


Fairs’ 

Building Successful Sales 
Compensation and Incentive 
Programs (Grand Ballroom) 
Presiding: Leon H. Black, 
Vice Chairman of the Distrib 
utors’ Division, NSOEA (Vice 
President, W. A. Sheaffer Pen 
Co.). Discussion Leader: Mi- 
chael L. Sanyour of Harbridge 
House, Inc. 

Transportation Cost Control 
Workshop (Lower Tower) 
Presiding: M. §S. Marshall, 
Treasurer, NSOEA (Executive 
Vice President, Ginn’s Stock- 
ett-Fiske, Washington, D.C.) 
Discussion Leader: George A 
Tice, Promotion Director, 
Geyer's Dealer Topics and Ad 
ministrative Management. 

Dealer Advertising and Sales 
Promotion (Boulevard Room) 
Presiding: William M. Flet- 
cher, Vice President of 
NSOEA and Chairman Manu- 
facturers’ Division. (Sales 
Manager, Carter's Ink Co.) 
Discussion Leader: Harold O 
Shively, Publisher of the Mod- 
ern Stationer. Presiding: Clem 
Clemen. Discussion Leader 
Frank M. Cushman, NSOEA’s 
Transportation Consultant. 

How to Make Design Pay 
Off in Furniture Sales (Upper 
Tower). 

For the ladies: How to Help 
Your Husband Succeed in 
Business (Crystal Ballroom, 
Sheraton-Blackstone Hotel) 
Presiding: E. Kemp Huber, 
General Convention Chairman 
(Vice President, Market & 
Trade Relations, Weber-Cos 
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tello Co.). Discussion Leader: 


Dr. Harold Gray, Director of 


the Michigan State University 
Center for Continuing Educa- 
tion, Benton Harbor, Michi- 
gan 

p.m. General Convention 
Luncheon (Grand Ballroom). 
Presiding: B. F. Henderson, 
Vice Chairman, NSOEA Dis- 
tributors Division (President, 
County Stationers, Inc.). Guest 
Speaker: The Honorable Lu- 


ther H. Hodges, Secretary of 


Commerce. Mr. Hodges will 
discuss “A Great Age for 
Growth,” elaborating on the 
business climate today, the ef- 
fect of automation on business, 
and wither small business is 


going 


8:00 p.m. NSOEA Exhibits | 


will be open 

p.m. “Idea Exchange Fairs” 
Session: How to Use Automa- 
tion in Your Own Business.” 
(IBM Headquarters, Lake & 
Michigan; NSOEA will pro- 
vide transportation). 

Charles W. Gilbert, Chair- 
man of the Committee on Au- 
tomation, will preside. He will 
be assisted in the discussion 
leadership by the members 
listed above, under the “‘Sell- 
ing to the Automated Market”’ 


session 


Tuesday, September 26 


5 a.m. Divisional Meetings. 
Distributors Division: 
(Grand Ballroom) Caldwell 
Harper, Vice President, 
NSOEA, and Chairman of the 
Distributors Division will pre- 
side. There are two discussions 
planned for this session: “Ef- 
fective and Legal Association 
Activities,” led by George P. 
Lamb, Washington attorney. 
Election of Division Officers 
will take place here, and there 
will be the usual drawing for 
attendance prizes 
Manufacturers’ Division: 
(Lower Tower). William M. 


Fletcher, Vice President of 


NSOEA and Chairman of the 
Manufacturers Division will 


pre side 


Field Division: (Upper | 


Tower). Clem Clemen, Vice 
President of NSOEA and 


Chairman of the Field Divi- | 
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sion will preside. He'll give side. A consideration of the 
a talk on “The Traveler's Di- recommendations of the 
vision,” and open the subject Rogers, Slade & Hill report is 
for discussion. Homer B. Lay, on the agenda, together with 
NSOEA’s Assistant General the reports of Committees. Ac- 
Manager and Director of Field tion on a revision of the By- 
Operation, will discuss Sales Laws is expected, as well as 
Clinics with the travelers. the election of officers. (Fol- 
There will be an election of lowing this session, there is a 
the division’s officers, and the brief meeting of the Board of 
usual drawing for attendance Control.) 
prizes 12:00 Noon-5:00 p.m. NSOEA Ex- 
11:15 a.m. NSOEA’s Annual Asso- hibits are open. 
ciation Meeting. 7:00 p.m. Annual Banquet and 
J. Howard Patrick will pre- Dance, in the Grand Ballroom. 


ADVANCO PUNCHLESS PAPER HOLDERS 
Hi-Strength, Lo-Height, Split Second, Super Tight | 


achless binding 


ONLY 2 PARTS ..-- Bate: and Spring Steel, Long 


Le agit, Flat Compressor. Works 
with fingertip pressure. No Wires. No Coil Springs. Never loses its 


shape. 
° SIMPLICITY ITSELF! 


Lo-height means minimum chafing and wear on binders. Expedites 
quick insertion and removal of sheet from any place in binder. 


su 


Bulldog-grips 42" capacity (appr. 150 sheets). 
Letter & Legal sizes 
Now available in 6 inviting colors: 
RED - GRAY « BLACK « TURQUOISE - YELLOW - ORANGE 
25 of a color to the box. Also 25 in assorted colors to the box. 


Send for new catalog and price sheet, or. ORDER TODAY! 


Co 


MADE IN USA REG. U.S. PATENT OFFICE 


ADVANCO PRODUCTS, LINC. 
76-05 51st Avenue, Elmhurst 73, L.1., N.Y. 





Want Ads 





date 


Deadline 10th of month eetage my issue 
cents a word, minimum charge $5 


MANUFACTURERS’ REPRESENTATIVES WANTED 





ATTENTION: OFFICE EQUIPMENT REPRESENTATIVE 

turer of compact free-standing, built-in and executive off r 
seeks experienced agent representation to office furniture wh 
dealers direct. Superb new line with comprehensive factory 
tories open. Write, stating experience, area covered and other 
to: R. E. Hewitt, Marketing Manager, Norcold 
Washington Bivd., Los Angeles 16, California 


Incorporat 














EXPERIENCED TOP NOTCH REPRESENTATIVES WANTED to 
quality line of Wood Office Furniture. The line consists of Desks 
Tables and Wood Chairs. This is a new addition to our business 
representation to cover the Midwest and East. Protected territory 
sion. Write giving experience, territory covered, lines handled 
Executive Furniture of Grand Rapids, Inc., Grand Rapids 9, Michiaa 





PARTNER WANTED. Have franchise state of Texas for mach 
300.00 furnishing Dry copies 8/2 x 11 for .01, statements 
wide .01¥%2 sq. ft. Desire capable salesman as partner. Returr 
quired for inventory. Locate Dallas area 
OFFICE APPLIANCES DEPT. OCT-6 


Send resume complet 





MANUFACTURERS’ REPRESENTATIVES 
quality line—excellent reputation. Good territories 
Brody Seating Company, 5921 W. Dickens 


WANTED for line of off 
available. Cont 


Chicago 





MANUFACTURERS’ 
pany of St. Paul 


REPRESENTATIVES NEEDED by The Fritz-Cr 
Minnesota. Contact factory or NSOFA Show R 


SALES REPRESENTATIVE WANTED 





FOR ESTABLISHED TERRITORY in Midwest by well-knowr 
filing supplies and stationer’s items, selling to palers 
Write OFFICE APPLIANCES DEPT. JU-15 











MANUFACTURERS’ REPRESENTATIVES AVAILABLE 


MR. MANUFACTURER: Southwestern Representative with qualified 
excellent following offers extensive coverage in office furniture 
have own warehouse and display rooms. Territory Oklahoma, Ark 
Dallas headquarters. Can sell or warehouse your line. Wi be 
Convention in September. Write OFFICE APPLIANCES DEPT. OCT-13 





UPHOLSTERED FURNITURE WANTED for New York 
York metropolitan area, well established with the trade, has amp 
a line of upholstered furniture to sell to present customers. Capable 
Well versed in modern office equipment merchandising. Write OFF! 
DEPT. OCT.-17. 


Salesman spe 





YOUNG, AGGRESSIVE, Southwestern Manufacturers’ 
proven sales record 13 years, seeking additional 
supply line for states of Texas, Oklahoma, Arkansas & Louisiana 
Chicago convention. Write OFFICE APPLIANCES DEPT. OCT-14. 


Representative, Ag 3 with 
Office furniture, eq 


Attending 


ment or 


NSOEA 


200 


/ } J 
00 payable with 


Address Dept. Reply to OFFICE APPLIANCES, 


The vate for classified advertisements is twenty-five 
order. Add six words if dept. address is 
288 Park Avenue, 


used. 
West, Elmburst, Ill. 





organization, consisting of 3 
pment dealers in the Metrog 
sitive representation guaranteed 
East 42nd St., New York 17 





g office supply and eq 
ty line. Top references 
New York 17, Nev 





wk State, New York City and 
ners (wholesale & retail) seek 
OCT-8, 100 East 42nd 





ganization desires addit 
an New York and Ne Y 
Write OFFICE APPLIANC 


’ 





years experience with 
> that merits aggre 








York and New Jersey 
Write OFFICE APF 
y 





MANUFACTURERS’ SALESMEN WANTED 





OPPORTUNITY FOR 
TOP OFFICE MACHINE SALESMEN 


HAVE YOUR OWN BUSINESS WITH NO CAPITAL INVESTMENT 


Nationally advertised manufacturer of Photocopy 
machines will finance you in your own agency 


Addressing and Business 
Tremendous opportunity for 
Lines carry strong exclusive repeat supply business. Personal 
interviews arranged locally by regional manager. Reply in strictest confidence 
giving experience and background by writing to 


aggressive man 


MR. D. A. HARRIS VP NATIONAL SALES 
NORD PHOTOCOPY AND ELECTRONICS CORPORATION 
300 Denton Avenue, New Hyde Park, L. j & V¥. 


See our equipment at the NSOEA in Chicago; Sept. 23-26 
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MANUFACTURERS’ SALESMEN AVAILABLE 


equipment or supply line wanted for a 
a by salesman who has had twelve good years 
tationery at retail. Will consider full time 
representative. Write OFFICE APPLIANCE 





sentative available presently employed, 14 
ete line office equipment, all related record 


rd. Write OFFICE APPLIANCES DEPT 


DEALER EXECUTIVES WANTED 


opening for General Manager. Must 
ture, machines, printing. Excellent opportur 
Apply in writing, include photograp 





ner Los Angeles 

related items. Must hav 
iding salary, history 

»s Angeles 33, Calif. 


DEALER EXECUTIVES AVAILABLE 


stationery store, over or mil 


years old. Married. Write OFFICE 


RETAIL BUSINESS FOR SALE 


nery and commercial printing bus 
$75,000. Real opportunity. $5,000 


9 


RETAIL BUSINESS WANTED 





in $100,000-$200,0 


1 Mid-west, Southeast 


FOR SALE AND WANTED TO BUY 





"Ni nes multiplying type with 
20431 with No. 43M stand — 
1 S. 7th St., Phoenix, Arizo 





ines, adding machines—all off 
706-908 N. Water St., Milwaukee 
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ELLIOTT-FISHER AND Sundstrand machines. Electromatic typewriter, adders, 
calculator and all office machines bought and sold. Teeter-Warsh Co., 849 N. 3rd 
St., Milwaukee 3, Wisconsin 





LARGE AMOUNT USED visible cabinets, Kardex, Acme and Rand. Varlety of 
sizes and styles. A-1 condition, very reasonable. Eversteel Equipment, 69 Spring 
St, New York 12, New York 





STENAFAX MACHINE MODEL S-5, Excellent condition, $500 f.o.b. Baltimore 
Baltimore Mimeograph Supply Corp., 330 St. Paul Street, Baltimore 2, Md 


WANTED TO BUY 


TOP PRICES PAID for N.C.R. #3100, #3200 and #3400. All Burroughs Sensi- 
matic; Keyboard Graphotype model #6340 #6380. 42 years as world’s leading 
rebuilders of office machines. ecmentente Office Appliances, Dept. OA, 326 
Broadway, New York 7, New York — WOrth 2-3200. 





WANTED: Burroughs or N.C.R. bookkeeping and billing machines, calculators 
comptometers, adding machines, etc. any style. Quote complete description and best 
price. AMERICAN BUSINESS MACHINES, INC., 573 Broadway, New York 12 
New York 





WILL BUY a ee pa =o — Burroughs Billing, Sensimatics — Na- 
tional Class 3000 32, mington Sundstrand — indicate details, model 
serial. GIBIAN BUSINESS MACHIN S, 128 Lafayette St., New York 13, New 
York 





HIGH PRICES PAID for used bookkeeping machines & Brandt coin machines: #31 
10-10 (18) 25,000,000 & over. Burroughs typing sensimatics model #1501 billers 
M 231 M 235 Brandts #60 & 2100. L. A. Pearl Co., Dept. OA, 140 W. 42nd 
St., New York 36, New York 





WANTED: Burroughs typing Sensimatics billing machines, N.C.R. 31 - 32 - 34 
Graphotypes 6340 - 6380 - 6740 Speedaumats, Pitney-Bowes, Brandts. William 
Marion Co.. 173 Lafayette St., New York, New York — WOrth 6-5931 


QUALITY MAILING LISTS of 6,755 COMMERCIAL STATIONERS and office appli- 
ances dealers. Also 8,119 typewriter and adding machine stores. Write for FREE 
catalog of lists of retailers, wholesalers, manufacturers, institutions, banks and 
others. We charge only for addressing. SPEED-ADDRESS, 48-01 42nd St., Long 
Island City 4, New York 


MISCELLANEOUS 


DISTRIBUTOR WANTED, al! territories, for high quality indelible and water ink 
markers. Should have wide distribution. Write OFFICE APPLIANCES DEPT. OCT-1 





ee © ine — | Deaths 


STEEL OFFICE SPECIALTIES! ; . 
O. H. Smith, Jr., vice president and manager of 


—E Mayes Printing Co., Pensacola, Fla. died recently. Smith 
was with the firm for 43 years and was widely known 
throughout the industry. 

: William G. Lashbrook, manager, national accounts 


x Jota - De 2 Phe 1ef 
nih alias nian ware poe cazeaoe for The Esterbrook Pen Co., died July 31, after a brief 


‘ion Since 19121 Eusvies Manufacturing Go. oe 


Lashbrook joined Esterbrook in 1941 as a salesman. 











“America’s Finest Letter Racks” 





In 1950 he was promoted to district manager with offices 





2448 West Larpenteur * St. Pav! 13, Minn. 











in Los Angeles, Calif. He became national accounts 
manager in 1960 at Esterbrook’s home office in Camden, 


More and More. Leading Draftsmen, N on , “~ 
as - was 3 a Mid-Weste Te 
Accountants and Artists ishbrook was active in the Mid-Western an est 


ern travelers groups for many years 
are INSISTING on . 
P) ° . ‘ : ‘ 
/1aA- Potut Minnie Coup, 86, vice-president of the Atlas Stencil 


i Vee loll ha - ey Files Corp. died August 16 in Cleveland, Ohio. She 
was active in company affairs from its inception until 

For Perfect Lead Points — her last illness just two weeks before her death. 
Blunt to Hairline. Two Models. Variable Toper Model She is survived by her daughter, Mrs. K. C. Wallace, 


Standard Model gives you points up Stans ena 
to %” long without breaking. Just 
insert lead and rotate lid. SHORT —~<<t 








president of the company and her granddaughter and 
grandson-in-law, Mr. and Mrs. Wilfred E. Tabb, Jr., 


secretary and vice president-sales respectively. 


you want, 


Write for Literature and Dealer Prices. 

LONG a 
N IN # ; , ; 

paper Begg ae coal arfucen —<L— George Reindel, 85, retired salesman for the Eagle 

Pencil Co., died August 10. Reindel joined Eagle Pencil 





in 1891 and retired in 1940 after 49 years of service. 
KEEF KLEAN His travels as an Eagle Pencil salesman took Reindel 
to such places as Hawaii, the Philippines, Japan and 
PLASTIC —°» 
Your best buy! Typewriter Co., Detroit, Mich., died in Henry Ford 


Hospital August 2 
He was a member of the Office Machine Dealers As 
ciation and the Grand River Businessmen’s Associa 


Ernest H. Krampitz, 53, owner of the Champion 


* Leather grain heavy * Solid brass Scoville 

virgin plastic gripper-zipper 
* Legal or letter size * All-round outside binding 
* Brown or black * Colorful imprinting 


A. Bertram Holmes, retired president and board 
chairman of the Columbia Ribbon and Carbon Manu 
facturing Co., died at his home in East Norwich, L.I., 
August 18 at the age of 82 


Midwest Offers A Complete Line Holmes was among the founders of the Columbia 


? ° oncern in 1905. He worked in both the New York 
Of Multi-Purpose Room Equipment et Fe ae 
For Churches, Schools, Offices 


Pedestal Leg CADDIES Alfred E. Barnum, 80, former purchasing agent 
FOLDING FOR FOLDING and store manager of John R. Bourne Co., Rochester, 


TABLE CHAIRS, TABLES N. Y., for 28 years before retiring in 1947, died August 


Plenty of leg room with the “Off | The fast, easy, safe way to 21 at his home. He was previously employed by Scran- 
Center” leg principle which adds handle folding chairs and rom Gx Wetenede. statinnecs 
seating to ends. Lightweight, tables. Engineered for 
sturdy, folds compactly for easy years of durable efficient 
stacking. Perfect for banquets, service. Saves time and 
conference and meeting rooms steps Edl M. Warkentin, 54, wife of Ted R. Warkentin. 
T TODAY —_ . : 
on San er Cereee vO executive of Southwestern Stationery & Bank Supply, of 


FOLDING PRODUCTS con.) Lawton, Okla., and Amarillo, Texas, died July 27, fol- 


ROSELLE, ILLINOIS * LA 9-2000 








lowing a lengthy illness 
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Manufactured in Canada by Art Woodwork Limited, Montreal 

















B. lL. MARBLE FURNITURE, Inc., Bedford, Onio 


Manufactured in Canada by Art Woodwork Limited, Montreal 





OFFICE DESIGN 


section of Office Appliances edited for office furniture dealers and 
their designers, space planners, independent decorators and architects 


Considering the Computer Environment... 230 


Let the Unions Sell Your Design... 234 


A Penthouse at the Office... 236 


Design Notes... 214 
Furnishings Guide... 248 
Accessories Guide... 252 


Periphery ... 260 


Editor-in-Chief 
Executive Editor 


Office Design and 
Purnishings Editor 


Associate Editor 
Assistant Editor 
Editorial Assistant 


Art Director 








Rare to these pages, this dining room setting in the 
president's penthouse apartment atop the 
Lynn Insurance Group building in Kansas City is indicative of 
the reach and capabilities of the office designer 


Advertising Offices 


East: Wallace W. Fisher, district manager; George W. Larrouse. 
100 E. 42nd St., New York 17, N.Y. MUrray Hill 2-2373. 


west: Herbert L. Sime, vice-president; Jack McDonald. 288 Park 
West; Elmhurst, Ill. TErrace 4-935( 


West Coast: A. O. “Beau” Dillenbeck, Jr.; Tom Galavan; Dick Hat- 
field; Ray Kittle. Dillenbeck-Galavan, Inc., 266 S. Alexandria Ave., 
Los Angeles 4, Calif. DUnkirk 5-3991. 
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Compelling in concept 
... Sweeping in scope 


Zé STRATOSPHERE page 


BY ean 


Created Expressly for Commercial 
and Institutional Installations, 
Adaptable to Any Floor Plan, 


Seating Arrangements are Unlimited 























Setting the trend for tomorrow in furniture designed 











for today, the ultra modern Stratosphere Group features 
smart new Satin Chrome legs with self leveling glides 
Reversible cushions are of 100°; Foam Rubber for 


maximum seating comfort. Frames of select hardwood 























and full contract construction throughout assure years of 





maintenance free service. Beautifully upholstered in 





genuine U. S. Naugahyde or a vast range of fine fabrics 


Stratosphere, furniture of the future, is furniture 


Wile foc Wlew Catalog OW461 


CAW INDUSTRIES 
A Division of Modernize, Inc. 
666 Lake Shore Drive * Chicago 11, Iinois 


Factories: Pontotoc, Mississippi 
Showrooms: Chicago * Space 1445 « American Furniture Mart 
Dallas * Space 267 * Homefurnishings Mart 








with a future. 








Copyright 1961, Supreme Stee! Equipment Corp. 


SHELF FILING? 
DROP FILING? 
BOTH IN 


Ae ROLL OUT f onserv-a-File’ 


by SUPREME 


Several objections have 
prevented shelf filing 

from completely 

replacing wasteful, 

difficult drawer filing. 

Let’s look at them: 

e To transfer records, 

your customers would 

need new folders 

with side tabs. 

¢ Possibly thousands of these folders 
would have to be labeled. 

e Records might be lost in transfer. 

e The file clerks could not drop file actively. 


Roll Out Conserv-a-file* removes 
these objections! Nothing to do but 
drop existing folders with top tabs — 
complete — into a Roll Out Conserv-a- 
file shelf! Nothing disturbed .. . and 
nothing missing. Only Roll Out 
Conserv-a-file permits this free 
transfer and high activity drop 

filing and saves your customers 
valuable space. 


Roll Out Shelves are in 
Conserv-a-file — at your 
request — up to the fifth 
tier. Tiers six and seven 
are utilized for semi-active 
and storage records. 


Shipped set up. (KD on 
special order only.) 


*Patents Pending 


SUPREME STEEL EQUIPMENT Corp. 


50th St. & Second Avenue — Brooklyn 32, N. Y. 








TWO NEW 
acenullr SERIES 
ARCHITECTURAL DESIGN GROUPINGS 


View from approoch 


woopD OFFICE FURNITURE peti hinged 
with clean sweeping styling 


The two new groupings in the Spacemaster 
Series feature sparkling fresh styling that gives 
an important lift to “compatible” office plan- 
ning. Both the executive and secretarial arrange- 
ments /Jook similar to the eye when approached 
from the front . . . but each has distinctive fea- 
tures which are particularly suited to individual Executive arrangement with 


E , attractive tambour front, file space, 
convenience and performance! wastebasket niche, storage crea 











And styling is only one of the advantages of this 
remarkable new wood office furniture. The 
bright new additions to the Spacemaster Series 
are priced competitively with any other office 
furniture—and with normal dealer markup, too! 


See these outstanding new 
wood office furniture groupings 
ON DISPLAY AT 0 str thay ascereaeyseer eel 
THE NSOEA SHOW! file and storage areas. 











FINE WOOD OFFICE FURNITURE... 








JOFCO) 

















OFFICE DESIGN SECTION 





THE 
WORLD 
BANKER... 


is a new series of contemporary 
business chairs for general office and 
executive use. 


best buy BULING 


CONSTRUCTION FEATURES | 
NO. 6610 All curved parts steam bent 
from solid wood. 


. : . . Deep foam rubber cushionin 
Smartly styled in every detail, this cane solid saddle seat). e 
series features foam rubber seats 
with all exposed wood finished in 


a soft, rich walnut tone. Trim hardware — brass or 
chrome finish. 


Rubber cushioned glides. 


Long-lasting, full-size plastic 
scuff plates. 


Wall-saving back posts. 


For the ‘decorator touch”’ 
this series is available in a 
neatly tailored, all foam rub- 
ber upholstered seat and back, 
offering a wide range of colors 
in top grain leather or Elastic 
Naugahyde. 


NO. 6610-UB NO. 6611-UB 


Chairs for all business 


BOLING CHAIR COMPANY 


SILER CITY, NORTH CAROLINA 





Picture this Sturgis chair 


intermixed with an existing installation of 
aluminum chairs. When finished in Custom ) 
Aluminum its appearance will prove 
compatible and its price will offer an economy 
that few buyers can ignore. Guest chairs 
=, to match, with and without 
| arms. Ask for literature 


on the 400 Line. 





THE STURGIS POSTURE CHAIR COMPANY 


STURGIS, MICHIGAN 
Address all correspondence to: 
General Sales Offices, 154 E. Erie St., Chicago 11, Illinois 





Dislinclre Lausiness Chair 
4y JOHNSON 








“ ST -Talo Mile) m@merelaarel-Scc MIU sae 0-1 Merit llele| 
Ulelalat-(o] alm @ual-Uiam Orel nal oy-lahy, 
7109 Merchandise Mart ¢ Chicago 54. Illinois 


X% Featuring installation of Johnson Chairs 1903F and 1740 at Metropolitan State Bank, Ct cago made by Kendrick Furniture npa 





From Quarterdeck to J. F. K. Desk 


L 


B 


J 


Aloft 


DESIGN NOTES 





EERO SAARINEN died September 
| while undergoing surgery for a 
The internationally re- 


spected architect was 51. 


brain tumor 


Among his best known works are 
the Trans World Airlines terminal at 
New York International Airport, the 
Motors 


and the 


420-a General 


( enter 
States Embassy in London. 


Training 
near Detroit United 
Through the influence of his father, 
Eliel, who was also a great architect, 
Eero thought beyond his buildings 
encompassing the building within the 
within the 
chair within the 


community, the 
building, the 


room 
room. 
This scope of thought led him to de- 
sign furniture which his good friend, 
Knoll. 


pieces are the 


Floren manufactured 
Among his molded, 
plastic pedestal chairs and tables and 
the “womb” chair 


His 
cellation of a New York reception at 


entry to hospital forced can- 
which he was to receive an honorary 
degree from the Technical University 
He would have 


of five living men to receive 


otf Hanover, Germany 
been one 


the award 





EXECUTIVE OFFICES . Thanks 
Lady, everything in the 
White House soon will have a story 


to the First 


behind it. The carved, oak desk from 
which President Kennedy 


cut ) 


runs the af- 
is one such 


irs OF state ( SEE 


piece. It ts fashioned from the quar- 
terdeck of the H.M.S. Resolute, a 19th 
Century sailing vessel, by the order of 
Queen Victoria and presented to Pres- 
ident Rutherford B. Hayes in 1878. 
Another curio 
oftice of Vice-President Lyndon 
Horton-Horton, 
tionally known aircraft interior design 
firm, which was commissioned to do 
the Vic« Lockheed 
Lodestar Edwin Ra- 
| Co. for its drapery. Edwin Ra- 
| Kor 


born in Houston, and as proud 


concerns the air 
borne 


B. Johnson interna- 


President’s new 
turned to the 
pha 
pha 
of his Texas birthplace as is the Vice- 
President, came up with this pattern: 
a celestial style that 


design features 


large stars (for the Lone Star State) 
with each star cradling the letter ‘') 

and co-featuring a scripted “J’’ inside 
the propeller-like infinity sign. 


DESIGN MONTH ACTIVITIES 
. . . The Designers’ Workshop, sched 
uled by the Midwest Chapter of N.S. 
I. D. for September 24 at McCormick 
Place in Chicago (announced in this 
column in August) has been 
celled. Instead, the group is going to 
participate in the National Interior 
Design Month promotion through a 
number of other activities. Spot an- 
nouncements on a local FM radio sta 
tion will call attention to the impor- 
tance of calling in a professional de- 
signer for home and office interiors. A 
display will also be set up in the lobby 
of the Merchandise Mart, and win 
dows will be decorated at the Saks Sth 
Ave store 

N.S.I.D. members who will be in 
New York City Thursday, September 
28, have been invited to an Open 
House at the Museum of Contempo- 
rary Crafts. The American Craftsmen’s 
Council, which maintains the museum, 
has expressed the thought that the two 
interests in 


can 


groups have com- 
mon, especially a concern for beauty 
translated the decorative arts 


Such an alliance is as it should be. 


many 


into 


MANUAL TO BETTER LIGHT- 
ING ... Lightolier has just published 
a new Style Book. A 96-page decorat 
ing magazine, it presents the new 
fashions in lighting, illustrating deco- 
rative trends in contract installations 
Edited on the theory that motels, ho- 
tels and offices must of necessity be a 
home-away-from-home, the Style Book 
reflects the relaxed atmosphere that 
can be achieved through the strategic 
use of light 

Though of magazine format, it is a 
comprehensive source book for all 
decorative lighting needs for com 
mercial and residential interiors. 


JOIN THE INDUSTRY . Plan 

your promotional activities to correlate 

with National Interior Design Month 
through October 18. 


OFFICE DESIGN SECTION 















































Meet the smartest sofa line ever! 


Dealers all over the country are turning to Stanley for a truly complete 


very decor. . . and always, Stanley quality craftsmanship for the “Ma 





Wide price range . . . stylings to suit 


and settee 
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4060-3 STANLEY B-8060 


STANLEY R-13PA 


383-9060 STANLEY R-73 


STANLEY 2160 


NUFACTURING COMPANY 





S MANUFACTURING COMPA 
2310 N. MAIN FORT WORTH, TEXA 





DESIGN NOTES 


ART AND BUSINESS More 
than 40 companies, ranging In sizé 
ull firms to giant corporations, 
approximately 100 pieces 

for exhibition in the San Fran 
American Business and_ th 

show. Two paintings a Miro 


Buchholz have been loaned 


ollection of John Stuart, 
Business and the Arts 
xhibition of corporate 

r held west of the Mis 
second major show of 
United States. It 1s bs 
spect of the Interna 

il Conference, co-spon 
National Industrial Con 

1 and Stanford Research 
600 of the world’s leading 
ndustrialists from more than 60 na 
tions will walk away from this meet 
ng with a greater awareness of thc 


ole of art in society 


APROPOS THE PRECEDING 
Stanford Research Institute ts current 
study of the influence 
lesign on American busi 
having information on 
is toward a more artistic 
ipproach to business will receive the 
thanks of Miss Mary Lou Anderson 
Assistant, Economics Divi 
rd Research Institute, 82¢ 


Mission St., South Pasadena, Calit 


ATLANTA FALL SHOW Oc 
tober 9, 10 and 11 are the dates of 
he annual three-day Fall Show spon 
sored th Atlanta Merchandise 
Mart 


A NEW LINI The Simmons 
Co., stalwart of the institutional bed 
field, is having made a new line 
oftice furniture and equipment for 
the exclusive use of its contract divi 
sion in the fulfillment of hospital, 
hotel and motel installations. The 
producer is the Delta Products Div 
of Globe-Wernicke 








INTERIOR 


FURNITURE DESIGNED TO ENHANCE THE CONTEMPORARY 


C21I1R MULTIPLE SEATING 


16/C ROUND COCKTAIL TABLE 


V3 EXECUTIVE CREDENZA 
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He Bought the Whole Suite 


DESIGN NOTES 


NOFA WESTERN Billed as the 
College for Profit Knowledge, the 
National Offi Furniture Associa 
tion’s Western Convention and Exhib 
it November 2 through 5 is pro 
grammed fi a number of profit 
promising panels Members non 
members, architects, decorators, con 
tract selle ind wholesalers are in 
vited to the second NOFA meeting 
out west onvention headquarters 
will be th mbassador Hotel in Los 


Angeles 


A SELLING WINDOW DISPLAY 

The entire suite of Peerless Steel 
Equipment Co. Olympic line furniture 
in the cut at left was sold out of the 
display window of the Suniland Fur 
niture Co.'s Commercial Sales Div. in 
Houston. 7 is. Edmund Furley. Jr.. 
A.I.A., dit the division, at 
tributes the surprise sale to the rich 
color combin itions of the pieces dis 
played herokee red, raven black, 
white and mirror chrome hardware 
He feels that more and more of the 
bold color groupings will find their 


way into the modern offices 


NEW CAT ALOGS Nessen Stu 
dio, Inc., 3 E. 34th St., New York 
16, N. Y., has just published an illus 
trated booklet showing the flexibility 
of its la n commercial and institu 
tional interiors xamy show how 
the scop 
lection 
cit contract lieghtin quirements, 
overcon Da estr C1 Ss provide 
extra durability and meet budget lim 
itations 

Springer-Penquin, I: 9-07 34th 
Ave.. Long Islan ty © N.Y has 
issued a new catalog and price list of 
its standard and custom refrigerated 
furniture. Specifications are for con 
sole models is well as units for 
built-in installation 

The Robert John Co., 821 N. 2nd 
St., Philadelphia 23, Pa., is making 
available a new 32-page illustrated 
catalog which is as much a planning 


piece as it is a sales aid 


For fast service contact the “Fabrilite”* 
distributor nearest you listed below: 


CALIFORNIA 
Compton ‘ ...Urethane Corporation of Calif. 
3025 E. Victoria St 
--eee Fabric Leather Corp 
1139 Santee Street 
Los Angeles 15..Lindsey & Hall, 1036 South Hope Street 
Attn: Mr. C. Halli 
San Diego Foam Rubber Supply, 2210 Kettner Bivd 
San Francisco 9 Scovel & Sons Co., 1133 Post Street 
Attn: Mr. Paul Scovel 


Los Angeles 15 


CONNECTICUT 
Hartford 5 New England Upholstery Supply Co 
8-40 Albany Avenue 

Attn: Mr. Robert Warner 

DISTRICT OF COLUMBIA 

Washington C. E. Briddell Co., In 
3726 Tenth Street, N.E 

FLORIDA 


Miami 3€ W. Valentine Company, 618 S.W. Eighth St 
Tampa Auto Trimmers Supply Co., In 
910 W. Cass Street, P.O. Box 2459 
GEORGIA 
Atlanta 2....J. R. Erikson Co., Inc., 364 Nelson St., S.W 
Attn: Mr. J. M. Coffee 
ILLINOIS 
Chicago 5 A. Hoenigsberger, 1020 S. Wabash Avenue 
Attn: Mr. H. L. Hoenigsberger 
KENTUCKY 
Louisville 2..Herman A. Schildt Co., 323 East Market St 
Attn: Mr. P. J. Berning 
LOUISIANA 
Baton Rouge 9....Tupper Supply, Inc., 2117 North Street 
Attn: Mr. P. J. Berning 
MARYLAND 
Baltimore 11 E. Briddell Co., Inc., 2800 Hampden Ave 
Attn: Mr. H. W. Beckma 
MICHIGAN 
Detroit 38 Larson Supply Co., 10313 Puritan Ave 
Grand Rapids 3 Upholstery Supply Co. of G. R 
303 Fuller Avenue, N.E 
Attn: Mr. Arnold Bjork 
MINNESOTA 
Minneapolis..New York Fabrics, Inc., 2938 Nicollet Ave 
Attn: Mr. H. Becke 
MISSISSIPPI 
Jackson A ey Brothers, 924 Palmyra Street 
Attn: Mr. R. E. Woolle 
MISSOURI 
St. Louis 8 Hinsman & Co., 4507 Olive St 
Kansas City 8 Hinsman & Co., 1615 Locust Stre 


NEW JERSEY 
Union Krupnick Brothers, Inc., 909 Rahway Avenue 
NEW YORK 
Kingston Viny! Leather Co., 34 Ferry Street 
Attn: Mr. A. J Seitz 
New York 1..Fabric Leather Corp., 16 West 32nd Street 
Attn: Mr. W. Wilson 
H. R. Howard & Sons, In 
60 North Washington St 
Attn: Mr. W. S. Howard 
NORTH CAROLINA 
High Point American Supply Co. of N. C., Inc 
308 West Broad Street 
Attn: Mr. Dewey Smith 
OHIO 
Akron John L. Showalter Co., P.O. Box 1259 
Cleveland 13 Earl K. Koch & Son 
2100 West Superior Viadu 
Attn: Mr. Earl Koct 
OKLAHOMA 
Tulsa 8 Oklahoma Upholstery Supply 
Whittier Station, P.O. Box +3185 
Attn: Mr. F. W. Graff 
OREGON 
Portiand 14 McDonald & Co., | 
930 South East Oak Street 
Attn: Mr. R. M. Treadgold 
PENNSYLVANIA 
Philadelphia 6 Maen Line Majestic Fabr 
217 Chestnut Street 
Attn: Mr. Maurice G. Mae 
Pittsburgh 22 J Peiger Co., 101-103 Market Street 
Attn: Mr. J. Willian 
s-Barre M. H. Smith Co., Inc., 568 Hazile Street 
Attn: Mr. Harold Smitt 
RHODE ISLAND 
Providence 3....Prov Textile Co., 243 North Ma 
Attn: Mr. Harlan 
SOUTH CAROLINA 
Greenville W. L. Graydon & Son, Ir 
414 Pendleton Street 
Attn: Mr. R. Littlejohr 
TENNESSEE 
Memphis 2 Southern Textile & Supply C 
894 Eastmoreland Avenue 
Attn: Mr. J. T. Hogar 
ice & Company, E. Main St., Franklin 
Attn: Mr. John Bruce 


schmatizried & Co., 2650 Main Street 

Attn: Mr. Chas. W. Schmaizried 

yrth.. Reese B. Davis & Co., 316-20 South Lake St 

Attn: Mr. Reese B. Davis 

Houston 4....A. F. Schmalzried & Co., 1930 Oakdale Street 


WASHINGTON 
Seattie..McDonald & Co., Inc., 414 Boren Avenue, North 
Attn: Mr. Leonard McDonald 
WISCONSIN 
Milwaukee 2 Gebhardt, Inc., 213 North Broadway 
Attn: Mr. C. Pushkash 
For information on furniture shown write to: E. | 
du Pont de Nemours & Co. (Inc.), Fabrics Sales, 902 
Wilmington Trust Bidg., Dept. OA-19, Wilmington 98, De! 














‘ 
on™ 


nkling in a velvet sky inspired this new “Fabrilite™” 

stery. Its scope is endless, thanks to a warm, lus- 

that mellows an # entire room. Pure perfection in 

hotels, clubs, offices a bright idea for any business. For a soft 

look that’s hard-wearing, too, this is the “Fabrilite” for you. 
THIS IS STAR POINT...NEWS 1 UP IND 
DU PONT VINYL UPHOLSTERY a 

aren cana 





ERB AY #48TER SEATING CENTER DISPLAY 


organizes chair selling — increases chair sales — takes minimum floor space 











can try the adjustments. Harter chairs give you 


‘angible features to sell. So, concentrate on chair 


sales first. Orders for other office equipment will 
follow. Harter makes it easier for you to get 
started on the right track immediately with this 
special free Seating Center display. 

A Seating Center in your store is a tremendous 
help to you in selling chairs. It helps you “‘sell- 

by bringing all Harter chairs together 
central, organized spot for comparison. 

are arranged by price and type from the 

out. You start in the center, pick the chair 
work out and down in price and then back u 
customer tries, sees, and buys. 

You have a choice of two displays. One combines 
a complete representative stock of 16 chairs and 
the full 14-foot display. The chairs are uphol- 
stered in a variety of colors and fabrics to empha- 
size breadth of choice. Harter also furnishes with 
this fine Seating Center display a valuable copy of 
our complete upholstery and color Visualizer at no 
additional charge. The complete display with 
chairs takes only an 8x16 foot section of floor space. 





< Staite Conic 











SPECIALIZING IN HARTER CHAIRS HELPS YOU SELL OTHER OFFICE EQUIPMENT 


A customer can feel a Harter chair’s comfort. He 


The smaller package, for dealers “pinched” for 
space, consists of 13 chairs. The display is re- 
duced to its basic two central panels, sign and 
shelf, and the Visualizer. The result is a dominant 
floor display and demonstration center concen- 
trated in an area of only 8x 12 feet. This is ideal 
for increasing sales in the small store. 

Dealers who have used the Seating Center plan 
have increased sales up to 25%, and so can you. 
You sell faster and easier. Your customers find 
exactly what they want for more complete satis- 
faction. You have fewer call-backs and you re- 
ceive larger, more immediate orders of chairs as 
well as other equipment. You'll sell more of every- 
thing by becoming a Harter chair specialist, now. 


a ak ee) eS Stavter dealer. There 
4 receive f n the entire Harter 
by no ti r 0F or h your name and 


i HARTER CORPORATION 
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Secretarial Station 


Standard craftsmen have 
created GROUP SEVENTY 
to out live style trends. As 
evidenced by our other 


(fe fay, 


introduced during the past 
seventy-five years, 
STANDARD translates 

the styles of the period into 
ageless designs. The for- 
mality of richly grained, 
elegantly finished woods 
skillfully balanced with the 
functional qualities of 
modern metals gives 
GROUP SEVENTY its 
distinctive character. You 
must see GROUP 
SEVENTY in Booths 341W 
and 342W at the NSOEA 
Show to fully appreciate 
its beauty and 
functionalism. 

STANDARD 

FURNITURE 

COMPANY 

HERKIMER, NEW YORK 

WOOD FURNITURE DIVISION OF 
EMECO CORPORATION 


eam? 


Standard 
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“WEH’VE 


WITH STEELCASE!” 


® Tiernan’s began 31 years ago in Santa Ana, California, as a s! 


} 
Y | 


mall typewrite! 


and office furniture store serving a small community. Today, the 





community 
has grown into a trading area of 750,000 peopl 


vith important diversified in- 
dustry — and Tiernan’s has grown with it 


; . WANT TO 

Mr. William Fernandez, the president of the company, says this, “Steelcase is GROW WITH 

top quality, the leader in its field. We've sold it c: over 30 years STEELCASE? 
1 Stes lease line 1S the 


nd istry today No deale 


ynsistently 
and we’re selling it especially well now, because the broa 


perfect answer to the complex needs of bu 


to? 


Write for our fully illustrated com 

plete line catalog and for details 

can do better than to tie in with Steelcase! , Grand Rapids, Mich- on how you can become a Stee! 
case dealer. Address Dept. O 


* Steele: Inc 
igan; Canadian Steelcase Co., Ltd., Don Mills, Ontario 


STEELCASE 


226 








The guest chair of the new FORUM Series, 
an extraordinary group of five chairs combining 
chrome plated steel with genuine walnut. 


ae, 
7. Por" Ww. H. GUNLOCKE CHAIR COMPANY 
Wayland, N. Y. 





BUSY EXECUTIVE 
Modular Grouping No. 


| 


EXECUTIVE FREE FORM 
Grouping No. G8-8 (variation) 


wy ae ares ia ae 
ies 2 


ALMA ARCHITECTURAL SOO SERIES 


x . 
<> 


. the Alma Architectural 800 Series is 
the completely Modular Line that grows | 
fit every business office _ simplie 
of design gives dignity and pres 
executive . . . pride and ao 
increase in productivity for alll. 











BURKE, INC. 





435 chair—contract or residential seating 


Optiona/ automatic swivel. Retails about 60.00. 


SHOWROOMS: Chicago, New Yer % a ” isco, Minneapolis, Seattle, Honolulu and Toronto, Canada 


e on request 


- 4 ax - i ; 
At | 
aw. OAM vai 














A visitors’ lounge is important pub elatic uid f nputer room. Seating by Laverne; planters, Architectural Pottery 





Considering 
The Computer 
Environment 


Be it said the design of the proper environment 
for electronic data processing systems is a job for 
specialists. But, the office designer has two legitimate 
reasons for learning as much as he can about this 
specialty. 

The first is quite simple. As an active member of a 
team which also includes the client, management con- 
sultant and architect, it is to his advantage to be 
aware of the requirements which the efficient opera- 
tion of computers demand. 

The second reason impinges on the future of the 
office designer. In its short history, the profession of 
office design has concerned itself with humans func- 
tioning efficiently in the office. This will always be 
so, for such a concern defines the role of the office 
designer. However, it is foreseeable when he will also 
create an efficient environment for computers. 

The success of the office designer today rests in 
his understanding of the limitations and potentials of 
office procedures, equipment and furnishings, and 
surface design conducive to human activity. Elec- 
tronic computers are office equipment; their increased 
use is going to bear, one way or another, on the of- 
fice designer. Today he specifies the installation of 
lighting, wall paneling and acoustical materials, not 
because he is an electrical engineer, carpenter or 
sound engineer, but because he knows the end re- 
sult necessary for an efficient operation in the office. 
Tomorrow, he may well be specifying computer in- 
stallations, as well. 

A few of the aspects of computer installation re- 
quiring professional direction are ceiling height, floor 





Computer Environment . . . continued 


strength, lighting levels, electrical power, and tem 
perature and humidity controls. Others include dec 
orations, maintenance centers, personnel facilities, 
visitor accommodations and future expansion. 

Over-all space requirements for an EDP operation 
will vary depending on the size of the system and 
the supporting facilities involved. Smaller units can 
be efficient in a space of some 400 square feet, while 
larger systems will require at least ten times that 
amount. Under the “‘total systems’’ concept the com- 
puter room becomes the center of all data handling. 
More and more firms are taking this concept into con- 
sideration when planning the physical layout for the 
EDP function. 

The Pure Oil Co., in its new headquarters build- 
ing, constructed recently in a Chicago suburb, has 
located the EDP department in the middle of its a 
counting and statistical operation. This minimizes 
the travel time of those involved in the function. The 
company has also located its duplicating and mailing 
rooms adjacent to the EDP area to further eliminate 
any delays in distributing the output of the data proc- 
essing operation. 

In considering total space requirements don’t over- 
look the need for storage and stockroom space. Many 
valuable hours can be saved by having the necessary 
supplies stored within easy access of the EDP room 
Where a large-scale system is concerned, there will 
also be need of sufficient space to house the spare 
parts and testing equipment of the customer engi 
neers 

Ceilings and floors require special consideration in 
planning the EDP layout. Ceilings must be high 
enough to allow for machine installation, keeping in 
mind that air conditioning demands will probably 
necessitate a dropped ceiling if the conventional over- 
head distribution system is used. 

Acoustical ceilings, with walls acoustically treated 
down to about shoulder height are generally rec- 
ommended. Many types are available including those 
with diffused shadowless lighting as well as nois« 
absorptions. The “egg crate” ceilings with diffused 
lighting are popular, as are fibre glass insulated ceil- 
ings, with the fibre glass behind perforated metal 
Some installations have encountered a double nois¢ 
problem involving not only machine noise within the 

; department, but the leak of that noise to other areas 
sages rence ook ape through air ducts. Proper insulation will correct both 
spread is a complexity tructure and conditions. 
technology. Special frame to leve In considering the acoustical treatment, special at 
flooring and disperse weig is installed 


The myriad of cables which are strung be tention should be paid to the vibrations caused by 


low loom out of floor openings (2). Main some equipment. Floor and wall construction should 


tenance of cables is easy afte: amen be capable of preventing transmission of the vibra 
by removing panels with : 


tions to other areas in the building. 





Even the most modern office buildings are usually 
not constructed to carry a floor load of more than 70 
pounds per square foot (psf). Data processing equip- 
ment—especially the main frame of a computer—has 
point loads on the floor as high as 1,000 pounds. 
Even with planned weight distribution of the equip- 
ment it is necessary to design the floors for 150 psf 


k vadings, or more. 


A raised, or “floating” floor is the accepted method 
of solving the load distribution problem. This is ac- 
tually a secondary floor raised over the building slab 
floor. The construction allows power cables, re- 
ceptacles, temperature controls and other facilities to 
be concealed, yet readily accessible. Air conditioning 
ducts or plenums, can also be housed in the space. 
The flooring comes in square or rectangle panels, 
usually about 18 inches square, which are supported 
on a structural grid raised to a required height on 
metal pedestals. 


Access to the under-floor area is achieved by mere- 
ly lifting any of the panels, using a special suction 
tool which closely resembles a household plunger. 

Every few feet of flooring is supplied with level- 
ing devices to insure perfect level support for the ma- 
chines. This type of free access flooring provides the 
installation with complete flexibility, allowing direc- 
tional freedom for any expansion or shifting of equip- 
ment. A similar type of raised flooring provides race- 
ways for cables and other facilities, but this would 
not appear to offer the many advantages found in the 


individual panel type. 


A point to remember in conjunction with raised 
floors is that a ramp, rather than steps, leading up to 
the data processing area will make it much easier to 
get equipment in and out of the area. A ramp will 
allow the machines to be rolled right into position. 


Light To See Machines By 


Getting plenty of light on the subject is an im- 
portant consideration for the machine area. The 
equipment manufacturers are pretty well agreed that 
minimum average general illumination of 40 foot- 
candle, measured 30 inches above the floor, is proper 
for the machine rooms. Direct sunlight is not de- 
sirable. The reason: easy observation of the console 
and other signal lights requires a low level of illu- 
mination. It's a good idea to have the general lighting 
zoned, so that sections of lighting can be turned off 
and on as desired. 

While the new solid-state construction of computer 
systems has reduced the air conditioning require- 
ments, temperature and humidity controls are still im- 
portant factors. For the average punched card in- 


stallation these things were considered luxuries, but 
for a computer system they are absolute necessities. 
The requirements vary with different systems. 

The usual equipment for removing and controlling 
airborne moisture is seldom capable of providing the 
steady 50 percent humidity normally required for 
data processing operations. Special equipment to cor- 
relate room temperature and humidity is usually nec- 
essary. If the computer is in a room with windows 
that are exposed to low temperatures, it may neces- 
sitate special window glass to prevent condensation. 
The “‘sweating’’ can increase the humidity problem. 

Dust control is another item to be concerned with. 
Dust is inclined to gather under raised floors and 
must be removed before it circulates in the machine 
area. All tape should be stored in dust proof con- 


tainers. 
Color’s More Than Welcome Here 


Location of the computer room has a direct bearing 
on air conditioning costs. Putting the computer in the 
basement of a twenty story building, for example, 
will require lines from a cooling tower on the roof, 
which will be an expensive proposition. 

A very important item often overlooked is the 
need for safeguarding data against fire or water dam- 
age. Equipment can be replaced or borrowed without 
too much difficulty. Not so with cards and tapes con- 
taining valuable information. The cost of recreating 
such data, assuming it can be recreated, can be ex- 
treme, if not prohibitive. A fireproof vault for stor- 
age of tape and card records is a recommended addi- 
tion to any EDP installation. As a further fire precau- 
tion, ample extinguishing equipment should be 
located in the EDP room. 

The dull and drab greys and blacks, once the of- 
ficial colors of the machine accounting industry, have 
given way to the rainbow. As part of the environ- 
ment investment most firms are using similar colors 
to add a bright and cheery atmosphere to the data 
processing area. Many personnel people feel that the 
use of these colorful decorative schemes will help re- 
duce employe turnover in automated operations. 

Visitors to electronic data processing installations 
are inevitable, and in most cases, desirable. A com- 
puter can have a tremendous public relations value 
and many firms are capitalizing on this fact. The EDP 
layout should allow visitors to view the operation 
without interference to the system. This is usually ac- 
complished with long windowed corridors. Some 
companies have constructed visitor booths to provide 
a clear view of the operation. Some also use animated 
charts, tape recordings and other such devices to ex- 
plain the workings of the system to visitors. 





THE UNIONS 
YOUR DESIGN 


by CARROLL CIHLAR 


Whether it is true or not, the paultry proportions 
of a client’s budget are most often the soul-soothing 
answer to the office designer who feels remiss. Since 
the client’s money is, more often than not, the real 
block to an adequate design, any solution to the 
balking client is long overdue 

Certain trends of our times, goaded and fired by 
union leaders, have created a ready whip shaped to 
the hand of the office designer. The crack of the 
whip is particularly sharp for it jogs to memory a 
doleful submission in which the client unwillingly 
gave up many of his rights to union leaders. 

When presented with the facts that the preroga- 
tives lost in the plant may soon be compounded 
by further union gains in the office, your client 1s 
attentive. When told of a way in which he can 
thwart these inroads to his freedom and manage- 
ment potentialities, you have an eager listener. 

The facts behind this threat to management are 
in no way secret. They have been presented in the 
daily papers and periodicals as well as other of the 
mass media. Walter Reuther, quoted in the national 
press, has said, “One thing we have to do if we are 


to survive is organize the white collar workers.” 


Bobbin-Factory Mode of Trouble 

The facts behind managements’ panacea are also 
no secret do not exploit your employees. The 
mean results of such exploitation are spelled out by 
L. R. Boulware, vice-president of the General Elec- 
tric Corp., in the Periphery column on page 260. For 
this bobbin-factory mode of operating, management 
has been told by every arm of society that it has to 
treat people with more dignity, respect and fairness. 
History has shown that people treated fairly will not 
be overdemanding. 

These are topics discussed by everyone at the 
club, at work or at home. Though debated with the 
same interest as any other current event, the plight 
of the worker has never moved management beyond 
the stand where it considered anything before it 
considered its profits. This is as it should be, for 
managements’ business is to make profit. It is not a 
castigation of management, but, is the truth of the 
American brand of free enterprise 

Equally American is the method of combatting 
the exhorbitant demands of unions as conceived and 
effectively put into action by Boulware. 

What he has done essentially is to pop the big 


red balloon which has been the lone joy of unions 





since the early days of this century. The main claim 
to union existence is the power to provide better 
working conditions for members. When Boulware 
a few years ago began doing just this, crys of “foul” 
went up in every union camp. 

He went one step further and threw salt into the 
open union wounds. Not only did he provide condi- 
tions for employees that no union could find fault 
with, but he had the audacity (in the unions eyes) 
of making sure his employees knew that it was he 
that gave them the benefits. From this action was 
coined the phrase “boulwarism”’ a phrase con- 
noting, “beating one to the draw,” though to union 
officials it meant “dirty pool.” 

Assuredly, this is an unmistakeable way to do more 
than make the unions angry; it is a means to elimi- 
nating one of their principal reasons for being, some- 
what of a master stroke on the part of management. 

The only surface objection to this move is that, 
given time, management will go broke putting the 
unions out of business. Such an oversight would 
never gain Lemuel R. Boulware the place he com- 
mands in the American labor scene. 

At the core of his technique are these basics: a 
union through the threat of strike gains improved 
conditions for the members; against odds, manage- 
ment bows to the demands and gives the extra bene- 
fits; the union tells the members it has given them 
a better life and solidifies allegiance to an anti-man- 


agement cause 


Legitimate Indian Giving 


Boulware says that regardless what the employees 


are lead to believe, it is not the union which gives a 
thing, but management that gives everything; Only 
it doesn’t get the credit for it. Boulware feels that 
if he is going to give it anyway, he might as well do 
it and keep the unions out of his managerial jurisdic- 
t10n 

But most important of all, as any manager knows 
if he will stand apart long enough to see the truth, 
is that by providing better conditions in terms of 
capital investment he is not giving a thing. What 
he gives his employees by way of better designed of- 
fices more functionally and esthetically sound 
desks, carpeting, lighting, etc. they really never 
get. This equipment is still his, and is soon enough 
amortized through depreciation. 

What he has given them is nothing. What he has 
gained are happy, loyal employees, and the removal 
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of a nuisance. Everybody gains — he does, the em- 
ployees do, and so do the unions as far as their overt 
purposes are concerned. 

Some office designers are effectively using this 
story to convince the client that he can’t afford to 
have a half designed office. With the American 
labor force at about 50-50 white collar to blue collar 
worker, and the percentage of office workers increas- 
ing daily, union officials are not sitting idle while 
their job goes down the drain. As was the case when 
they took over the plant, union organizers can turn 
the most remote grievance into a sore spot for man- 
agement to suffer by. 


A Hoffa View of Vulnerability 

Though the office manager may think he is in- 
vulnerable to unionization Jimmy Hoffa, head of the 
International Teamsters Union, has some other 
thoughts on the subject and not a few million dollars 
actively working in this direction. 

Seconding the sentiments of Reuther, Hoffa is on 
record as saying, ‘The white collar worker needs 
union protection and badly.”’ 

Hoffa made this statement in May, 1958, in a let- 
ter to Howard Coughlin, president of the Office Em- 
ployees International Union. The OEIU was char- 
tered on January 8, 1945, by the AFL-CIO exclusive- 
ly for the organization and representation of office 
and clerical workers. Hoffa's letter proposed a com- 
bined organizational effort, a proposal arousing en- 
thusiasm since the OEIU lacks both manpower and 
cash to support effective organization drives. 

Beyond specialized union action, AFL-CIO presi- 
dent, George Meany, has expressed some thoughts 
too. Holding the white collar worker has been a vic- 
tim of propaganda for many years. Meany said in a 
speech on office worker organizational problems, 
“The boss always tells the worker that the union is 
not for you people. It is alright for the fellow who 
works in a factory or drives a truck, but the union is 
not for office workers. You people are above that sort 
of thing.” 

Your client has probably heard all of this before 
— piecemeal. If you pull the story together for him, 
(and there’s plenty of data to be found in your 
library), combine it with the hard-nosed logic of 
boulwarism and the increased efficiency of your de- 
sign, you'll have to find a goat other than the 
“pinched budget’ to sooth your soul when you feel 
remiss. 





A Penthouse at the Office 


At the end of the day, when the president of the Lynn Insurance Group leaves 
his office, he walks up one flight of stairs and is home. Atop the three-story 
home office building which the organization recently completed in the cul- 
tural center of Kansas City, Mo., is a six room penthouse apartment. Here, 
E. M. Lynn, the president, lives with his wife and daughter. 

The interiors of this apartment as well as those of the offices in the 
building, shown on the following pages, were designed by John Turner, 
chief designer of the John M. Marshall Co., Kansas City. The apartment is 
elegant, as a penthouse invariably is. The offices, however, are uncommon. It 
is rare when work stations for 300 office employees (employed by five dif- 
ferent companies) are attended to in detail, coordinated with each other for 
function; when each department is correlated to another; when each of the 
five companies is related and yet individual; and when the total interior re- 
states the fact of the exterior as set down by the architect. This is not unique, 


but it is far from common. 





OFFICE DESIGN SECTION 











a ee 


Se ES. ee 





ae ace 
&. SeEIPy os 





Focal point of the living area in the Lynn 
penthouse apartment is the black, lightly 
padded leather fireplace wall with its clean 
hearth of marble. The facing oversize sofa 
in white is by Dunbar, as is all furniture 
in the apartment. Other seating and pagoda 
cushions on ledge are shades of blue. The 


off-white draperies by Creative Looms are 


specially woven. The Ramma fretwork di- 


viding screens are ebonized and framed in 
walnut to match the cane back chairs, table 
and case in the dining area. The Chinese 
screen print in the dining area is from Jack 

lihor of San Francisco. Beige Ayerloom 


carpeting is by Firth. 





Penthouse at the Office 


Conference seating facing president's desk is 


Herman Miller as are the pull up chairs with 
imported black leather. Hanging credenza 
which is 17 feet long, in oiled walnut has 
lighted, magazine shelf under kneespace, Built 
into the open, far drawer in the cut at right 


are automatic controls for drapery motor, di 
tating machine, Dictograph. Into the near 
drawer has been installed remote controls for 
the hi-fi, stereo and TV set 1e | 
tom. All wood units, made by Dunbar 
designed by John Turner 
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Commanding in its restraint, the president's office is totally 
white. Monotony is impossible, however, with texture added 
through use of weeping mortar on rear wall, the accent 
Chinese red Knoll fabric on the Herman Miller modular 
sofa seating, the specially woven black and white stripe 
drapery by Creative Looms, the black marble of the Knoll 
pedestal table, and the imaginative joinery in the Turner- 
designed Dunbar desk and hanging credenza. 





Penthouse at the Office . . 





- continued 





The concern in this general manager's office (one of four 
in the company) is represented by gem stones affixed to the 
map behind his desk. Designed by John Turner, the trans 
parent map is sandwiched between laminated, non-glare 
glass and lighted from behind with fluorescent lamps. The 
Ramma fretwork screens, which fold to conceal the map 
repeat the pattern of the gold anodized aluminum solat 
screen on the face of the building. Desk and swivel chair 
are Herman Miller. Conference chairs and table are Paul 
McCobb designs from Directional. Drapery is Herman Mil 
ler linen. Ultra-Lux quality carpeting is from Firth 
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Dunbar board table is designed by Turner and flanked by Florence Knoll chairs 
with Jens Risom leather. Underdrapes by Schumacher; custom-weave overdrapes 
with same black and white stripe used in president's office are from Creative 
Looms. Carpeting is Firth 


Staten) 


One of seven vice-presidents’ offices has Herman Miller desk, credenza Conference room, between general manager's office shown on 
| chair. Lounges in umber and orange tones are from Pacific facing page and its counterpart, has locally-made table designed 
Side arm chairs are Johnson Chair with Doe-Vin Nauguhyde. by Turner. Chairs and rear chest are Jens Risom 





Penthouse at the Office .. . continued 





Fifty-five supervisors offices like this one are individualized by changing the 
color scheme in the upholstery and matching accessories. Desks and credenzas 


are from Jasper Office Furniture. Seating is Johnson Chair Co 


One of the companies in the Lynn Group specializes in insurance for the 


lumber industry and wanted wood desks at the clerical stations. Sixty JOFCO 
desks, with oil finish and plastic tops, were installed in this and an adjoining 
area. Aluminum swivel chairs in random color upholstery are from General 
Fireproofing. 
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Three other areas like this one were furnished with General Fire 
proofing’s 1000 line desks in charcoal with gray tops and satin 
chrome legs and pulls. Supervisor's offices at the rear gain semi 
privacy from the gilt-striped glass partitions. All filing is housed 
in a room which is off to the right of the picture 





Penthouse at the Office . . 


P continued 


The employees cafeteria at the Lynn Insurance Group building was given an open and un- 


crowded appearance through the use of Herman Miller's Eames chairs and tables from Chi- 
cago Hardware Foundry. At the rear of the eating area is a sunken lounge with furniture from 


Royal Metal on a Firth Rustic Corduroy carpet 


Sources Used for the Interiors of the Lynn Insurance Group Building 


Dunbar Furniture Corp 

Herman Miller, Inc 

General Fireproofing Co 

Jasper Office Furniture Co 
Directional Contract Furniture Corp 
Florence Knoll! Associates 

Johnson Chair Co 
Pacific Furniture Corp 


Jens Risom 


Cumberland Furniture Co 
Laverne Originals, Inc 
Firth Carpet Co 

Creative Looms 
Schumacher, F. & Co 
Smith Metal Arts 
Beemak Plastics 
Architectural Pottery 
Stueben Ware 
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14 SERIES 


Conference desk—72” 
x 36” — Full suspen- 
sion file drawer in 
right pedestal 


—— 
| 
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Executive 


Crisp, architectural, and modular in appearance, the 14 Series 
is a new line of completely assembled office furniture. 


EXTERIOR CONSTRUCTION Select flat cut genuine walnut with oak interiors. 


DRAWER PULLS Brushed aluminum or brushed brass finish anchor type pulls 
with circular mounting plates 

DRAWER CONSTRUCTION Al! drawers have side guides, and all regular desk 
drawers are grooved for adjustable partitioning 

TOPS Available in wood, walnut grain plastic, or white plastic. Walnut 
plastic bands are used on all tops except that wood veneer bands are used 
on oil finish tops 

FINISHES Lacquer or oil finish 

MISCELLANEOUS Adjustable levelling glides— Locks in each desk pedestal 
lock all drawers—No locking device on wing pedestal—Full suspension file 
drawers—Modesty shield is integral part of both desk and typewriter return 


> 
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desk — 60” Desk 60”x 30” — Full L-Shaped unit return Credenza 66”x 18” — 


x 30” — Full suspen- suspension file draw- top 42”x 18” — Desk Door compartment at 


sion file 


drawer in er—3 drawer pedestal 60”x 30”. left— File drawer and 


right pedestal. optional. storage drawer at 


The Jasper 


right. 


Desk C.ompeany, cgasper, tndiana 





. an exciting departure from the 
ordinary in office furniture. With Ital- 
ian chamfered posts, metal-meshed 
cathedral arches, CORONADO Classic 


Classic imparts an architectural feeling 

or richness to the executive office. 
Executive desk, credenza and modular secretarial unit in Gen- 
uine Walnut . . . finished with the miracle new finishing 
discovery, KV-C. This revolutionary oi! finish brings out 
the full-depth beauty of the wood as well as providing a 
finish highly resistant to scratches and impervious to such 
things as nail polish remover or synthetic rubber products. 
Parkwood laminate tops also available. CORONADO Classic: 
designed to impress . . . designed to sell. For the complete 
picture of this and other profitable designs, write Myrtle 
Desk, Dept. OA10, High Point, North Carolina. 
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NEW from STYLEX 


GEOMETRIC 


Multiple Seating 


Makes Customer 


Houmy = 


Here’s the newest in custom combinations of seating for reception 
rooms, lounge areas, institutions, and public buildings. You get full 
flexibility in modular design with low-set contemporary lounge seats, 
upholstered bench seats and tabie tops of high-pressure laminate. 
These can be arranged in basic combinations of one, two, three, and 
four units which are expandable into unlimited multiple seating 


These units are not a do-it-yourself problem . .. every design is 
shipped from the factory completely pre-assembied on an all-welded 
steel frame. Our unique modular manufacturing plan gives you custom 
furniture,with the same speedy delivery as standard stock merchandise. 





SEE STYLEX’S GEOMETRIC MULTIPLE SEATING 
AT BOOTH 342 NSOEA CONVENTION 











System... 


WRITE TODAY for full specifica- 
tions and new literature 


La... Lo 
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STYLEX SEATING COMPANY 


Delanco, New Jersey 


Phone: (Area Code 609) HObart 1-5600 


Warehouses in: Los Angeles, Calif. San Francisco, Calif. Denver Colo, St, Louis, Mo. Ft, Worth, Tex. Houston, Tex. Memphis, Tenn. Seattle, Wash 
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This chair (1), with its graceful, un 
broken lines, is part of the '600" series, 
recently placed on the market by the I 
V. Cuair Corp., 100 Jewel St., Brook- 
lyn 22, N. Y. The swivel chair is fully 
upholstered in deep urethane foam 
[he covering, in a choice of vinyl or 
fabric, is finished with matching tufted 
buttons. The tenzalloy base has a natural 
brushed metal finish with satin black 
trim. The “600” series also includes an 
arm chair, a tilt swivel chair and multi 
ple seating units. Inquiry card number 


44 


The presently popular combination of 
metal and wood has been worked into 
a new chair series called “Forum,” in- 
troduced by the W. H. GuNLOCKE 
CHaiR Co., Wayland, N. J. The wood 
chassis-metal frame concept is particu 
larly evident in this side chair (2) 
available with or without arms. What 
look like spear points are the geometri- 
cal result of truncating the two leg-ends 
to accept the curved back. Inquiry card 
number 


Designed for the executive whose work 
demands frequent conferences, this oval 
table-desk (3) by Florence Knoll of 
KNOLL ASSOCIATES, INC., 320 Park 
Ave., New York 22, N. Y., presents a 
new concept in form and function. The 
flowing elliptical top is both pleasing in 
shape and practical for use in small, in 
formal conferences. The table-desk top 
is oiled rosewood, supported by a footed 
lumn of highly polished 
chrome-finished steel. Matching storage 
cabinets in rosewood and steel with 


central co 


Cremo marble tops have custom-fitted 
interiors, including sliding dictaphone 
shelf, deep file drawer units, tray draw 
ers and adjustable shelves. The pull up 
chairs are by Mies van der Rohe; desk 
chair by Eero Saarinen. Inquiry card 
number 35 


A highly versatile line of reception area 
furniture (4) has been designed by 
ALL-STEEL EQUIPMENT, INC., 44 Grif- 
fith Ave., Aurora, Ill. The simplicity 
of styling is enriched with choices of 
colorful finishes and rich decorator fab 
rics, leathers and Naugahydes. The 
2300” line consists of basic chairs to 
which add-on chairs can be added with 
or without arms in either left or right 
hand position to form continuous seat- 
ing or groupings, as desired. There is a 
choice of five tables that fit in between 
two basic chairs. Inquiry card number 
36 

Inquiry card on page 105 





DEALERS! 
Check these facts! 


Profits are higher in wood 
Delivery is faster in wood 
Flexibility greater in wood 
Design is richer in wood 


noel , Prices are MODERATE in 
= “OFFICES in WOOD" 
7 ‘ made in a warm oiled 
é walnut finish. Desks, "L's" 
oy and cabinetry are available 
S< in wood or plastic, offer 
broad flexibility of style 
and function. Outside or 
undermounted legs, flush, 
overhanging or floating 
tops. Credenzas stack or 


, Ly 
Sor 
le 
. CE spread out under a single 
t top. 300 arrangements 
; meet any planning problem. 
i~cial Call or write your representative for dealerships available. 
on a 
| \ 
f . = TT . 
= 
Richard Muller, 325 N. Wells, CHICAGO @ F. J. Bloempot Co., 1 Park Ave. NEW YORK @ Townsend Price & Co., 1607 Summer St.. PHILADELPHIA @ Francis M 


Coates, Jenkins Arcade, PITTSBURGH @ David Walker, 63 N. E. 40th St.. MIAMI @ Henry Holzimmer, 11281 Landsdowne Ave.. DETROIT @ Gerry Fitzgerald, Box 345 
Encino, LOS ANGELES 


FOREST WILSON DESIGNS INC. 


CES AND SHOWROOMS 
t J 15 North Hariem Avenue 
—— 


nois 


E Brochures available 
—s 
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designed by Norman Hekler Associates 


The executive swivel chair certain to please any 

customer. It’s styled for prestige, engineered for 

efficiency and extreme comfort. 100% foam filled oe WAL@IN ee N C H 
back and seat plus other superior construction fea- 
tures mean another satisfied customer for years to 
come. Swivel chair features a solid walnut base. 
Same barrel chair available with solid walnut base. 


SHOWROOMS: New York, Anthonson & Kimmel Associates, 440 Park Avenue, South @ Dallas, Dick Lowe Associates, 3720 La France 
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yr a small desk (1) is an 

Jens Risom Desicn, Inc 

Ave., New York 22, N 
pedestal desk, in walnut 

is designed for use by 
or bank officers. A 
folds into the desk's 
rovides extra space when 

pedestal has two drawers 

drawer with pencil tray; center 
drawer for storage; and a bottom drawer 
for Pendaflex files. Another feature of 
the desk is an inside bookshelf. Drawer 
are slimly sculptured and made of 

walnut. Inquiry card number 37 

A contemporary chair group, the “Good 
Form 600" (2) has been announced by 
the GENERAI FIREPROOFING Co., 
Youngstown, Ohio. Consisting of 8 
rdels—clerical, secretarial, executive 
and side or guest chairs—the group was 


designed by William Harris to comple 


ment GF's “1000” series of executive 
and office furniture. The chairs are 
completely adjustable and are con 
with foam rubber 
cushioning in a wide range of uphol 


structed of 


stery material. Inquiry card number 38 


A “tailored’’ wastepaper basket (3) to 
match its “Top Brass’’ series of office 
furniture has been introduced by the 
CENTRAL Desk Co., 554 N. Armour 
St., Chicago 22, Ill. Inquiry card nur 

ber 39 

¢ 9” is the first of a new desk 
line (4) placed on the market by Yaw 
MAN & ErBeE Mec. Co., INC., 1099 Jay 
St., Rochester, N. Y., which combines 
architectural design with utility and 
durability ch ine consists of desks 
modular work stations and credenza 


nagement levels. Among 


units for al 
the series’ characteristics are a knee 
space drawer, a reference shelf with 
plexiglass insert and adjustable glides 


Inquiry card number 40 


y card on page 105 
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DOMVS 


..at home in any office 


Architecturally-inspired ... DOMUS is today’s 
smartest expression of design beauty 

and function. Single units and modular 
groupings are meticulously detailed 

to meet every individual requirement for 
working comfort at peak efficiency. 
Genuine Walnut and extruded aluminum 


with rich Walnut inlays. 





WRITE FOR CATALOG 


Sonnppenial desk company, inc. 


EVANSVILLE 7, INDIANA 





A comple ol Yy new line of office seating 
THE MOST COMPLETE LINE and cccastonal frieces 


OF FINE FUNCTIONAL OFFICE LIGHTING designed by p Charles Lengins 
IN THE COUNTRY. 





Aesthetic 





Sight*Light 

Miata kee ialomcisaliie.) seh) WoRDEN brochure 
of on 

holland michigan request 
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ACCESSORIES GUIDE 


Styled with a classic 18th century accent, the ‘“Lumilon” 
table lamp (1) by LicHTo.ier, INc., 346 Claremont 
Ave., Jersey City, N. J., adds a definitely decorative note 
to any office, classic or modern. The perforated brass 
chimney is derived from an old-fashioned oil lamp. Soft 
glareless light is provided by a one-piece styrene shade 
and diffuser bowl. A matching floor model is also avail- 
able. Inquiry card number 41 


Book ends (2), with prehistoric hunting scenes are part 
of the museum reproduction line from MODECRAFT, 
31347 Eveningside, Fraser, Mich. Measuring 10” high 
by 6” by 3”, they are fashioned of earthstone stone with 
yellow and olive figures. Inquiry card number 42 


Representative of the line of etchings and lithographs 
imported by Grttes A. ABrioux, 619 N. Michigan Ave., 
Chicago 11, Ill., are “Battlefield” (3) by Carzov and 
“Chauvre Souris’ (4) by Friedlander. Each is signed 
and numbered by the artist, as are all of the originals 
which comprise the collection. Also included in the line 
are Bouffet, Cogteau and other leading French artists 
Inquiry card number 43 


Inquiry card on page 105 


PRESENTING THE NEW, EXCITING FUNDAMENTALS “1000” LINE! 


Made in and shipped from our factory in Noblesville, Ind. 


DESK AND CREDENZA JOINED WITH LEGS PROPORTIONATELY BALANCED 
CONTINUOUS PANEL EFFECT. BACK OF SINGLE PEDESTAL DESK 





MODULAR FLEXIBILITY ACHIEVED WITH FULL GALLERY ON CREDENZAS 
COMPLETE DESKS AND CREDENZAS DROP FRONT RECEDING DOOR CABINETS 





fundamentals... 


Modular flexibility...yet desks and credenzas are complete, shipped - THE OFFICE FURNITURE DIVISION OF 
up. From panels to drawers, hardware and tops they represent the 
ultimate in quality and crafting. See for yourself at ROOM 539, CONRAD E I & E N B ROT H E R S INC, 


HILTON HOTEL. CHICAGO NSDEA CONVENTION, SEPTEMBER 23 to 26. HOME OFFICE: 1601 WILLOW AVENUE, HOBOKEN, NEW JERSEY 
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Educating the Client 


A highly popular exhibit among lawyers was 
staged recently at the Design Center in Lon 
don. A solicitors (lawyer's) suite of offices 
was fabricated through the joint sponsorship 
of the Council of Industrial Design and _ the 
Office Advisory Service of the Law Society 
to show the young and old lawyer how 
his office could look and function. 

Designed by R. D. Russell, RDI, FSIA 
the settings were furnished in a modern man 
ner but retained the traditional character usual 
ly associated with legal interiors. All design 
decisions were based on the findings of 
search conducted by the Service concerning th 
requirements of the law profession today 

Since more than half of the lawyers practi 
ing in Great Britain are members of partner 
ships, the display was built around the offi gm 

. : As p in the London Design Center display, the entrance to partner's 
of a partner in a large firm. fF ic law firm would lead visitor to the visual focus of the desk by Russell 

The reported success of this specialized rnishings. Desk and its three chairs are tied together by a carpet. Credenza 
consumer business show indicates that Eng s of teak with grass cloth panels from Knoll International 
land has found a way to educate the client 


Features: 


@ COLORED TOPS AND PEDESTALS 
e NEW TOP AND PEDESTAL DIMENSIONS 


e METAL FRAME CONSTRUCTION WITH 
GENUINE WALNUT WOOD PANELS 


WRITE FOR COLOR CATALOG 
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entered directly from the elevator, the re 
ception area defined by carpeting and spot lighting. At 
tention 1s further direct to the receptionist by the painting 


on back 


YISY4I 


Cant yt, hy Maifi fu 


Opposite the desk in the executive's office is an informal conference 
grouping contained by a carpet. Eames-like chairs are by Hille. Walls 
to give size to the relatively small areas. Strong accents are 


introduced in the paintings 








The Space Series blends 
excitement and function! 
Models for every office 
where business requires 
efficiency, comfort and 


d taste i ating. 
g00 ste in seating a 


arlton-Surrey ne. 


1516 Blain, $.E. Phone Area 612, GL 2-0890 
Grand Rapids 7, Michigan 
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rectionof Office Appliances 


since its inception in May of this year, has devoted 
more pages to the burgeoning field of the office en- 
vironment than any other publication touching on 
this important market area. 





M-2600 


The new “600” Line represents 
quality craftsmanship, featuring a 
contemporary styled cast aluminum 
base and completely welded square 
tubing frame usually found only 

in higher priced chairs. 


the Quality is High 


the Price is Low 


The ‘600” Line chairs are built up to 
MILWAUKEE'S high quality standards and 
priced down to meet all competition. 
Fourteen different models are shown in 
Catalog M-108. Write for your copy today. 


MILWAUKEE METAL FURNITURE CO. (Not Inc) 
101 N. Campbell Ave., Chicago 12, Illinois 


makers of 
fine chairs 
for over 

half a century 


See Us At 


NSOEA 


BOOTH Nos. 
652-A & 654-A 
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A proved combination 


that makes sales for 
HOOSIER dealers! 


1. Colorful, informative 


sales promotional materials 


2. Customer activating 


national advertising 


3. And a wide selection of 
dependable quality wood 


office furniture groupings 


The sales tools provided to all Hoosier dealers tell the full story 
on each grouping produced .. . help the customer visualize 


how a particular style will look in the situation he has in mind. 


Customers respond quickly to the national advertising messages 
constantly presented in leading consumer publications . . . they 
ask to see Hoosier groupings because they've been directed by 


this continuing dealer support. 


And, no matter what your customer's needs .. . there is a 
Hoosier grouping to meet his requirements. There are modern, 
traditional, contemporary, functional and modular series to 
choose from . . . dependable quality, and variety of style and 


price! 


Hoosier dealers are going to get a fullest share of the wood 
office furniture sales in the months ahead — how about you? 
WRITE, WIRE or PHONE US TODAY! 








20 OV LCL. IN AUXILIARY SEATING 


Every one of your customers is a potential buyer of Clarin 


Reserve Seating. 144 decorator combinations of highly styled 
nylon and naugahyde—upholstered over Urethene: Fits per- 
fectly with your customers’ decor. For sales meetings, plan- 


ng sessions and wherever auxiliary seating iS needed. 





For complete and profitable information about 
Reserve Seating, write Dept. 33RS 


LARIN 


LARIN MANUFACTURING COMPANY 


FOLDS | FLAT! 






4640 W. Harrison Street, Chicago 44, tilinois 
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continued from page 260 


generally opposite to what busi 
nessmen believe is good for the 
country 


I think we businessmen must in 


all fairness recognize that it was 
our failure to carry out our own 
political duty in the public interest 
that has let what was a potential 


force for good develop into an 
imbalance of power that not only 
impairs the economic usefulness of 
private business to the public, but 
also appears to be threatening free- 
dom itself 

The growth and use by one spe- 
cial interest group of political pow- 
er which has no effective check is 
not the fault primarily of those 
who achieved the power, for it is 
their right to try. Rather, the fault 
is principally on the part of those 
who, by inactivity and silence, al- 
lowed it to happen 

We businessmen cannot look 
elsewhere for citizens to blame. We 
have long had the opportunity and 
responsibility to do our part - not 
in trying to destroy unions nor in 
seeking an unfair advantage, but, 
rather, in restoring the balance 
needed in this situation in the pub- 
lic interest. And, we have just as 
long failed to accomplish anything 
like our full part or even to put 
forth anything like the full effort 
We should 

Being politically effective, as | 
see it, is now a continuing part ot 
every manager's work. It cannot be 
done by others. We must each do 
our part ind be publicly identr- 













fied over our own names as doing 


I do not believe I am overstating 
the case in the least when I say that 
the proper attainment and sound 
use of political effectiveness by pri- 

ite enterprise is at once the most 
difficult and most urgent task fac- 
ng our country today for our own 
self preservation, much less the 
preservation of any chance of going 
on to attain the stuff our dreams are 


so legitimately made of. 
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Ideas and comment 


We Make Our Own Problems 


In the spring of 1958, L. R. Boulware, 
vice-president be General Electric 
Co., told member Phoenix ( Ariz.) 
Chamber of ¢ nerce to take a more a 
tive part in polit 
participation 
within the lin 
Trust Act. Bu 
a more politica 
mental dealing 
How he ha ed to correct the mis- 
takes set fort} ; I] 
of his Phe END 
article on page 
Design for Y 
Though thi eem remote 
from the normal operations of 


excerpts 
sod on th 
ea in the 


ns Se l] 


ihe office 


de signer, the ui blans x the white 
collar u orke , hici 1 201 underwa) 
weigh heat } American 
business in the 


of American bu 


National and local businesses in 1958 
lave ne common probdiem la rey are 
I tl probl that they 
being prevented, by politic al causes, from 
living up to their usefulness to all the 


| 


public. This is so because we businessmen 


have failed to see to it that we both de 
served and achieved the full understand 
ing, warm approval, and stout support 
for our intentions, procedures, manners 
and results across the whole area of both 


the material and emotional needs and 


wants of those whose understanding and 
cooperation we need and who affect our 
fate at work, at the market place and at 
the voting booth 
Evidence of our failure to have busi 


ness and our econornic system understood 


is in the fresh mistakes the citizens seem 
about to make again in spending, in 
flation, taxes, productivity and freedom 
mistakes, which while bad for all con 


presented as good tor 


cerned, will be rey 
i 


the many and too likely to be accepted as 
good by the vast majority. These mis 
takes are the vital concern of the business 
leader both as a responsible manager 
and as a freedom-loving citizen 

In the 60-odd years since the Sherman 
Anti-Trust Act first warned business it 


was in real and deserved political trouble, 


have continued to 
concentrate on what used to be our whole 
job, but which, while still vastly im- 
portant, is now only part of our job. We 
have heedlessly neglected to pay attention 
to politics and politicians. We have thus 
failed to realize, much less equip our- 


we as businessmen 


selves to meet, the new and unfamiliar 
managerial connection 
with the political problems of constantly 
mounting importance 


requirements in 


Unless we businessmen now promptly 
change our course and quickly do enough 
good work to deserve and achieve a new 
credibility and effectiveness with the pub- 
lic in political matters, we will have little 
or no ability to prevent a majority of our 
fellow citizens from being misled into 
further damaging the usefulness of busi- 
ness to themselves, but also into making 
other very costly mistakes, and perhaps 
this time, bringing final disaster to in- 
dividual freedom and well-being. 

People now see what 
we businessmen do for them. But they 
do not think it is enough don’t be- 
lieve it is as much as we could do if we 


the many 


were fair or, only interested in them from 
their standpoint. We do not help them to 
see and appreciate all the claimants, all 
the something-for-nothing arithmetic, and 
all the other compelling circumstances we 
face how well we do already in the 
further 
and, in particular, what’s the 
good of what we are doing for the many. 

Our neglect of our political obligation 
has created an opportunity which others 


circumstances how we are 


trying 


have seen and embraced. A very impor- 
tant one of the more demagogic political 
skills is persuading the many that abuses 
of them by the wicked few are being re- 
dressed 
And, unless the facts to the contrary 
are constantly explained, business is a 
“natural” for being made to look like 
the few oppressing the many 
Let’s take as a case history the develop- 
ment of the political intentions, organ- 
ization, resources and activities of the 
top union political group, since it is by 
all odds the most aggressive and effective 
of those forces in politics which take an 
inti-business position, or a position so 
continued on page 258 








ONE STOP 


at the ART METAL Booths will answer all your needs 


Big new things have happened at Art Metal since the last 
N.S.0.E.A. Show! They add up to better sales, more customers and 
bigger profits for you! The important new 500 Group, designed by 
famous Knoll Planning Unit, has earned a place of honor in offices 
from coast to coast...the efficient Art Metal Modulars have 
been completely restyled and many elements added... and 
now Wabash Fan-Folders* permit automatic labeling. Get full 
details on all of these at the Art Metal Booths! *trademark for art Metal, inc 


The 500 Group. first fully coordinated and comprehensive M-15 Modulars, newly styled and engineered, include a 
series of metal desks, tables, chairs, files and cabinets. full range of 24” deep elements. Modular partitions, desk 
Designed by the Knoll Planning Unit, engineered for beauty and file pedestals and tops, enable you to tailor each work 
and efficiency by Art Metal. Wide variety of colors and sizes. station to meet the customer's needs. 


A friendly ART METAL we/come 
awaits you at 

BOOTHS 349, 350, 351 

Conrad Hilton Hotel 


; 


Pe ee ee i ee 


Ww ‘ 


New Wabash Fan-Folders enable your customers to head 
up as many as 200 file folders a minute. Designed to work 
with the most modern data processing systems. 
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STYLED BY REINECKE @ ASSOCIATES 


Famous Heyer Conqueror Spirit Duplicator... 





prints 

hundreds of 
copies quickly... 
automatically 


Here’s spirit duplicating at its easiest and best! At 
the touch of a lever, the electric Heyer Conqueror 
Spirit Duplicator feeds, prints and counts 330 copies 
in 3 minutes—and shuts off automatically when the 
last sheet is fed. 

Everything is done automatically, leaving you free 
to do other work at the same time. Write, type, 
rule or draw on a master. Use as many as 5 colors. 
Conqueror Duplicators will print them in perfect 
register in a single operation. New Sheet Separator 


Feed, with Adjustable Feed Wheels and Feed Ten- 
sion Control, assures positive, nonskip feeding of 
thin papers to cards—even newsprint—from 3 x 5” 
to 9 x 15” in size. 

Here’s a machine that quickly pays for itself! 

For those whose needs are occasional, a hand- 
operated model is also available. And, most inter- 
esting of all, prices of Heyer Conqueror Duplicators 
are much lower than you'd expect. 





ALL HEYER CONQUEROR SPIRIT DUPLICATORS OFFER THESE UNEQUALLED FEATURES! 


— 


Sheet separator feed 

Vastly improved Sheet Separator 
Fingers eliminate side retainers 
and tricky adjustments 


“Always Makes 


a Good Impression’’ 


—— 
ee 


Adjustable feed wheels 
Contact paper at outer edges 
for positive forwarding 

one sheet at a time 


Feed tension control 
Assures non-skip feeding 
lightweight papers to cards— 
even newsprint 











\ 


Counts as it prints 
Shows exact number 
of copies printed 
quickly re-sets to zero 


Unique feed drive 

Nationally honored for 
engineering excellence 
smooth forward motion 
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HEYER INC., 1852 S. Kostner Avenue, Chicago 23, Illinois 


DUPLICATORS AND SUPPLIES SINCE 1903 





















